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New Small Cars 
Rated Top Story 
Of Industry Year 


Steel Strike Is Second; 
Small Price Hikes Tie 
With Edsel’s Demise 


By Maynard M. Gordon 
News Editor 

HE Big Three’s new compact 

cars, to no one’s surprise, scored 
a one-sided victory as “The Auto- 
motive Story of 1959” in the annual 
poll among Automotive News staff 
members. 

Introduction of the Corvair, 
Falcon and Valiant in October 
piled up 13 of 15 first-place votes 
for a total of 73 points. The run- 
nerup news story—the steel strike 
—fell far behind with only 19 
points. 

Third place was shared by the 
minimal price rises on ’60 models, 
which drew one first-place vote, 
and Ford’s abrupt abandonment of 
the Edsel. Each story got 17 points. 

* oo * 

HE 15th first-place vote went to 

the finding by a Detroit Federal 
District judge that the 1956 dealer 
good-faith law was constitutional. 


In fifth place, with 12 points, was 
Chrysler Corp.’s splitup of Dodge 
and Plymouth dealers. This was 
made possible by simultaneous in- 
troduction of the Dodge Dart and 
the compact Valiant. 

Two stories concerned with 
small cars finished in sixth and 
seventh places with 11 and 10 
points, respectively. Lark’s sales 
‘success, bringing Studebaker- 
Packard into the black, was 
sixth. Next came the continued 
rise in small-car volume, embrac- 
ing Rambler, Lark and the im- 
ports. 

In 1958, import-car sales wound 
up in second place in the AuTomo- 
Tive News poll, with 35 points. New- 
car price stickers were 1958’s grand 
champion, with 52 points. 

Top stories of earlier years were: 
1957, import-car sales; 1956, Gen- 
eral Motors’ new five-year dealer 
franchise; 1955, Ford’s award to 
the United Aut® Workers of sup- 
plemental unemployment compen- 
sation, and, 1954, Ford’s cuts in 
“phantom” freight rates. 

* * * 

TAFF members forecast that 

new-car sales would total 6,150,- 
500 domestics and 503,500 imports 
in 1960 for a combined total of 

(Continued on Page 51, Col. 1) 
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‘59 Car Output 


Make : ies. 
Ford 985,153— 2 
(Standard) 

Chevrolet 1,255,935— 1 


(Standard) 
Rambler 217,332— 7 
Plymouth 367,296— 3 
Pontiac 219,823— 6 
Olds. 310,795— 4 
Buick 257,124— 5 
Dodge 114,206—10 
Mercury 128,428— 8 
Stude. 
Cadillac 
Falcon 
Corvair 
Thunderb’d 53,407—12 
Chrysler 49,413—13 
DeSoto 36,556—14 
Lincoln 25,871—16 
Edsel 26,563—15 

rial 13,673—17 
Valiant 

Packard 

5,590,428 Total 


CORPORATE OUTPUT 


2,553,884 GM 2,169,178 
1,743,965 Ford 1,219,422 
737,365 Chrysler 581,244 
401,403 AMO 217,332 
153,811 S-P 56,869 
5,590,428 Total 4,244,045 


1959 
Pos. 


1—1,350,919 
2—1,349,239 
3— 401,403 
393,713 
388,426 
366,046 
232,234 
192,291 
156,572 
153,811 
138,462 
100,677 

79,477 

15,733 
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Trucks Zoom to Highest Since 55... / 


5.6 Million Cars Built 


By Martin L, Whitmyer 
Staff Writer ; 

7. auto industry finished 1959 

with an estimated 5,590,428 car 
assemblies—609,572 units shy of its 
original goal of 6.2 million cars for 
the year, but 31.7 percent above the 
4,244,045 units rolled from U. S. 
lines in 1958. 

In addition, the industry turn- 
ed out an estimated 1,123,191 
trucks during 1959—a 29 percent 
increase over the 870,762 commer- 
cial cars built in 1958, and the 
highest annual truck output by 
U. S. makers since 1955, when 
1,245,794 units were assembled. 
The combined output of an esti- 
mated 6,713,619 cars and trucks 
during 1959 marked the highest 
level total vehicle output in the 
U. S. has reached since 1957, when 
7,199,124 cars and trucks were built. 

a oK * 


yaear the industry achieve 
its highest yearly output totals 
in two years were an estimated 
105,544 cars and 17,268 trucks as- 


Cars Pouring In on Dealers, 
But Customers Stay Away 


By Robert M. Lienert 
Associate Editor 
peactonr shipments of new cars 

are arriving in volume again at 

the nation’s dealerships, but there 

is still.a severe! shortage of cus- 
' 


Big Expansion Planned 
At Corvair Engine Plant 


BUFFALO.—Chevrolet’s engine 
plant here, alréady one of the 
largest in the auto industry, is 
preparing to embark on a multi- 
million-dollar expansion program. 

The expansion program is ex- 
pected to mean an outlay of 
around $5 million more for addi- 
tional equipment to step up Cor- 
vair engine output, according to 
industry sources. 

The plant, which is the sole 
supplier of the! Corvair engines, 
now is turning ‘out about 1,400 a 
day, in addition to more than 
1,500 V-8 engines daily. 





Atlanta Dealers Elect Officers— 


Thomas |. 


Smith (Chrysler-Imperial-Dodge), second from right, retiring president 


of ‘Atlanta Automobile Assn., congratulates R. H. East (Ford), second from left, who 
was, elected 1960 president at the association's annual meeting. Other officers, from 
left, are John O. Mitchell (Oldsmobile), first vice-president; Wesley Slate (Chevrolet), 
honorary secretary-treasurer; Lovis H. Keen, Universal CIT, second vice-president. 


tomers, according to reports from 
the field. 

Dealers say sales are limping, 
profits are suffering and that un- 
certainty in the steel industry 
probably bars any early pickup. 

Furthermore, the used-car mar- 
ket has rolled over and played dead 

in such convincing fashion that a 
lot of dealers are ready to bury it. 
* * + 


eer the current dreary sit- 
uation, dealers contacted last 
week were virtually unanimous in 
assessing 1960 as a year with ex- 
cellent prospects once the early 
hurdles are cleared, A steel settle- 
ment would be a big sales booster, 
they say. 

Some small improvement in 
floor traffic and new-car sales 
was reported for the closing days 
of the year, but dealers say busi- 
ness has a long way to go to get 
back to October levels. 

“We were down to absolutely 
nothing in mid-December,” said 
one Chevrolet dealer last week, 
“but have come back to about 50 
percent of our average.” 

The business tide has been run- 
ning strongest at Ford and Ram- 
bler dealerships—and at Valiant 
outlets, when the cars are avail- 
able. As of the close of 1959, Valiant 
was the only make in really short 
supply, according to dealer reports. 

° 7 + * 


Gq aynceas dealers say busi- 
ness is depressed, though gain- 
ing slowly, while virtually no sales 
action is reported in showrooms 
offering medium-price lines. Val- 
iant dealers, perhaps because of 
tight supply, reported getting full 
gross. 

Ford dealers, discussing the 
Falcon, form one of the few 
bright spots in the picture. Ac- 
cording to dealers, Falcons have 
been accounting for 20 te 30 per- 
cent of their total sales, with 
Falcon grosses topping per-deal 
profits’ salvaged.«m big cars. 

Field reports indicate that Falcon 
is the best selling of the compact 
cars, holding a thin lead over Ram- 
bler and a wide margin over the 
others, 

Said one tongue-in-cheek Ford 

(Continued on Paj‘e 4, Col, 1) 
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sembled during the last hoe days 
of the year. 

Although most makets were on 
3% and four-day schedules due 
to New Year’s Day, car output last 
week stood at an estimated 109,- 
$14 units as Ford division got off 
to a fast start on /1960 by sched- 
uling assembly operations at 
eight plants on/ Saturday (Jan. 
2). The previous week the indus- 
try turned out 103,219 cars. 

Working ovettime schedules for 
the first time in the New Year were 
Ford “big cat” plants at Atlanta, 
Chicago, Dallas, Dearborn, Los An- 
gles and St. Paul, plus Falcon lines 
at Kansas City and Lorain, O. Mer- 
cury also worked Saturday at Los 
Angeles. 

Ford division also was the only 
manufacturer to work its truck 
lines on Saturday as commercial- 
car output for the week hit an es- 
timated 17,668 assemblies. A week 
earlier, the industry turned out 
15,872 trucks. | 

ca * 
AutHoucs car assembly opera- 
tions failed to reach the 6.2- 
illion target, 1959 was a relatively 
good year for the makers when the 
number of setbacks that the indus- 
try encountered during the 12 

months are considered. 

First it was the glass strike that 
forced Chrysler Corp. to close a 
majority of its assembly plants dur- 
ing the latter part of January. 

The industry then had smooth 
sailing—it was free from strikes 
within the automotive empire— 
until changeovers called a halt 
to assembly operations in the 
third quarter. 

With all makers just beginning 
to roll on their 1960 models, the 
steel strike hit hard at car assem- 
bly operations and both General 
Motors and Chrysler were forced to 
shut down production. 

ae cd of 

M WAS forced to halt all as- 

sembly: operations in mid-No- 
vember and didn’t get back to full- 


scale output until three week ago. 
Chrysler was forced to curtail both 
its car and truck assemblies in 
early December. 

The other car makers, Ford, 
which makes more than half of 
its own steel, American Motors 
and Studebaker were less seri- 
ously affected by the steel strike. 
None of the three was forced to 
call a halt to assembly operations. 
Studebaker, in an effort to con- 
serve steel for car assemblies, still 
has not gone into production on its 
1960 model trucks. The 50 trucks 
built last week were for the mili- 
tary. 

Some commercial-cars were 
forced to reduce output schedules, 
while Willys, Dodge, Chevrolet, and 
GMC on its lightweight models, 
were forced to halt assembly opera- 

(Continued on Page 51, Col, 3) 


Top Cars 


New-car registrations for 10 
months, plus two states for No- 
vember: 
1959 
Pos. 
1—1,274,184 
2—1,225,736 
38— 340,479 
4— 330,323 
5— 320,748 
6— 302,519 
I— 212,211 
8— 130,102 
9— 127,431 
10— 120,877 
1l— 110,384 
12— 53,364 
13— 37,661 
14— 36,811 
15— 22,632 


1958 
Pos. 
1,040,317— 1 
811,066— 2 
184,314— 6 
332,099— 3 
249,706— 4 
142,687— 7 
209,711— 5 
115,368— 8 
Dodge 113,479— 9 
Cadillac 102,244—10 
Stude. 32,987—13 
Chrysler 50,518—11 
DeSoto 40,943—12 
Edsel 30,753—14 
Lincoln 22,130—15 
16— 14,857 Imperial 12,275—16 
511,428 Misc. 310,217 
Total All Makes 
5,171,747 3,800,314 
Further details on Page 44. 


Make 


Chev. 
Ford 
Pontiac 
Plym. 
Olds. 
Rambler 
Buick 
Mercury 


Fewer Personnel Changes Than in ’58 .. . 


Quiet Year at the Top 


By John K, Teahen dr. 
Staff Writer 


LTHOUGH 1959 saw several 

promotions, retirements and re- 
assignments at the vice-presidential 
level, it was a relatively quiet year 
in the top echelons of the auto 
industry. 

There was no sweeping change 
to compare with the Chrysler 
Corp. centra! ion move of 1958, 
nor was there a personnel story 
to rival last year’s bell-ringer, the 


Inside 
Auto News 


‘Big’ issues preoccupy Con- 
gress, Page 12. 

Truck, body and equipment 
boom? Page 18. 

Sales Testing the Dodge 
Dart, Page 8. 

Profile of the used-car 
buyer, Page 46. 

Page 2: New Year’s fore- 
casts, Wilkie Views. 


elevation of Frederic G. Donner 
and John F. Gordon to the top 
spots of General Motors. 

As the year ended, an AUTOMOTIVE 
News recapitulation showed that 
U. S. auto makers appointed two 
executive vice-presidents and 10 
vice-presidents in 1959, Eight other 
| vice-presidents resigned or retired. 

* * * 
‘PURE GM vice-presidents will 
reach retirement age this year 
—John J. Cronin, manufacturing; 
William F. Hufstader, distribution, 
and Edward B. Newill, Allison divi- 
sion general manager. James L. 
Conlon, B-O-P general manager, 

also will be 65 in 1960. 

A GM employe must retire at 
65 unless an exception is made 
by the board of directors, A re- 
cent example of this was the case 
of Don E. Ahrens, who continued 
as Cadillac general manager for 
more than a year after his. 65th 
birthday. Ahrens retired Dec, 31, 
1956. 

Other auto makers have no top 
officials who will reach retirement 
age in 1960, 

At the divisional level last: year, 
Buick appointed a new general 
manager, and Chevrolet, Oldsmo- 

(Continued on Page 47, Col, 1) 
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714-Million Year Now Seen for New Cars... 
Romney Hikes 60 Sales Forecast 


By Kenneth C. Kelley Jr. 
Staff Writer 
. iow late flurry of year-end state- 
ments last week was topped by 


_ @ statement from American Motors 


500,000 units. 
P * 


President George Romney in which 
he increased his predictions on 
new-car sales in 1960. 

Romney now feels that new- 
car sales may go as high as 7% 
million this year and that Ram- 
bier sales will exceed 500,000, 
Earlier, he had seen 7% million 

as the upper limit on total sales 
and had set Rambler’s goal at 


* * 


OTHER points, 
. made these comments: 
“Last year I estimated that com- 
pact cars (cars smaller than Chev- 
rolet, Ford, Plymouth and larger 
than small foreign imports) would 
represent 50 percent of the auto- 
mobile market by 1965. Now that 
the Big Three has decided to let 
the public decide the speed of the 
transition, it will be 50 percent 


Romney 


_ sooner than that. 
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“Compact and small car sales 
in 1960 should be at least 2,350,- 
000 units. The Rambler target is 
more than 500,000 units, or about 
equal to the total sale of all 
imports. 
“The new compact cars have 
—~, stimulated buyer interest. 

ig stimulation comes not only 
from the fact that these. new cars 
differ more substantially from pre- 
vious models but because they are 
More responsive to the changed 
needs of the buyer. 

“While I do not foresee the small 
Buropean-type cars exceeding their 
1959 percent of industry sales in 
this country in 1960, I think they 





Renault, Peugeot 
Accused by U.S. 


Import Firms Deny 
Antitrust Charges 


WASHINGTON.—The Justice 
ent last week accused Re- 
nault, Peugeot and their 16 U. S. 
distributors of violating the anti- 
trust laws by fixing wholesale 
prices and allocating exclusive ter- 
ritories to dealers. 
A civil antitrust suit against the 
Renault and Peugeot importing or- 
ms and their distributors 
was filed in New York Federal Dis- 
trict Court. Renault and Peugeot 
representatives denied the charges. 
. The U. S. action was taken two 
after a similar suit was 
in Newark (N. J.) Federal 
District Court against Volkswagen 


_of America and its 14 distributors. 


In the VW case, a motion for dis- 


charges has been made by the de- 
fendants. Volkswagen officials here 
and in West Germany have ex- 
pressed the hope that the govern- 
ment’s grievances would be resolv- 
ed at an early date. 

In 1958, the Department of Jus- 
tice said, retail sales of Renault 
and Peugeot cars accounted for $85 
million of the $700 million in im- 
port-car business. Peugeot is a 
compact-sized French make sold 
in this country by about half of 
the 850 Renault dealers. 

Robert Valode, general manager 
of Renault, asserted: 

te the sensational growth 
in Renault sales in the United 
States in recent months, Renault 
still occupies a relatively minor 
Place in the nation’s vast automo- 
bile industry. It is therefore diffi- 


cult for ug at Renault to under- 


how we can be accused of 
ting or threatening to con- 
stitute a monopoly... 

“The antitrust laws are intended 
to curb monopolies and foster 
wholesome competition. Renault 
and other imported cars, far from 
creating monopolistic conditions, 
have stirred up some of the liveli- 
est competition in automotive his- 


“Another objective of the anti- 
trust laws is to protect the public 
(Continued on Page 51, Col, 5) 





will generally maintain their pene- 


tration of the American market. 
* of + 


Big Cars to Get Hurt 


“q*ONTRARY to what some are 
saying, the expansion of the 
domestic compact car market to its 
ultimate domination of the new- 
car market in this country will be 
at the expense of the big-car pro- 
grams of the Big Three. 
“American Motors is in a posi- 
tion to capitalize on the change 
that is taking place in the U. S. 
automobile market, The expan- 


Car Population 
Tops 55 Million; 
Rate of Gain Up 


7. THE surprise of no one, just- 
released figures for cars in op- 
eration show that the bumper-to- 
bumper distance on the nation’s 
highways has been reduced again. 

Passenger cars in use in the 
U. S. numbered 55,086,761 as of 
last July 1, according to R. L. 
Polk & Co., compared with 52,- 
492,509 a year earlier. 

Just as hunters of parking spaces 
have suspected all along, total cars 
in use at last count were more 
than double the 27.5 million re- 
corded only 12 years earlier, in 
1947. 

a * + 

HE net gain by volume last 

year was 2,594,252 cars. Only 

three other years have shown 
greater increases, The rate of 
growth, however, was only 4.94 
percent, which was the fourth low- 
est of the last 10 years. 

In terms of either volume or 
percent. of .growth, nevertheless, 
the 1958-1959 increase was more 
than double that of the previous 
year. In the 1957-1958 period, the 
nation’s rolling stock increased 
by 1,060,049 units or 2.06 percent. 
Both figures were the smallest of 
any postwar year. 

Best years for volume growth 
were 1949-1950, with 3,191,568; 1954- 
1955, with 2,990,857, and 1948-1949, 
with 2,762,999. Ranked next is 1958- 
19589. 

Top years for percent-of-growth 
increases were 1949-1950, with 9.75 
percent; 1948-1949, with 9.22 per- 
cent, and 1947-1948, with 8.89 per- 
cent. 

By model year, most numerous 
cars on the road as of last July 1 
were 55s, with 6,673,295 units still 
in operation. Runners-up were ’57s, 
with 5,998,979 and ’56s, with 5,928,- 
046. The only other model year 
having more than five million units 


still in use was 1953. 
+ * on 


HERE were 1,067,327 cars in 

operation as of last July 1 that 

had been turned out prior to World 
(Continued on Page 52, Col, 1) 
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sion of Rambler sales will con- 
tinue in 1960 because American 
Motors has the strongest pro- 
gram, It has basic compact-car 
cost advantages and a relatively 
strong financial position, Ameri- 
can Motors dealers have the sell- 
ing advantage in the compact-car 
battle. 

“American Motors builds more 
cars in a single set of facilities 
than any manufacturer in this 
country. This enables us to match 
efficiency and economies growing 
out of our competitors’ big car vol- 
umes and enables us to take advan- 
tage of the economics of concen- 
trated manufacturing facilities.” 

* * * 


C. PATTERSON, Dodge gen- 
* eral manager, commented: 

“We at Dodge expect our sales 
in 1960 to be the highest in our 
history. 

“During the year, we fully intend 
to establish our new Dodge Dart 
as a top contender in the high- 
volume automobile market. There 
is strong evidence that the Dart 
could already have reached this 


position if our production had not 


been drastically curtailed by the 
steel strike. . 

“In spite of the shortage of 
cars caused by the strike, Dodge 
sales since introduction day have 
been running 75 to 80 percent 
higher than sales in the same 
period a year ago. And our 
studies show that nearly 60 per- 
cent of the buyers of Dodge 
Darts are trading in competitive 
makes of cars. More than 20 per- 
cent are purchasing the Dart 
without a tradein. 

“Here are some of the reasons 
we are looking ahead to a record- 
breaking year in 1960: 

“1. Introduction of the Dodge 
Dart, along with the medium-price 
Dodge luxury line, gives our dealers 
a range of cars and prices that 
will appeal to 70 percent or more 
of the nation’s car buyers. 

* oe + 


Better Dealer Setup 
_ IN THE past several months 
© we have realigned and 
strengthened our network of deal- 
ers. As a result, we now have 
nearly 3,000 all-Dodge dealers lo- 
(Continued on Page 6, Col. 5) 





AMC Plans Revision 


Of Employe Bonus Setup 

DETROIT.—The American Mo- 
tors proxy statement, which will 
be issued in a few days, report- 
edly outlines a revision of the 
company’s employe bonus pro- 


gram, 

The proxy statement is due to 
be mailed to shareholders this 
week. The company’s annual 
meeting will be held early in Feb- 
ruary. 










Business Barometer 


Automotive News Economic Index — 


95.7 Percent of Last Week 
110.4 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—yYear to date.. 
Truck Registrations—yYear to date. 
Steel Production—tTons 
Lumber Production—Boord feet... 
Soft Coal Output—tons 
Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours.... 
Barometer Freight Cer Loadings 
Department Store Sales Index .. 
Stock Market Price Index....... 
U.S. Government Spending 
—Fiscal year to date 
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Dec. 22 1959 Range 

824%, 96% -25\2 

68% 72%-50% 
93-50% 
58% -45 


14,150,000,000 


$45,259,823,000 


Commercial and Industrial Loans $30,423,000,000 
$30,230,000,000 











Percent of 

Percent of Like Week 

Last Week Last Year 
67.7 98.4 
76.7 104.4 
oe 136.1 
134.8 
143.5 
103.4 
96.4 
99.4 
104.6 
109.9 
104.6 
107.5 


103,219 
15,872 
5,171,747 
811,888 
2,641,000 
250,115,000 
9,100,000 
51,945,000 


96.9 
101.4 


360,743 
318 
427.5 


cP 101.8 
101.3 
100.1 
99.7 
68.4 


100.9 
105.3 
105.4 


$1,202 
195 


Common 


Stocks Dec. 29 


Dec. 22 1959 Range 


BY 
48% 
22% 


57% -39% 
50-32% 
29%- 9% 
66%-40% 
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Chevrolet Dealers, Factory Officials Meet— 


The 94th session of Chevrolet's National Dealer Planning Committee held in Detroit 
brought together top company executives and a 10-man committee elected by fellow 


dealers. 


Originated in 1937, the Chevrolet system of operations calls for semi- 


annual national meetings, at which dealers and company officials hold mutual dis- 


cussions on latest automotive retail trends. 


Shown at the three-day meeting are, from 


left, J. F. Howie, office manager, sales department; L. C. Bachrodt, Rockford, Ill.; 
Hugh Truex, Jackson, Tenn.; E. L. Atzenhoffer, Victoria, Tex.; J. E. Sullivan, Salina, 


Kans.; D. C. Stachler, Palm Springs, Calif. 


; L. N. Mays, assistant general sales man- 


manager, Western U. S.; E. P. Feely, executive assistant general sales manager; 
K. E. Staley, general sales manager; L. H. Averill, assistant general sales manager, 
Eastern U. S.; A. A. Parker, Salem, O.; E. J. Harbolick, Port Chester, N. Y.; H. W. 
Dominick jr., Charlottesville, Va.; J. A. Hare, Noblesville, Ind.; J. P. Pickett, Cedar- 
town, Ga.; J. P. Hopkins, manager, sales administrative department, and C. A. Wilson, 
national manager of dealer planning committee operations. 


Wilkie Views... 


Banner Year Due in 60 


By David J. Wilkie 


THE PROFESSIONAL business 

analysts are saying a revolution 
marked 1959 in the automotive in- 
dustry. They apply the term to the 
introduction of smaller economy 
cars by General 
Motors, Ford and 
Chrysler. Some 
experts also are 
saying 1960 will 
be a boom year— 
possibly the big- 
gest in automo- 
bile industry his- 
tory — because of 
the advent of 
these new lines 
of cars, 
D. 3. Wiis The only part 
of this appraisal I can agree with 
is that 1960 will be a boom year. 
Only further labor troubles, which 
would interrupt the flow of raw 
materials to the factories or halt 
continued output of completed ve- 
hicles, can prever.t high level pro- 
duction and retail deliveries in the 
year ahead, 

But the indicated upsurge in 
output and retail sales cannot, by 
any stretch of the imagination, 
be attributed to the introduction 
of the new smaller cars, A ban- 
ner year was due, and it began to 
take shape long before the car- 
buying public had any idea of 
what the smaller cars would be 
like. 

The downward swing in car out- 
put and retail demand that invari- 
ably follows a banner year had run 
its course. The turnabout was due, 
and it was under way even before 
there was definite assurance the 
smaller GM, Ford and Chrysler 
models would be presented for the 
1960-model year. 

* 
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INCIDENTALLY, the short life 
of the Edsel car probably was due 
to the fact it was born at the 
wrong time, It came in at the low 
point of a recession period in the 
car industry. It was a major cas- 
ualty of the peak-and-valley tradi- 


tion of the industry. 


The more optimistic of the 
auto industry’s crystalball gazers 
are predicting a record year in 
production and retail deliveries. 
Some are saying, too, that less 
discounting will be needed to 
stimulate high sales volume. 


To top the fabulous figures of 
1955, the industry will have to build 
more than 7,920,186 cars and the 
retailing division will have to sell 
more than 7,169,908 units. The in- 
dustry has the capacity to top these 
figures. It needs only an uninter- 
rupted flow of raw materials and 
labor peace in its own and its sup- 
pliers’ factories. 

* * . 

THE WORD “revolution” is an 
easy one to seize upon in describ- 
ing a change of policy in any line 
of endeavor. But the smaller GM, 








Ford and Chrysler cars did not 
represent such a change, All three 
makers had produced vehicles of 
like size or smaller a relatively 
short time ago. 

Moreover, American Motors and 
Studebaker-Packard already had 
smaller sized cars on the market 
when the “Big Three” decided there 
were profit possibilities in the 
shorter wheelbase units. 

Probably the only real major 
“revolution” that ever occurred 
in the auto industry was Henry 
Ford’s presentation of the Model 
T in 1908. This was “revolution- 
ary” because it made the automo- 
bile available to the wage earner 
and the smaller income segment 
of society. 

That segment now provides the 
— part of the industry’s mar- 

et. 

Of course, there have been many 
major advances over the years that 
contributed immeasurably to the 
ease and comfort of motoring. But 
most of them were of gradual de- 
velopment and presentation. This 
was true of the closed body, low 
pressure tires, automatic transmis- 
sions, power steering and power 
brakes and overall styling. 

* 7 * 

AMERICAN MOTORS and Stu- 
debaker-Packard have pretty well 
established that there is a profit- 
able market for smaller wheelbase 
automobiles. But neither company 

(Continued on Page 50, Col, 3) 


Downing Expects 
New Compacts to 
Nip Import Gains 


ATLANTA.—James C. Downing, 
head of the National Automobile 
Dealers Association’s import car 


committee, has stated “the new 
domestic com- 
pacts probably 


will reduce the 
rate of increase 
in foreign car 
sales from one- 
third to about 10 
percent this year.” 

Downing, who 
recently spent a 
month touring 
European auto 
capitals, declared 

J. O. Downing 650,000 imports 
will be sold in the U. S. in 1960. 
This total would reach 800,000 if 
it were not for the Corvair, Falcon 
and Valiant, he said. 

Of the 81 different forci.m makes 
now being sold in Amer'*a, “only 
about 24 will exceed and s!:. equal 
their 1959 volume, with other makes 
eventually heading for extinction 
in the U. S.,” Downing predicted. 

One way to increase sales of im- 
ports in this country would be to 
lower prices, Downing said. 
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Dealer Forum 


by Robert M. Finlay 


_. rarely in a lifetime do we 
meet a man who lifts us up, 
makes us feel big inside, as though 
we were going somewhere in life. 
Such men are.the real teachers 
of any age. 

Many will recall in this man- 
ner W. G. (Bill) Power, who re- 
tires this week after 32 years 
with Chevrolet, where he started 
as a song leader and wound up 
as head of advertising, with the 
biggest multimillion-dollar budget 
in the business. 

There are comparatively few, 
however, who will remember him 
as an advertising man. 

But how many thousands of men 
will look back and remember that 
they caught the fire of inspiration 
from Power? 

We don’t know. But we do know 
three generations of Chevrolet deal- 
ers who were moved by Bill, And 
we've met Ford dealers who cam- 
paigned to get Power—who repre- 
sented the bitterly competitive 
Chevrolet organization—on the pro- 
gram of the annual convention of 
the National Automobile Dealers 
Assn. Bill was bigger than com- 

+ * * 


men and get into their hearts to 
move them?” — 

“And what can we do to im- 
prove selling in the auto indus- 
try?” 

Bill is a deeply religious man. He 
paused and said: . 
“I think I reach men because I 
have great faith in what I tell 
them, I truly believe it with all my 
heart. And so the message gets 
across, I’ve rung a lot of bells and 
made a lot of noise in my time, 
but I never rang a bell unless it 
meant something. 

* cd * 


The Real Message 


= fp here is one point that sums 

up the message of my life,” he 
said. “In saying farewell to auto 
dealers and auto salesmen, I can 
tell them nothing so important as 
this. 

“We spend millions of dollars in 
newspaper ads, television, maga- 
zines, outdoor and other media, all 
designed to create desire for our 
product, 

“And, in every ad, we direct 
people to the Chevrolet dealer. 
If we had a budget 10 times as 
big, we couldn’t do more than 
create desire and direct people 
to Chevrolet dealers. That is the 
end of our advertising. 

“From there on, it is up to the 
dealer, the salesmanager and, fin- 


» | ally, the retail salesman, The sales- 


FROM THE OTHER 
FELLOWS POINT OF VIEW 
PO AA LA 


Power's Point of View 
* * * 
petition—one thought of him more 
in the light of contribution. 
And we've met dealers who drove 


their sales staffs hundreds of miles} 


to hear him speak, During World 
War II, there were thousands of 
war workers who put forth a little 
extra effort, after hearing Power 
talk of their sons and daughters in 
the foxholes of the Far East, or 
the maneuvers of Europe. 
7 ca ~ 


A Simple Technique 


Bat moved millions of persons 
in his third-of a century in the 
auto business, and he did it in a 
very simple way. 

He was cleaning out his office 
when we dropped in to tell him that 
the auto industry would miss him 
and to ask if he had any parting 
words. 

What we really wanted to know, 
we said, was this: 

“How do you reach across to 
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man must give the demonstration, 
answer the objections, make the 
delivery and follow up to prepare 
for the next sale. 

“But the snapper is this: Ford, 
Chrysler, American Motors, and 
Studebaker are doing all these 
things, too. 

“The salesman who wants to 
step out in front, who wants to 
make the real dough, is the one 
who does all the routine things 
expected of him, who handles all 
the ‘ups’ that result from adver- 
tising directing people to his 
dealership, and, in addition to 
these things, goes out and gets 

people before they are directed to 
a salesroom, He gets them before 
they hear the pitch from the 
competition.” 

Power said that the loyalty of 
many owners is like to that of the 
political affiliation of Republicans 
and Democrats, Most of them don’t 
really know why they are one or 
the other, and, in the hands of a 
capable salesman, will switch. 

* * x 


Making It Natural 


oO many salesmen the stum- 
bling block is approaching new 
people. Yet, according to Power, 
this can be the most natural and 
easiest of actions, 

“Try asking,” said Power, “in an 
easy, friendly manner, everyone you 
meet this question: 

“Do you know anyone who 
wants to buy an automobile?’ 

“If you are friendly and sincere, 
you'll be surprised how many peo- 
ple will be glad to help you, You 
don’t have to pay people for this. 
They will do it for fun, or from 
the desire to be friendly and help- 
ful.” 

Power never graduated from 
high school, yet he has inspired 
college professors, Long ago he 
learned a secret that has helped 
him along the way. The secret was 
this: 

“If you want to get ahead, 
make yourself too big for your 
job.” 

Power made his first speech for 
Chevrolet 30 years ago. He had a 
territory in Northern Michigan 
with only five miles of paved roads. 


|He wanted to get on to bigger 


things. When he talked to the zone 
manager of this, the manager told 
him that the way to bigger things 
was through doing his present job 
so well that he’d be wanted else- 
where. 

So, at a dealer meeting in West 
Branch, Mich., he yelled and hol- 
lered and stamped his feet, and at- 
tracted so much attention that it 
wasn’t long before the word got 

(Continued on Page 49, Col, 2) 





Chevrolet Reduces Size 


Of Auto Price Sticker 


DETROIT.—Chevrolet is reduc- 
ing the size of its price sticker 
from 7% by 8% inches to 5% 
by 7% inches. The move was 
made after dealers observed that 


| the larger sticker did not present 


@ neat appearance and obstructed 
vision on demonstrators. 

A check with other manufac- 
turers last week revealed no 
other plans to cut the size of 
stickers. Buick reduced its sticker 
size a bit at the beginning of the 
1960 model run. 


Buick Floating on a Cloud— 


This Christmas greeting was displayed 


in 
in Wayland, N. Y. The firm has been in the automobile business for 40 years. 


Management Rebellion? 


Year in Labor Marked 
By Stiffer Resistance 


By Frank Gawronski 
Staff Writer 


EW, if any, tears were shed in 
labor circles over the passing of 
1959. It was a year in which unions 
and their leaders spent most of 
their time and energy defending 
themselves. They were blamed for 


the showroom of Bennett Bros. (Buick) 





Majority of Dealers Report 
Smooth Windup for Edsel 


ee died seven weeks ago, 
and its estate is being settled 
amicably, according to bereaved 
dealers throughout the country. 

As in any large family (there 
were 1,468 Edsel dealers), there 
are a few relatives who are not 
completely happy about the terms 
of the will, but most retailers are . 
satisfied with the Edsel defran- 
chising program. 

Ford Motor Co. is urging dealers 
to resign the Edsel franchise—the 
company does not want to resort 
to cancellation procedure—and 
most dealers are complying. Most 
dealers said the buyback program 

on signs, tools and parts is equi- 
table. 
* es x 
SEATTLE dealer called Ford's 
closeout policy “the fairest 
thing I’ve ever seen in the auto 
business.” 

Conversely, a pair of dealers in 
the Atlanta area said they were 
“shook up” by the death of Edsel. 
They reported they were selling 
more Edsels than Mercurys. 

And a New Englander was sorry 
to see Edsel go down the drain be- 
cause he felt the ’60 model was a 
fine looking car that would sell 
well. 

* + * 

N THE Midwest, there was some 

dissatisfaction among dealers 

who had had Edsel from the start. 
They felt that Ford was not offer- 
ing sufficient compensation for 
their pioneering efforts. 

An NADA spokesman said last 
week that the dealer association 
has had inquiries about the 
closeout program, but he empha- 
sized that there has been no 
influx of complaints or requests 
for assistance. 5 
The impending birth of the 

Comet tempered the death of Edsel 
for most dealers. All Lincoln-Mer- 
cury outlets are expected to get the 
new compact which is due in 
March 

After Nov. 19, Ford Motor asked 
Edsel dealers to resign, and sent 

out sample letters the dealers could 
copy. More than 95 percent of the 
resignations have been received. 

The‘terms of the “buyback” plan 
on signs and tools appears to be 
more liberal than in cases where 

a dealer is cancelled by the com- 
{ 


pany. 
~ + * 


[BALERS reportedly received 50 
cents on the dollar for signs 
and special tools and then were al- 
lowed to keep them. The factory 
bought back parts peculiar to the; 


Edsel at dealer cost plus 5 percent 
for handling charges. 

Many dealers, of course, elected 
to keep their parts stock for serv- 
ice purposes. 

The closeout program also in- 
cluded a rebate of $300 on each 
new ’59 Edsel and $400 on each ’60 
model in dealer inventory. The re- 
bate is paid upon resignation of the 
franchise. 

In addition, purchasers of ’60 Ed- 
sels prior to the demise received 
a nontransferable certificate which 
is worth $300 when applied on the 
purchase of another Ford Motor 
make. 

The rebates and the certificates 
to purchasers did not affect too 
many 1960 models. Only 2,809 were 
built; dealers have 300 left. 

+ * * 


i THE Los Angeles area, most 

dealers interviewed said they 
were aware that Ford was not 
obligated to buy parts, signs or 
tools upon resignation. 

The dealers said “moderate 
persuasion” was used to get them 
to resign, and some said the buy- 
back terms were based somewhat 
on a cooperative dealer attitude 
in resigning a franchise for a car 
they could not get. 

All Los Angeles dealers inter- 
viewed said they were satisfied with 
Ford’s treatment. 





unemployment, for inflation, for 
featherbedding and for corruption, 

The year saw the passage of a 
labor-reform bill after a long in- 
vestigation into labor abuses by the 
Senate Labor Rackets Committee. 
The law was the first new labor 
legislation put on the statute books 
since the Taft-Hartley Law was en- 
acted in 1947. 

The year also was marked by 
stiffer management resistance to 
union demands that resulted in a 
series of long and costly strikes. 

* * + 


OLLOWING are some of the 

year’s labor highlights: 

LxgcIsLATION: Unions suffered their 
biggest setback with the passage 
of the labor-reform bill in Septem- 
ber. 

The bill put new restrictions on 
picketing designed to force em- 
ployes to join a union or to force 
an employer to recognize a union. 

The bill also banned secondary 
boycotts aimed at a third party in 
a labor dispute, and outlawed the 
hot-cargo agreement under which 
an employer contracts not to do 
business with another employer if 
the union so requests. 

Another key provision of the 
labor-reform law permits state 
courts to assume jurisdiction over 
business-labor disputes that the 
National Labor Relations Board re- 
fuses to handle because they are 


too small, 
+ aa 7. 


Court Decisions: An important de- 
cision favoring unions, one of the 
few handed down in 1959, came 
from the U. S, Supreme Court in 
April. 

The high court barred state 
courts from assessing damages 
against a union for peaceful pick- 
eting even if the picketing vio- 
lated the Federal labor law. The 
decision had a crippling effect on 
dealers and other small business- 
men in their fight against union 
organizing drives. 

Srrixes: The “hard bargaining” 
attitude of big business in 1959 had 
an effect on dealers and resulted 
in several long labor disputes. 

The biggest dealer dispute of the 
year occurred in St. Louis when a 
combination strike and dealer lock- 
out closed the service shops at 83 
dealerships for 70 days. 

The dispute over a new contract 
involved members of the Greater 
St. Louis Automotive Assn. The 
dealers closed their shops when 
seven other association members 
were struck, contending “a strike 
against one is a strike against all.” 

Another big labor dispute took 


place in Cleveland over a new con- 
tract. Approximately 200 mechanics 


walked off their jobs at 70 dealer- 
ships in Cleveland and surrounding 
Cuyahoga County for 17 days. 

+ * + 


THz year also saw the longest 
dealer strike on record come to 
an, end when Wochner Pontiac in 
Seattle signed a new contract in 
February. The strike of salesmen 
had lasted 9% years. 


On the House... 


Many dealers made hay while the sun wasn’t 
shining during the steel strike, it’s indicated in a 
report from the Chicago-area Ford dealers associa- 
tion. During November, this group averaged a net 
profit (after taxes) of $95 per new vehicle delivered, 
the highest net for the year, $20 over the average 
for October and $9 over the average for November, 


1958 .. . Taking 


office Jan. 11-15 as 1960 president 


of SAE will be Harry Chesebrough, 50, general man- 
ager of the Plymouth-DeSoto-Valiant division .. . 

Grand prize for the best all-around estimates 
in AMA’s annual production forecasts. went to 


Wemhoft 


our own Dave Wilkie, while the best-total-fore- 


cast prize went to Bob Finlay, Auromotive News’ editorial director. 
Bob’s prediction was for production of 6,722,236 cars and trucks 


during 1959; AMA’s actual total 


was 6,710,000. Since these guys 


were so good on 1959 output, perhaps you'd like to know their fore- 
casts for 1960: Wilkie says 7,787,316 cars and 996,172 trucks, total 
8,872,488; Finlay foresees 7,250,000 cars and 1,050,000 trucks, total 


8,300,000 . . 


. Dealer Ed Stephani wonders if any “model” dealer 


contract has ever been attempted by NADA and others... 


Wisconsin dealers are violating 


one state law if they advertise 


“below cost” and another law if they advertise “below dealer’s cost” 
. . . Two former Tennessee association presidents, R. L. Parnell and 
Harry McCool, have been discharged from hospital. 


—Prte Wemuorr, Editor, 
Automotive News 
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Steel Uncertainty Blamed .. . 


Cars Fill Dealerships, 
But Customers Balk 


(Continued from Page 1) 


dealer commenting on Falcon’s lead|ing in. Some say it appears from 


over Corvair, “Very few people 
buy cars for experimental pur- 
poses.” ea oe 


O FORD dealer could be found 
who would admit to averaging 
less than $300 gross on Falcons. 

Chevrolet dealers, on the other 
hand, say Corvair grosses are 
averaging $150 to $200, One Chev- 
rolet dealer apologetically said, 
“When cars were short, the buy- 
ers stagnated. A dealer will do 
anything to get things moving. 
We're taking $150 deals right 
now, but maybe things will pick 
up again.” 

Said another Chevrolet dealer, 
“We were getting full gross on Cor- 
vair a month ago, but right now 
we'll take anything we can get— 
$100, $150, $200.” 

Spruced-up interiors and _ the 
“free” flipseat have aided Corvair 
sales only moderately, dealers said. 
Other running changes, however, 
have solved some of the early serv- 
ice headaches, they said. 

Ford dealers said the four-door 
Falcon is a slow mover, Automatic 
transmissions are in heavy demand 
on the Falcon, they said. One 
dealer reported At’s outselling 
sticks by a ratio of four to one. 

og * * 
ans handling compact cars 
report every kind of trade com- 





Darlington Hails 


Industry Role in 
Traffic Safety 


WASHINGTON.—The auto in- 
dustry plays a leading role in the 
promotion of traffic safety, the 
Louisiana Safety Conference was 
told by an authority on the subject. 

M. R. Darlington jr., managing 
director of the Inter-Industry 
Highway Safety Conference, said 
the industry uses two different 
methods to accomplish its ob- 
jectives. 

“First, constant and intensive re- 
search programs are conducted to 
improve its product—the passen- 
ger car,” he said. “Second, grants 
of funds are provided to increase 
the effectiveness of organizations 
involved in traffic-safety work.” 

He said these organizations in- 
clude his committee, the National 
Highway User’s Conference, the 
Automotive Safety Foundation and 
the Northwestern University 
Transportation Center. 

Many safety groups “could not 
exist without the financial support 
of the automobile industry,” Dar- 
lington said. 

He called the vehicle, the high- 
way and the driver the three 
basic elements in the traffic-ac- 
cident problem and described the 
industry’s role in each, 

Darlington said auto makers 
have spent an inestimable 
amount of money to improve ve- 
hicle safety, which he added “has 
always been a major consideration 
in the improvements built into 
American automobiles.” 

“U, S. motor vehicle manufac- 
turers now spend between $5 and 
$6 million a year on engineering 
research to make their automo- 
bileg safer,” Darlington said, 

Industry dollars are turned over 
to numerous groups whose objec- 
tives are to improve the nation’s 
highways, which now total 3,400,000 
miles, he continued. 


Savannah Dealer Group 


Elects Backus President 


SAVANNAH, Ga.—George Backus 
hag been elected president of the 
Savannah Automobile Dealers Assn. 

John Dekle was elected vice- 
president and Bill Perry, secretary- 
treasurer. Elected directors were 
Carl Weislogel, Stewart Carter and 
Frank Durden. 


the percentage of late models that 
the compacts are bringing into the 
market a certain number of buyers 
a year earlier than they might have 
expected. 

Dealers say tradeins include a 
“surprising” number of heavies 
and a sprinkling of imports, with 
the wife frequently appearing 
the happiest party in such deals, 
Most tradeins, however, are 
Fords, Chevrolets and Plymouths. 

One Ford dealer said he has yet 
to take in his first Rambler on a 
Falcon. 

Another said, “We think we’re 
getting too many Fords traded on 
the Falcon—but, of course, if we 
didn’t have the Falcon, we might 
not be making the deals.” 

* o * 
[paLaes everywhere note the 
complete silence on their used- 
car lots, but they insisted that their 
compact-car sales have not been 
responsible. 

An explanation that appeared 
popular among many dealers is 
that uncertainty and fear grow- 
ing out of the steel tangle has 
driven the working men, i.e., the 
used-car buyer, out of the mar- 
ket. 

They feel that when the steel 
solution eventually comes, the en- 
tire auto industry will benefit, but 
that used-car sales will benefit 
most. 


Steel Peace Held Must 


For Auto Sales Recovery 


WASHINGTON.—Albert E. Sind- 
linger, survey specialist, warned 
last week that new-car sales could 
stay at a depressed level if the steel 
strike is renewed for any length. 

Sindlinger reported to a confer- 
ence of the American Marketing 
Assn. that December auto pur- 
chases slumped 32 percent below 
the same month of 1958, when they 
should have been 25 percent higher, 
because of three factors: 

Financial impact through loss of 
work, inability of prospects to find 
the cars or models they wanted and 
failure to get adequate tradein al- 
lowances. 

Buying plans have dropped below 
actual purchases, said Sindlinger, 
despite popular acceptance of the 
new compact cars and increasing 
interest in purchasing attention to 
them. 

“A renewed steel strike for any 
length,” he explained, “could bring 
the automotive market down to 
close to 400,000 monthly. On the 
other hand, if the steel strike can 
be settled soon, 1960 could be a 
great year for the automobile in- 
dustry and the national economy.” 
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New Method of Molding Tires— 


Out of this tire mold developed by Firestone Tire & Rubber Co. comes a rounder, 


truer-running, more precise tire—the new 


Firestone Nylon “500” tire. Firestone will 


make the tire in a new three-piece mold that enables the most important part, the 


tread, to be molded more accurately as 


a single unit, thereby producing virtually 


perfectly round tires known as True Tread tires. Pictured here is the tread ring, the 


two sidewall mold units and the 500” tire. 


principle. 





Firestone calls this the Total Traction 


Cities to Open Spectacles .. . 


Shows Back in Spotlight 


By John E, Walsh 
Staff Writer 


UTO shows are in the news 

again this week with the pass- 
ing of the holidays. Exhibits will 
open in Pittsburgh, Minneapolis, 
Buffalo, Memphis, Indianapolis, To- 
ledo and Birmingham, Ala. 

A number of big-name enter- 
tainers will share the spotlight 
with cars at the fifth annual 
Upper Midwest show opening a 
nine-day run Saturday (Jan. 9) 
in the Minneapolis Auditorium. 


Xavier Cugat and his orchestra 
and singer Abbe Lane will headline 
the twice-daily stage show Satur- 
day and Sunday. From Jan, 11-15 
the main attraction will be the 
Lennon Sisters, singing stars of 
the Lawrence Welk television show. 

Max Winter, show producer, said 
the ’60 affair will have more cars, 
domestic and foreign, than any pre- 
vious show. There also will be more 
than 100 displays of auto equip- 





Mechanical Change 
Delays Oregon Titles 


SALEM, Ore.—Mailing of ve- 
hicle registration cards will be 
slowed as much as three months 
because of conversion from man- 
ual to mechanical production 
methods, advises State Motor Ve- 
hicle Director Vern L, Hill. 











At Toyota's National Sales Meeting— 


Toyota Motor Distributors, ‘Inc., held its first field sales meeting at its headquarters 


in Los Angeles. 
of Toyota's U. S. regional offices. 


the American automobile market that a meeting of this magnitude has taken place, 


The five-day session was attended by executive personnel from all 
“This was the first time since Toyota's entry into 


Harold Johnson, Toyota general manager, said. “The increasing growth in sales 


of the Toyopet Crown Custom and the 


Toyopet station wagon and the Toyota Land Cruiser necessitated this conference, 
The group discussed expansion plans, sales promotions and advertising 


he said. 
plans for 1960. 


immediate acceptance accorded the new 


ment, services and allied merchan- 
dise, he added. 
Last year’s show drew a record 
182,468 visitors. 
+ ot * 


IG-NAME talent also has been 

signed for the Memphis show, 
which opens a nine-day run Satur- 
day at Ellis Auditorium, 

Entertainers include Betty Gra- 
ble, who will bring her Las Vegas 
night-club revue to the show Jan. 
15-17, and the June Taylor Dancers, 
who appeared on the old Jackie 
Gleason TV show. 

Charles Kittle, general chair- 
man, said the demand for exhibit 
space was the greatest ever, and 
that all floors of the auditorium 
and even the corridors will be 
used. 

He said all profits from the show, 
which is sponsored by the Memphis 
Automobile Dealers Assn., will go 
to St. Jude Hospital, children’s hos- 
pital founded by TV comedian 
Danny Thomas, 

Nearly 60,000 persons attended 
the show in 1959, 

ot ok + 


NEW car will be awarded 

nightly to some visitor to the 
34th annual Indianapolis show, ac- 
cording to Thomas E. Hanika, ex- 
ecutive vice-president of the spon- 
soring Indianapolis Automobile 
Trade Assn, 

The show opens Friday at the 
State Fairgrounds and will run 
through Jan. 16, with the excep- 
tion of Sunday, Jan. 10. 

Theme of the exposition will be 
“Parade of the Sixties.” There will 
be no entertainment program, Last 
year’s seven-day show drew a rec- 
ord crowd of 54,330, and Hanika 
said he is looking for an eight-day 
turnout of 60,000 this year. 

* * * 


UFFALO’s first auto show since 
1958, and the largest ever 
(Continued on Page 50, Col, 3) 


200 Peugeots Released 
From Customs Pound 


SAN FRANCISCO.—Two hun- 
dred of the 600 Peugeot cars im- 
pounded by the U. S. Dec. 1 on 
suspicion of involvement in a 
Communist Chinese financial 
transaction have been released, 

Robert Higgins, collector of 
customs, said the release was ap- 
proved after the importer of rec- 
ord, Deak & Co., posted $84,000 
collateral. The collateral would be 
forfeited if it were proved the 
cars were bought through Chinese 
agents in France in violation of 
the ban on trading with an 
enemy. 

The 200 were released on pay- 
ment of duty and the other 400 
were assigned duty-free to a 
bonded warehouse. The 400 will 
be released if additional collateral 
is put up, Higgins said. 











Firestone Claims 


New Mold for 


' Rounder Tire 


AKRON.—Firestone Tire & Rub- 
ber Co. has developed a tire mold 
that produces a rounder, truer- 
running tire, according to J. J. 
Robson, Firestone tire engineering 
and development director. 

“For 60 years Firestone and the 
rest of the tire industry have man- 
ufactured tires in two-piece molds 
that part in the center of the 
tread,” said Robson. “Now Fire- 
stone will use a new type mold that 
at last enables the most important 
part, the tread, to be molded more 
accurately as a single unit. The 
result is an unbroken ring of tread 
design that produces virtually per- 
fectly round tires.” 


Firestone will now make a 
rounder tire, known as the true 
tread, that will give a smoother, 
more vibration-free ride, Robson 
said. 

“Of equal importance is the fact 
that this mold allows complete 
reedom of tread design extending 
across the face of the tread. The 
center area of the tread can now 
be completely tractionized and this 
gives the consumer a safer, sure- 
footed tire by providing much im- 
proved grip on wet surfaces and on 
snow and ice,” Robson said. “We 
call this the total traction prin- 
ciple.” 

Using the new process, Firestone 
will eliminate the seam line around 
the center of its tread and be able 
to control the roundness of the 
mold within a few thousandths of 
an inch—a mark never before at- 
tainable in the tire industry, Rob- 
son said. 

The first tire to be built in this 
new mold will be the new Firestone 
Nylon “500,” a premium tire de- 
signed for high-speed turnpike 
driving. This tire will be available 
in all 13-, 14- and 15-inch rim sizes. 


Old Timers Plan 
Move to Capital 


NEW YORK. — The executive 
committee of Automotive Old Tim- 
ers has named Maj. Henry M. T. 
Cunningham as executive vice- 
president, with 
authority to move 
the headquarters 
office from here 
to Washington. in 
the new NADA 
building. It is an- 
ticipated that the 
new building will 
be ready for oc- 
cupancy by the 
—— oe of the 

ADA conven- 
Maj. Cunningham = tion on Jan. 28. 


Cunningham was associated with 








Ford for 33 years, retiring in 1957. 





A 'Silver Christmas'— 


It was a “Silver Christmas" for the 159 
employes of Nickey Chevrolet, Chicago, 
when Edward J. and John F. Stephani, 
President and secretary-treasurer, respec- 
tively, decided to pay this year's bonus 
in silver dollars to mark their 25th an- 
niversary. A special wheelbarrow,’ in- 
scribed with the firm's backward “K" em- 
blem, was constructed to accommodate 
almost $10,000 in silver dollars. Ted Per- 
gantis, a dealership employe, was elected 
to receive the money at a local bank. 
Dressed in the Nickey uniform of Kelly- 
Green flannel blazer, matching Bermuda 
shorts, red knee-length hose and red tie, 
Pergantis is shown pushing the wheel- 
barrow from the bank to the dealership, 
a total of nine miles. 














“,.. top-flight 


collection service” 


says K. A. CHILDS, Ford dealer, 


Kingsville, Texas 















“There is plenty of activity in our area what with a naval 
training station and a college nearby. With such a tran- 
sient trade we needed a really top-flight collection 
service and we found it in CommercIAL CrepitT. Our 
salesmen sell the finance plan as they sell the car, stress- 
ing the nationwide service and convenience of 
CoMMERCIAL CreEpIT PLAN. The merchandising and sales 
helps provided by CoMMERCIAL CrepiT are put to good 

use in the closing room.” 





Commercial Credit dealers 
are successful dealers 







Write or call the nearest ComMERcIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pitan. Why not do it, today? 








A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $225,000,000 . . . offices in principal 
cities of the United States and Canada. 
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AUTOMOTIVE NEWS, JANUARY 4, 1960 


Deliveries by Dealers Pass Year Ago... 
Makers Report Increased Sales 


DETROIT.—Retail sales contin- 
ued to soar in December, accord- 
ing to reports by manufacturers 
last week. Their reports follow: 


* * * 


Pontiac 


Pontiac’s Bonneville, first intro- 
duced as a regular production ser- 
ies with the ’58 models, has shown 
a steady growth in popularity, says 
S. E. Knudsen, general manager. 

Knudsen revealed that Bonne- 
villes accounted for 6 percent of 
Pontiac’s retail sales during the 
1958 model year and then jumped 
to 21 percent during the 1959 model 
year. Current sales account for 26 
percent of all Pontiac retail de- 
liveries, he said. 

* + * 


Chrysler-Imperial 
YSLER and Imperial dealers 
have delivered more than 40,000 
new cars to customers since the in- 
troduction of new models in Oc- 
tober, an increase of 39 percent 
over the comparable period a year 





ago, it was announced. C. E. Briggs, 
general manager of Chrysler and 
Imperial division, said that from an- 
nouncement dates to Dec. 10, deal- 
ers had delivered 11,930 Chryslers 
and 5,222 Imperials. In addition, 
Chrysler and Imperial dealers de- 
livered 20,934 Plymouths and 2,202 
Valiants. 

“Imperial sales are up 71.66 per- 
cent over a year ago,” he said. 
“Had it not been for the steel scar- 
city, we would have had the best 
fourth quarter in Imperial history.” 

Briggs said the higher priced 
models in both the Chrysler and 
Imperial lines are selling faster 
than other models. In the Chrysler 
line, he said, New Yorker sales are 
up 78.6 percent compared with 63.4 
percent for all Chryslers. In the 
Imperial line, LeBarons are up 110 
percent, Crowns 74.3 percent and 
Customs 63 percent, he said. 

* * * 


Rambler 


RAMBLER sales gain of 31 
percent was posted in the sec- 


A 





ond 10-day period of December, 
compared with the comparable per- 
iod of last year. Sales totalled 9,707, 
compared with 7,407 a year ago 
and 9,885 in the first 10 days of 
December, said Roy Abernethy, 
vice-president of automotive distri- 
bution of American Motors. 
+ * + 


Ford 


O. WRIGHT, general manager 

* of Ford division, said Ford 
dealers delivered more new cars 
and trucks in the fourth quarter 
of 1959 than in any final quarter 
in history. 

Daily sales of cars and trucks 
from introduction on Oct, 8 
through the second 10 days of De- 
cember averaged 6,167 each selling 
day, Wright said. He predicted that 
by the end of 1959, Ford dealers 
would have delivered more than 
1,800,000 vehicles and would lead 
Chevrolet by more than 75,000 cars. 

Wright noted that Ford had 








TORQUE TOU 


FIRESTONE DRIVE-WHEEL TIRES TAKE TORQUE 
AND LIKE IT FOR 100% EXTRA MILEAGE 

Meet Firestone’s Super Mileage Transport Cross Bar tire! It’s the drive- 
wheel tire that rolls on treads 93% deeper to double its mileage over that 
of ordinary tires! Then it delivers 25% more mileage after regrooving! It’s 
built with Firestone Rubber-X, the longest-wearing rubber ever used in 
Firestone tires. Its all-nylon Firestone S/F (Shock-Fortified) cord body 
withstands more impacts, helps prevent heat blowouts and flex breaks. And 
the road-gripping power of its Firestone tread offers extra traction for any 
power unit. They’re the only tires torque-toughened to bring you double 
duty on drive-wheels! Get Firestone tubeless or tubed Super Mileage Trans- 


port Cross Bar tires at your Firestone Dealer or Store. 


ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 


Firestone 


already built more than one-half 
million 1960 models, including 
93,000 Falcons. He also stated 
that the division’s first-quarter 


production schedules for 1960 will | 


be the highest in history and 35 
percent over the comparable 1959 
period. 

Wright gave “full credit” to the 
Ford dealer organization for the 
record sales of the ’60 models, He 
said Ford dealers sold a total 
greater value of cars, trucks, used 
vehicles and service to the Ameri- 
can public in 1959 than any other 
dealer organization in history. 

oe * * 

Plymouth 
THE basis of reported retail 
deliveries, Plymouth maintain- 
ed its traditional third place 
through Dec, 20, Harry E. Chese- 
brough, general manager of Plym- 
outh-DeSoto-Valiant division, said 

last week. 

Plymouth sales through Dec. 20 
were 384,040 units, he said. Includ- 
ing Valiant, total retail sales 
through Dec, 20 were 390,252, he 
said. 

Plymouth and Valiant assemblies 

(Continued on Page 50, Col, 4) 








Super Mileage Transport® 


Cross Bar 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 





Romney Boosts 


Sales Forecast 


°60 New-Car Volume 
Seen at 71% Million 


(Continued from Page 2) 


| cated to sell in volume and ready 
to meet the sales challenges of 1960. 
“3. We have also introduced for 
the first time a new series of 
medium- and high-tonnage gasoline 
and diesel trucks. These new mod- 
els will enable our dealers to reach 
another important segment of the 
rapidly growing truck market. 
“Another factor that will con- 
tribute to greatly increased 
Dodge sales in 1960 is the growth 
of the automobile market itself. 
While predictions about the size 
of markets are difficult and haz- 
ardous at best, present signs in- 
dicate that next year the auto 
industry could sell nearly a mil- 
lion more cars than have been 
sold in 1959—provided there is no 
serious disruption of the nation’s 
economy by major strikes. We 
estimate that 1959 retail sales will 
total about 6,100,000 cars, includ- 
ing nearly 600,000 imports, 
“Present trends also point to a 
sizable increase in the market for 
trucks, We estimate that total re- 
tail deliveries of U. S.-built trucks 
in 1959 will be about 940,000. In 
1960, sales of American-built trucks 
stand an excellent chance of pass- 
ing the one-million mark for the 
first time since 1951.” 
* * * 


= CONTINUANCE of the sales 

trend set during 1959 should 
make the coming year one of the 
brightest in Pontiac Motor division 
history,” S. E. Knudsen, Pontiac 
general manager, said. 

“The past year, a most re- 
warding one for Pontiac, has seen 
our car forge ahead in sales to 
the top of the medium-price 
field,” Knudsen stated. “Initial 
sales of the 1960 Pontiac consti- 
tuted the best introduction period 
ever experienced, Barring any 
repetition of the recent steel 
shortage, deliveries of our new 
models should continue to in- 
crease,” he said. 

a * * 


Year of Decision 


yo the automobile industry in 
the U. S., 1960 will be a year 
of decision,” Robert E. Valode, Re- 
nault, Inc., general manager, said. 

“Within the next few months 
manufacturers of imported and 
domestic cars alike will be able to 
gauge the full effects and the long- 
term significance of the automotive 
revolution that has been sweeping 
the country—a revolution signaled 
by the rising popularity of certain 
small imported cars and supported 
by the introduction of American- 
made compact cars, which this 
year for the first time are repre- 
sented in the product lines of all 
U. S. manufacturers... 

“In 1960, we confidently expect 
import sales to increase. Our con- 
sumer research convinces us that 
the popularity of the small import- 
ed car is no fad; rather, it repre- 
sents the public’s growing appreci- 
ation of the small car’s advantages 
for most of the driving that most 
people do.” 

om + 


225,000-Car Goal 


A MenICAnN demand for imported 
ears continues to increase ac- 
cording to the end-of-the-year re- 
port issued by the British Automo- 
bile Manufacturers Assn. in New 
York. 

The report states that British 
auto manufacturers are setting 
themselves a target of no fewer 
than 225,000 car sales in the U. S. 
next year. 

This compares with estimated 
sales of close to 200,000 in 1959 and 
so represents an increase of more 
than 10 percent. Imports are ex- 
pecting to benefit from the gen- 
erally expanding market for all 
cars, in spite of competition from 
the new American compact cars. 





Davis Replaces Wallace 


JACKSON, Miss.— The board of 
directors of the Mississippi Auto- 
mobile Dealers Assn. has selected 
Lawrence E. Davis as vice-presi- 
dent to succeed Carl G. Wallace, 
Hazlehurst, who has resigned. 











Here’s What It Means To Be A Rambler Dealer... 


¢Rambler Is 3rd In 
Sales Per Dealer 
In The Entire Industry! 
¢eRambler Is 3rd In Total 
Sales In State After State! 
¢Rambler Dealer Profits 
Are Higher Than 


The a a 


Success For 
Rambler Dealers 


| | v Rambler Spells 
Iam aKa 





: T . 
! 
IN 1960... MORE THAN EVER... | MAIL THIS COUPON TODAY | 


We Have the Proved Product for the | srwices wei sie cipro | 
Exploding:Compact Car Market... Sian Manco rss 
rou Have the — tunity! | , Seeger ee | 
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The Man Behind the Wheel .. . 





Sales Testing the Dodge Dart 


Eprror’s Note: This is another 
in a series of articles describing 
sales features of 1960 domestic 
cars. 

By L, C. Houck 
Travelling Correspondent 

HE Dodge Dart has one of the 

hottest engines in the country— 
the D-500 Ram induction engine 
with the tuned ram tubes, Whether 
you want to measure the takeoff 
from a standing start or 50 m.p.h., 
this engine has pickup aplenty. 

When you say Dodge Dart, you 





probably have in mind the new 

Leaning Tower six or a small V-8. 

But this D-500 is one of the 

things that makes this Dodge 

such a terrific selling package 

for the dealer. There are as many 

as eight Dart options—you can 

please everybody. 

Because the D-500 ram jet en-| 

+ * + 





Dodge's ‘Guided Missile’ — 

A ram induction D-500 Special engine gave this Dodge Dart missile-like power,| impression that it would flood, but 
according to L. H. Houck, Automotive News travelling correspondent who sales-tested| it never did. After it turned over a 
the new Dodge entry during a 1,000-mile trip. The extra-high driver's seat is visible| few times, the other bank would 
through the windshield. 


gine is one of the newest things 
in the automobile world, my experi- 
ences on a 1,000-mile tour with this 
engine will occupy most of this re- 
port. 

Some have said that this engine 
will do 100 m.p.h, from a standing 
start in 10 seconds, and others have 
said it won’t. Mine came so close 
that it wouldn’t be worth an argu- 
ment, But it could have been a lit- 
tle faster because it idled at 700 
r.p.m., and thus had a few r.p.m.s 
up on most cars. 

I pushed the throttle down on a 
15 percent grade while doing 20 
m.p.h. and burned two black strips 
on the pavement where both wheels 
were spinning evenly. 

* +” * 


Lets Itself Go 


AM told that the automatic 


transmission has a passing gear, 
oe * * 








Dealer Plans to Expand aid 





Byers Hits DeSoto Rumors 


COLUMBUS, O. — George W. 
Byers, chairman of one of the na- 
tion’s most prosperous DeSoto out- 
lets, is doing his best to offset the 
“vicious and untrue statements” 
that Chrysler Corp. is about to dis- 
card DeSoto. 

“DeSoto has over one million 


He noted that “since the unfor- 
tunate ending of the Edsel, many 
publications and most of our com- 
petitors have renewed their attack 
on DeSoto and its dealers. 

“We have been a DeSoto dealer 
for 31 years, and after several high 
level talks in Detroit sincerely be- 
lieve that we can still be a DeSoto 
dealer 31 years from now,” Byers 
said in a letter to Avromorive News. 

“Top management of the Chrys- 
ler Corp. has assured us that all 


Pa. Dealers No Longer 


Collecting Sales Tax 


HARRISBURG, Pa.— Under a 
new State law, Pennsylvanians 
purchasing vehicles now must 
pay the 4 percent sales tax di- 
rectly to the Motor Vehicles Bu- 
reau. 


A State official said the new 
plan will save the State the 2 per- 
cent commission previously paid 
dealers for collecting the tax. He 
added that the MVB will not 
issue a title certificate until the 
tax has been paid or proof of its 
Payment is submitted. 








the plans for the 1961 DeSoto have 
been completed, and that the funds 
for the development and produc- 
tion of the 1962 DeSoto have been 
approved,” he said. 

“Surely no car in the middle- 
price field has more definite plans 
for the future,” he continued. 

Every one of the 31 years of Geo. 
Byers Sons, Inc., has been profit- 
able, he said, “and we have made 
a substantial cash distribution to 
our employes at Christmas time.” 

The firm also handles Plymouth 
and GMC trucks and trailers, and 
has outlets in Louisville and Cin- 
cinnati, The firm has been in first 
place in registrations, new and 
used, in Franklin (Columbus) 
County for 20 years, Byers said. 


“Our lowest sales year was 1929, 
when we sold only 985 new and 
used cars,” he continued. “Our best 
year was 1955, when we sold 11,580. 
This year our sales will exceed 
8,000 units.” 

He said the 252 employes of the 
Columbus operation received a 
record $138,745 in bonuses this 
year, He said funds were borrow- 
ed from the bank, demonstrating 
the firm’s optimism about the 
next decade. 

“The next 10 years will be the 
most prosperous in the history of 
the automobile industry, both for 
manufacturers and dealers,” Byers 
predicted. 

Future expansion plang include 
two multimillion dollar buildings 
for Columbus, he added. One, a 
super-display room and service sta- 
tion, may be started in 1960, he 
said. 


but I was never able to find out for 
sure because this Ram Jet doesn’t 
shift down when you want to go 
around a car doing 60 or 70. It 
just takes the throttle movement 


as a signal to let itself go. 


The D-500 V-8 is normally a 
383-cubic-inch engine. But the 
two four-barrel carburetors, two 
extra large aluminum manifold 
castings and the special exhaust 
system that make up the ram- 
induction option gives the D-500 
the performance of an engine of 
more than 421 cubic inches. 


The long ram’s horn-induction 
tubes, which are precisely and per- 
manently tuned, make it possible 
to set each of the two four-barrel 
pots on the outside of the engine 
in a stream of cool air. 


While a lot of highly technical 
information on this engine is avail- 
able to all who are interested, it is 
sufficient to say here that, basic- 
ally, the system gives the owner a 
good measure of free supercharg- 
ing, or more than 10 percent more 
power free. ‘ 

* 


It’s a Pleasure to Drive 


TRAFFIC or on the open road, 
the Dart Phoenix was a pleasure 
to drive. But in traffic, you need to 
educate your foot for easy pres- 
sure on the gas. 

I didn’t like the fast idling, 
which I am sure is quite unneces- 
sary after this engine has been 
properly broken in, The test car 
had less than 70 miles on it when 
delivered to me, After 1,000 miles 
it seemed to be running smoother 
all the time, although it never 
had the roughness usually associ- 
ated with high-performance en- 
gines. 

I took it easy, with only occasion- 
al bursts of speed, until we passed 
the 500-mile mark. It had some in- 
dividual characteristics which could 
be adjusted for regular owners, 

For instance, on cold mornings it 
started slowly, with one bank ap- 
parently hopping off first. Switch- 
ing on the starter momentarily a 
time or two would give you the 


cut in and the engine would purr 
merrily on high idle. 

If you were taking off on a trip, 
the idle would come down quickly 
to normal. But if you had some 
starts and stops, it had a tendency 


to hang on high idle. 
* of * 


Idle Is Up and Down 


On A run from Jefferson City to 
St. Louis, the car performed 
beautifully, When I expected it to 
idle too fast in traffic, it very obedi- 
ently calmed down. Leaving it for 
a while and then starting, it was 
back on high idle. 

With outboard carburetors you 
not only have them in a cooler 
position, but they are ideal for 
servicing. The two dry-type air 
cleaners were scaled down, and 
with such an arrangement the 
hood line is lower, 

There'll be dealers who will view 
this engine with alarm. [ doubt if 
there is a Dodge dealer anywhere 
who doesn’t have some customers 
for this engine, and having such 
customers will increase his stature 
in the area because this is the first 
practical domestic use of ram tun- 
ing with carburetors. 

There are few if any extra mov- 
ing parts and the service is going 
to be easy. This is a big step to- 
ward increasing engine efficiency 

(Continued on Page 48, Col, 4) 


Late Report... 





In Automotive Tomorrow?— 

This design was one of the entries in an “automotive tomorrow" contest for young 

engineers sponsored by Ford Co. of Cologne, Germany. It is called the ‘‘Aeolus."" Note 

the frontal design, all-around bumper and high fins. 
. es 









* * * 


How German Engineers See 
The Automotive Future 


By George L. Glaser 
European Correspondent 
COLOGNE, Germany. — Some 
new ideas on the auto of the future 
were obtained by Ford of Cologne 
in its second contest for young au- 
tomotive engineers. The contest 
theme was “The Automotive To- 
morrow.” 


Klaus A, Steinmetz, Stuttgart, 
won first prize for his design of 
a new way of suspending a live 
but rigid rear axle. 

Second prize went to a team of 
West Berliners for a power plant 
and power transmission for a 3%- 
ton truck, a new wiper for pano- 
ramic windshield, a new type of 
inside rear-view mirror, and a fan 
drive clutch controlled by the hot- 
water thermostat. 


Other ideas which won prizes in- 
cluded: 

A touring sedan with special 
safety measures, a heavy-duty 
truck with additional gas turbine 
for mountain climbing and accel- 
eration, a truck which also could 
be used as a truck-tractor. 

A new type of taxicab, a truck 


Somerville Retires 


From Chrysler 


DETROIT.—Robert C. Somerville 
retired Dec, 31 after 28 years with 
Chrysler Corp. At the time of his 
retirement, the 63-year-old Somer- 
ville was assist- 
ant to the vice- 
president for 
dealer relations. 

Somerville join- 
ed the corpora- 
tion in August, 
1931, as a sales 
promotion repre- 
sentative for 
Plymouth in Pe- 
oria, Ill. He was 
appointed direc- 

R. C. Somerville tor of regions for 
Plymouth in 1941, a staff executive 
in 1943 and general sales manager 
in 1947. He became sales vice-presi- 
dent in 1952 and a year later was 
named to the same post at Dodge. 

In September, 1955, Somerville 
was named executive director of 
markets in charge of the corpora- 
tion’s program to establish individ- 
ual-line dealerships. He was de- 
tached from sales responsibilities in 
May, 1956, and assigned the posi- 
tion he held at the time of his 
retirement. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $4 to $1,202, according to Automotive News’ 


index. 


Only ’60 models, by advancing $37, escaped the downward trend. 
Losses amounted to $1 on ’56s, $3 on ’53s, $4 on ’55s, $5 on ’54s, $7 
on ’57s, $23 on ’58s and $28 on ’59s, New lows were established for 
58s and ’56s and the low for’’53s, established a month earlier, was 


matched. 


Auction reports begin on Page 39. 








with cab high over the load, a study 
of components with mathematical 
figures, a car in the M-12 Ford 
size with air springing and swing- 
out front seats, a passenger car 
with safety seats and automatic 
door locks, a new body design and 
a new type of body. 


No Small Dodge 
Due This Spring, 


Patterson Says 


DETROIT, — Published rumors 
that Dodge will introduce a smaller 
car in the spring or early summer 
are untrue, M. C. Patterson, Dodge 
general manager, said in a yearend 
letter to dealers. 

He said that Dodge engineers 
have been developing a smaller car 
and the division has been surveying 
the entire market to assure dealers 
the most competitive products. 

Patterson added that “if and 
when we are convinced that mar- 
ket conditions are right, we plan 
to add such a car to the Dodge 
line.” 

He congratulated the dealers on 
“the wonderful job” they have done 
since the Dodge-only dealer net- 
work was set up. 

“Already, in spite of the steel 
strike,” Patterson said, “Dodge 
dealers have sold 45 percent more 
units per dealer than a year ago. 
And our studies show that nearly 
60 percent of the buyers of Dodge 
Darts are trading in competitive 
makes of cars.” 

Patterson also denied a report 
that the Dodge name would be 
dropped. 

He noted that Dodge dealers 
have cars which cover “the most 
important 74 percent of the auto- 
mobile market” plus trucks. Pat- 
terson added, “With these products, 
we know that you will sell in vol- 
ume, and at a profit, throughout 
the year.” 


N. C. Dealer Confesses 


Tax Delinquency 

GREENSBORO, N. C. — C. H. 
Walker, Salisbury (N. C.) auto 
dealer pleaded guilty in U. S. Dis- 
trict Court here to understating 
his Federal income taxes by $22,- 
531.12 for the years 1951 through 
1953 and was fined $20,000, given a 
two-year suspended sentence and 
placed under probation for two 
years. Sentence was imposed by 
Judge Edwin M. Stabley, and the 
fine was ordered paid by Jan. 15. 

The Internal Revenue Service 
said Walker’s liability for the un- 
derstated amount now is $134,309.73 
in taxes and penalties. On Jan. 15 
the total interest will be $44,424.74, 
making the total liability $178,- 
734.47, not including the $20,000 fine. 
Walker has agreed to this liability, 
which the court ordered paid by 
July 1, 1966, 
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yOUG Think the MUSICIANS CAME WIEN ThE CAL —mcb-mt.e rm mntiy min Raa 


Rolling along the open road or on busy city streets, the sound of your Delco Radio comes through full and clear. It’s In-Person sound! A lifelike, distortion- 
free sound, specifically developed to fit the acoustical needs of General Motors cars. It has greater fidelity, clarity, tonal range. In addition to having the 
greatest undistorted output, Delco is the only car radio with Straight-Line Tuning—more station separation! And Delco’s performance is matched by its 
dependability and reliability wherever you drive. When you buy your 1960 Buick or other fine General Motors car, insist 


on In-Person sound. It’s yours with the radio designed for the car—the factory-approved, transistor-powered Delco. LCO 
EPENDABILITY 
Division of General Motors ¢ Kokomo, Indiana e World Leader in Auto Radio D : O 
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as advertised in The Saturday Evening Post 
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NADA Convention Offers 
Opportunity to Grow 


Now that we’ve passed the holiday season, it might be 
well to remind you that there are only 26 more days 
before the NADA convention in Washington. 


NADA puts a great deal of money and effort into its con- 
ventions and exhibitions. The speakers and the programs 
are outstanding. Anyone who goes to Washington with any- 

‘thing resembling an open mind will find inspiration and 


enlightenment. 


Every department of a dealer’s operation will be covered 
in the clinics, the business sessions, the used-car and service 
consultation centers. If you have a problem, you’ll find some- 
one on hand who has the answer. 


While NADA programs are outstanding and are well at- 
tended, to many dealers the great thing about NADA con- 
ventions is the fact that they have an opportunity to ex- 
change ideas with thousands of dealers from all parts of the 


country. 


No matter how good a dealer you are, you will find it 
worthwhile to discover how other successful dealers meet 
the problems of retailing and servicing automobiles. 


Always an important part of the convention is the equip- 
ment exhibition. Here dealers will find equipment helpful to 
a dealer’s operation and the men with the knowledge of how 


to use it to best advantage. 
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AUTOMOTIVE NEWS PLATFORM 
{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave -% citizens more of the better things of life than anywhere 





Events 


% Enpiror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 17-19—National Independent Auto- 
mobile Dealers Assn., [3th Annual 
Convention, Eden Roc Hotel, Miami 
Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D, C. 


Feb, 14-i5—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss, 

Apr. 2426— Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long island. 

May 1|-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., Bri lonial Hotel, Nassau. 

May 5-6—Joint Convention of Kansas 

otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 
Muehlebach, Kansas City, Mo 

May 67—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Can ‘on, Ariz. 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-1 14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 29-31—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque, 

June F9—-New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament. Grossinger's, N.Y 
June 20.22—Pennsy vania Raterties Assn., 
Bedford Spgings Hotel, Bedford, Pa. 

June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 

Sept. /1-13—New Hampshire Automobile 
Dealers ae Farragut House, Rye 
Beach 

Sept. 12- {3--Minnesote Automobile Deal- 
= Leamington Hotel, Minne- 
apolis 

Sept. 18-20—New York State Automobile 
Dealers, 37th Annual Convention, The 
Concord, Kiamesha Lake, N. Y. 

oY eT eS 


Auto Shows 


Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 8-|4—Indianapolis Auto Show, State 
Fair Grounds, Indianpolis, 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-17 Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 9-17—Buffalo Auto Show, Maston 
Avenue Armory, Buffalo. 

Jan, 9-17— Upper Midwest Auto Show, 
Acdiveriom, “Elaocapolis (includes im- 

orts 

don, id17 — Auto Show of the National 
Capital fore National Guard Armory, 
Washin 

Jan. 15- “International Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20- Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville. Memorial Auditorium, Greenville, 


s. Cc, 

Jan, 23-30— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan. 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


Jen. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 'N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
Seclotes imports), 

Feb. 6-14—Detroit Auto Pl Artillery 

Armory pimaden im 

13-20—Syracuse ot "sow Onon- 
daga County War Memorial Building, 
Syracuse, 

Feb, 19- 2I—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March 30-April 3 — Louisville Auto Show, 
er Fair & Exposition Center, Louis- 


Po “4-9—Philacslohia International Auto 
Show, Trade i. Convention Center, 
Pulotelptie. (Foreign and Domestic 
‘ars 
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Automotive Cartoon 
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“Maybe you can sell ice boxes fo Eskimos, sir, but we 
want somebody who can sell them automobiles.” 


Letterbox 








"yee Peet teak we 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters ‘but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Horsing Around 


After the close of the racing 
season here, my fez-wearing pal, 
Shoulda Hadim, wanted to know 
how fast horses run, so I unlim- 
bered my long unused “slip-stick” 
(formerly used to calculate horse- 
power in the hundreds) and worked 
out the following: 

At the local race course, track 
records for the most popular racing 
distances are: 1:09 for the six fur- 
longs (%-mile); and 1:42.5 for the 
1-1/16-mile or 8%-furlong course. 

The horse which ran the one-and- 
1/16-mile in 1:42.5 covered the dis- 
tance at 36.8 miles an hour, with an 
average speed of 54.89 feet per sec- 
ond. 

The shorter course record of 1:09 
was run at a higher speed, exactly 
39.13 miles per hour, or an average 
of 57.39 feet per second. 

In comparison, a car travelling 
at 60 m.p.h. covers 88 feet per sec- 
ond. But the “oat-burner” is rated 
at only one horsepower! 

Now old Shoulda Hadim wants 
to know if a “one horsepower” 
sulky could do a mile at, say 35 
m.p.h., could a “two-horsepower” 
sulky be driven at 70 m.p.h.? 

I avoided replying by inquiring 
if he had heard about the juvenile 


The Big Stories 


34 Years Ago 


Production of motor vehicles in 1925 reached a record 3,883,000 cars 
and 492,000 trucks, or a total of 4,325,000, according to the National 
Automobile Chamber of Commerce. The figures include production of 
Canadian plants making cars of U. S. design. The previous produc- 


tion high was 4,086,000 in 1923. 


20 Years Ago 


Aided by a near-record December output of 460,139 units, produc- 
tion of cars and trucks in the U. S. and Canada during 1939 reached 
3,702,974 units. The figure is approximately 40 percent above the 
2,655,777 produced in 1928, 


10 Years Ago 
The U. S. auto industry wound up the best year in its 53-year his- 
tory when it pushed final 1949 production to 5,120,556 cars and 1,129,- 
915 trucks—an alltime high of 6,250,471 vehicles. 








who stole a compact car, just for 
a Lark!—Erwin L. Scuwartt, P. O. 
Box 384, Atlantic City, N. J. 

* 


* * 


N. Y. Third on Mets 

In your Dec. 21 issue it was er- 
roneously reported that the Detroit 
zone of American Motors holds 
third place in sales of the imported 
Metropolitan. 

I’m sure that came as a surprise 
to the personnel of the New York 
zone, since that zone holds the No. 
3 spot, topped only by the Atlanta 
and Los Angeles zones.—JamMes W. 
Watson, Metropolitan sales man- 
ager, American Motors, Detroit. 

ok * + 


Who’s on First? 


What a peculiarly slanted way to 
report sales of Rambler as com- 
pared to Falcon on Page 2, Dec. 14 
issue. 


How can Falcon be first when 
it is second? When is 550 greater 
than 632? Nuts to slipping in the 
word “area.”—Pavu. ScHewt, Colum- 
bus, Ind. 

a * * 

Eprror’s Note: Reader Scheidt 
refers to an item headlined, “Fal- 
con Is First in Area Reports of 
Compact Sales.” The article re- 
ported that Falcon outsold all 
other compact cars in four of the 
first six marketing areas to re- 
port on November registrations. 
Reader Scheidt’s figures are totals 
for the two makes in the six 
areas. The story was intended 
neither as a slur on Rambler nor 
a puff for Falcon. Its only pur- 
pose was to publicize compact- 
car figures, which are not avqil- 
able through regular channels. 

> * * 


Christmas, 1959 


I’m on a spot 

This Christmas, friend; 
Inflation’s got 

What I'd like to spend. 


So I hope you will 
Forgive me, pard, 
If what you get 
Is this Christmas card, 
—J, H. Reep 
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Sensational photo finish of the 500-mile NASCAR International Sweepstakes race at the Daytona International 
Speedway, February 22, 1959, showing how Car No. 42 nosed out Car No. 73. Car No. 48 was a lap behind at the finish. 





Mr. William H. G. France, NASCAR president, and Mr. Robert 
H. Davies, Autolite president, discuss plans for the Autolite 
NASCAR program. 





Late model stocks roar around the new high-banked 
Daytona International Speedway. The pit access road is 
shown at the right along with telesign and garage area. 





Aerial view of the three-million-dollar two-and-a-half-mile Daytona International Speedway, 
showing 45-- :re lake in center of the infield with Municipal airport in background. The track has 
already been established as the world’s fastest with new record speeds for stock cars, speedway 


cars and sports cars. 


Autolite will participate in the Daytona Speed Weeks and 
at NASCAR sanctioned events throughout the country 


Here’s the biggest promotional boost yet 
for Autolite Spark Plug Dealers everywhere! 
Now Autolite Spark Plug Dealers will be 
able to capitalize on the intense excitement 
and interest generated by a sport that 
attracts more spectators than professional 
baseball, including the World Series. 


Autolite will begin active participation in 
NASCAR with the 11th Annual NASCAR 
Safety and Performance Trials and the 2nd 
Annual Daytona International Speedway 
Winter Classics, January 30 through Feb- 


THE ELECTRIC AUTOLITE 


ruary 14. Autolite will participate in all 
NASCAR activities at Daytona Beach, 
Florida, and at NASCAR sanctioned events 
across the nation. In the limelight will be 
cars equipped with Autolite Spark Plugs. 


Autolite NASCAR prizes, plus a series of 
special regional trophies, will dramatize the 
leadership of Autolite Spark Plugs in 1960 
and for years to come. And with each 
award the Autolite Spark Plug Dealer can 
be sure that Autolite NASCAR participa- 
tion is building sales for him! 


COMPANY « TOLEDO 1, OHIO 


® AUTOLITE. SPARK PLUGS 
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Election 


On Congress’ Mind 


By William Ullman 


Washington Bureau Chief 


; oN the 86th Congress goes back to work next Wed- 
nesday, 


small businessmen are going to have to make 
a lot of noise to get their share of attention. Lawmakers 


will be preoccupied with “big 
questions” —global affairs, 
outer space, big steel versus the 
big steel union, and a big budget. 
They'll be worry- 
ing about that big 
election next fall, 
too. 


This means 
that the little guy 
must be unusu- 
ally persuasive 
and articulate this 
year. He’s still 
worried about 
small problems, 
like high taxes, 
the minimum 








wage, depreciation, tight money 
and marketing practices. He’ll have 
to work hard to make sure they 
worry his Congressman as well. 

Still pending before this Congress 
are several bills affecting the in- 
terests of auto retailers. No. 1 is 
territory security. 

Several versions of this hardy 
perennial are in committee. A cou- 
ple would slap penalties on dealers 
who sell in the territory of another, 
like the NADA-sponsored measure. 
A couple would provide bonuses to 
dealers who stay in their own back 
yard, like the one introduced by 


“You All 





Senator A. S, Mike Monroney, Ok- 
lahoma Democrat, 

The latter bill is the only ver- 
sion conceded any chance of 
passage, and whether it will make 
the grade is anybody’s guess, 

In Senator Monroney’s own state, 
dealers voted 68.6 percent in favor 
of permissive territory security leg- 
islation in a recent poll. Since the 
senator himself suggested the can- 
vass of Oklahoma retailers, the re- 
sults may move him to action. 

Next in the lineup of dealer bills 
is H.R. 8684, to provide alternative 
methods of treating dealers’ reserve 
income. The measure passed the 
House in the 11th hour last sum- 
mer, but received no Senate con- 
sideration. 
* cd 

Pay, Safety Bills 
| ip! THE No. 3 spot is minimum 

wage legislation sponsored by 
Senator John Kennedy, Massachu- 
setts Democrat. The Presidential 
hopeful would raise the minimum 
from a buck an hour to $1.25, and 
extend coverage of the act to an- 
other 10 million employes. 

Included in the 10 million would 
be many dealership employes now 
exempted. Talk is that the Admin- 
istration thinks the Kennedy bill 


Come!” 
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goes too far, and that it will rec-|istration is expected to renew its 


ommend a softer version, 
Bills also are fire in 
the field of automotive safety. 


variety of safety devices on Gov- 
ernment-owned vehicles, This is 
the only safety bill given much 
chance of passage. The others, 
which would require auto makers 
to put certain devices on cars, 
appear to have a lot of opposi- 
tion. 

Two Senate measures to prohibit 
auto manufacturers from financing 
their own products are due for 
further consideration in February 
by the Senate Judiciary subcom- 
mittee on Antitrust and Monopoly. 
The measures grew out of the in- 
conclusive hearings on GMAC prac- 
tices held last year. 

No tax relief in the form of cuts 
is on the horizon this year, but 
Rep. Wilbur Milts, Arkansas Dem- 
ocrat and chairman of the House 
Ways and Means Committee, thinks 
there may be action to liberalize 
depreciation allowances for busi- 
nessmen. He was impressed by tes- 
timony to the effect that “at least 
one third of all the machinery and 
equipment in this country is ob- 
solete.” 

In the highway field, the Admin- 








Universal Underwriters 


E. M. LYNN, President 


and the Committee of Trustees Cordially Invite 


You and Your Lady 





TOA 


in the Presidential and Congressional Ballrooms 
Statler-Hilton Hotel, Washington, D. C. 
Monday Evening, February 1, 1960 —6:00 to 9:00 PM 


For an evening of entertainment honoring 
Authorized Automobile Dealers of America 
at the NADA Convention 


INFORMAL 


LANTATION PARTY 





request for another half-cent on the 
Federal gas tax. It wanted a cent 
and one-half last year to pay for 
the roads program, and it got onl 
a penny. It will want the rest. 
Rep. John A, Blatnik, Minnesota 
Democrat who heads a select roads 
subcommittee, says that the Ad- 
ministration isn’t going to get it. 
Any further tax increases on high- 
way users are unnecessary, he says. 
His subcommittee will start hear- 
ings this month in its investigation 
of the highway program. Most ses- 
sions will be held in Washington, 
but Rep. Blatnik thinks a few hear- 
ings may take place around the 


country, 
Ed ok + 


No Suggested Prices? 


es groups had a field 
day (or two field days) at the 
Federal Trade Commission’s first 
conference on deceptive practices 
here before the holidays, Some 50 
groups were represented. 

Conferees heard the experts ex- 
plain some of the gyp games cur- 
rently being pulled on buyers, and 
they shot back with a few recom- 
mendations of their own for Con- 
gress and the FTC. 

Among other things, consumer 
spokesmen suggested that all man- 
ufacturers be prohibited from sug- 
gesting to retailers the prices they 
ought to charge for goods. This 
particular recommendation may 
come as a shock to auto retailers, 
who lobbied long and hard to re- 
quire suggested retail prices to be 
posted on car windows. 

Consumer people, including 
Better Business Bureau repre- 

sentatives, also called on FTC to 
set up a consumer advisory com- 
mittee that would represent con- 
sumer interests in the Govern- 
ment. The committee would 
consult regularly with the Com- 
mission. 

The automotive industry was 
mentioned a few times in the two- 
day conference on deception, but 
conferees concentrated on such con 
games as “get rich quick raising 
rabbits” and “housewives can make 
$40 a week working at home” and 
“learn to be an aviator by corres- 
pondence.” 

John J. Burke, 
the National Better Business Bur- 
eau, Inc., said the five types of 
business ‘which accounted for the 
greatest volume of consumer griev- 
ances filed with bureaus were au- 
tomobile service, home appliance 
and TV-radio sales and service, 
home improvements and dry clean- 
ing. 


* * * 


AOT Rejuvenation 


pyeAneUsnTans of the Auto- 
motive Old Timers, Inc., along 
with its archives, will move to 
Washington from New York late 
this month. New headquarters will 
be in the NADA Building’s new 
annex, according to Maj. Henry M. 
T. Cunningham, AOT executive 
vice-president and a retired Ford 
executive. 

The move is expected to put new 
life in the 20-year-old organization. 
It also will help make the NADA 
Building more of the Automotive 
center that its planners hoped it 
would be. The original building 
planning committee thought that 
the handsome new structure would 
attract a variety of automotive or- 
ganizations. 

Even a restaurant on the first 
floor went along with the idea, 
with a series of automotive mur- 
als, The move of the Old Timers 
should give NADA a lot of satis- 
faction. 

One of Maj. Cunningham's ob- 
jectives is the establishment of an 
“automotive hall of fame” in the 
capital to house the archives— 
photos, stories and documents—of 
the AOT. 

“Many of these items, 50 or more 
years old, perpetuate the memories 
of the auto industry’s pioneers,” he 
said, “and should have a suitable 
exhibit place.” 

This columnist, a charter mem- 
ber of AOT, was present at the or- 
ganization meeting of the Old Tim- 
ers on Oct. 18, 1939, in the Lexing- 
ton Hotel in New York. Also there 
were the late George M. Slocum, 
publisher of Automotive News, and 
the late Chris Sinsabaugh, then 
editor of the paper. 

Guiding the new association of 
pioneers was the late Frederick H. 
Elliott, executive vice-president of 
AOT for many years. Honorary 
president of AOT is Alfred P. 
Sloan jr., honorary chairman of 


| General Motors. 
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vice-president of _ 


| TOMORROW January 5 


on “Alcoa Presents”-ABC-TV 


This sparkling commercial tells America how 


ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 


And a car’s best friend is aluminum—super-hard 
aluminum trim for GLEAM .. . 


1 In the olden days . . . a man’s best friend was his dog. 


5 And now, thanks to Alcoa research, you can have all- 


And tough, light aluminum for ‘‘Go.” (Alcoa Aluminum 
aluminum engines to make cars lighter, more efficient. 


pistons and bearings do your engine’s heavy work.) 


is : Fl 
. ai i 4 
‘ew? i | 
& a Pa 
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And in brakedrums of Alcoa Aluminum to make brakes Alcoa Aluminum helps automobile air conditioners cool 
safer, brake linings last longer. you today... 


COM ANY 
AMER CA 


From bumper to ney: . @ family car's best 


10 Aluminum radiators will cool your engine tomorrow 1 1 While bumpers of aluminum . . . will protect your car. friend is aluminum . . . by Alcoa. 
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Here comes somebody s opportunity! 
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Dodge Has Expanded Into the Low-Price Field—And So Can You! 


If you are currently operating a single-line dealership in 
the medium-price field, this message is especially for you. 


Today, due to recent market changes, many thoroughly 
capable dealers, like yourself, are faced with a steadily 
decreasing market and increased competition in this field. 


The growing and continuing success of the low-priced cars, 
and the enthusiastic reception given this year’s new com- 
pact offerings are clear indications of which way the market 
is heading. 


Currently the low-price field is not only the largest, it is 
the fastest growing portion of the present market. It offers 
dealers the opportunity for increased sales today—and even 
more important—the potential for additional expansion 
and growth in the future. 


The Dodge Division of Chrysler Corporation has acted 
swiftly to capitalize on this market trend: A new and highly 
flexible Market-Programmed Sales Agreement has been 
developed to assure Dodge Dealers that their sales activities 
will be directed where they will produce the greatest 
potential for profit and future growth. 


The successful introduction of the low-price Dart was the 
first step in providing Dodge Dealers with new and highly 
salable products that keep pace with changing market 


conditions. Today, it gives Dodge Dealers a crack at 7 out 
of 10 new-car buyers—the broadest single-line coverage in 
the industry. 


Special Opportunities for Qualified Dealers. 


The recent Dodge expansion into the low-price field has 
made available a limited number of highly desirable Dodge 
Market-Programmed Sales Agreements. Openings are avail- 
able in most sections of the country and in all types of 
markets. For the man with the proper qualifications, they 
offer unequalled opportunities for immediate expansion 
and future growth. For full details on opportunities in your 
area, write in complete confidence to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Ave. 
Detroit 11, Michigan 


Attention General Managers and Sales Managers: 


Many qualified men, interested in opening a business of 
their own, are held back solely through a lack of financial 
backing. If this is the case with you, investigate the Dodge 
Dealer Enterprise Program. It provides up to 75% of the 
capital required, plus other valuable assistance, to men 
with the necessary background. A confidential letter to 
John B. Naughton will bring full details. 


In 1960 the big deal is 1) ()]) GE 


‘60 DODGE + DODGE DART + DODGE TRUCKS 
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Court D 


By Leo T. Parker 
Attorney at Law 


CCORDING to a new higher 
court decision, rendered by a 
California court, if a person has 
not been twice previously con- 
victed of a fel- 
ony, he is entitled 
to probation on 
conviction of a 
present crime. 
For illustration, 
in State of Cali- 
fornia v. Christ- 
enberg, 334 Pac. 
(2d) 978, the tes- 
timony showed 
the following: A 
d man named 
L. T. Parker Christenberg was 
employed by an auto dealer. One 
Muglia met Christenberg and told 
him she was interested in buying) 
a new car. Christenberg represent- 
ed to her that he would obtain for’ 





Lawsuits Affecting Dealers ... 


ecisions 


change for her 1956 Rambler and 
$392 in cash. 

Christenberg represented that he 
was obtaining the new car directly 
from the Wisconsin factory. Miss 
Muglia gave Christenberg $392. 
Immediately afterward, Christen- 
berg requested that she transfer to 
him the title to her 1956 Rambler 


Salisbury (N. C.) Dealer 


Admits Tax Evasion 

GREENSBORO, N. C.—C. H. 
Walker, Salisbury dealer who 
pleaded guilty to income-tax eva- 
sion, was directed by Judge Edwin 
M. Stanley to pay a $20,000 fine by 
Jan. 15 and more than $178,000 in 
taxes, penalties and interest by 
July 1. 

Walker also received a two-year 
suspended sentence and two years 
probation in the income-tax case 
in which he earlier entered a plea 
of guilty to one count. 





in order to complete the deal. She 
did so and Christenberg sold the 
auto, 

He never delivered a new car 
to' Miss Muglia, nor did he ever 
return to her any of the money 
that he received from her. 

In subsequent litigation, testi- 
mony was given that Christenberg 
had previously committed a similar 
crime in 1956 when he had prom- 
ised to procure a new auto for a 
Mrs. Davidson in exchange for her 
1953 Plymouth convertible. 


She delivered her Plymouth with 
power of attorney to Christenberg, 
who sold the car and thereafter 
failed to deliver either a new car 
or the money he received from the 
sale of the old one, 

Also, other testimony was given 
that in 1952 in Texas, Christenberg 
was convicted in a Federal Court 
of interstate transportation of 
stolen, forged and counterfeit 
stocks and bonds. 

* * * 


Probation Sought 

Dapeng nenponce appliedtoa 
court for probation on his pres- 

ent crime and the judge decided 

that Christenberg’s case was a 

proper one for probation. The high- 





“If you don’t drive something 
pretty nice when you’re out tak- 
ing advantage of all the things 
you can buy on credit, people 
think you don’t have anything.” 





er court held that he was entitled 
to probation, and said: 

“The evidence of the similar 
fraudulent transaction with an- 
other is evidence from which his 
(Christenberg) fraudulent intent 
in this transaction could be in- 
ferred, Taking the evidence ag a 








her a 1957 Rambler sedan in ex- 





BURROUGHS ACCOUNTING MACHINES PAY FOR 
THEMSELVES IN NINE MONTHS 


The scene: Yates Oldsmobile, Inc.— the largest Olds dealer in the St. Louis (Mo.) 
area. The background: tripled parts business, doubled new- and used-car sales, 


William A. Yates 
President 





know right where we stand.” 


Yates Oldsmobile is one of many dealerships to 
reach the peak of efficiency and economy through 
Burroughs office automation equipment. For de- 
tails, action — and results — call our nearby branch 
now. Or write Burroughs Corporation, Burroughs 
Division, Detroit 32, Michigan. 


See us at the N. A. D. A. Cenvention 


2, Beeths 37-38 





Burroughs 






service sales. The jeb: general ledger, financial statement, seven 
standard journals, payroll and related quarterly reports, accounts 
receivable. The results, says Francis X. Healey, Business Manager: 
“Our two Burroughs Accounting Machines readily handle record- 
breaking work loads. They paid for themselves in operating- 
cost savings during the first nine months. They prepare related 
records simultaneously, machine-prove every posting so we always 


Burroughs—TM 


Burroughs 
Corporation 


“NEW DIMENSIONS / in electronics and data processing systems"’ 


whole it amply supports the im- 
plied finding that when appellant 
(Christenberg) first promised 
Miss Muglia to get her a new car, 
he had no intention of doing so. 
Her reliance upon his false prom- 
ise in parting with her $392 check 
is equally supported .. .” 

Apparently this view was taken 
by the higher court on the reason- 
ing that since Christenberg had not 
been convicted of two previous fel- 
onies, he was entitled to probation 
in view of a State law which does 
not prohibit the granting of proba- 
tion to any person unless he has 
been twice previously convicted of 
felony in this State nor twice prev- 
iously convicted in any other place. 

In this respect, the higher court 
said: 
“The previous conviction of one 
felony in this State is admitted.” 
* * * 


Must Prove Negligence 


A FEW weeks ago, a higher court 
in effect held that if a custom- 
er in an auto dealer’s garage is 
injured by another customer, the 
dealer is not liable in damages un- 
less the injured person proves that 
the injury resulted from negligence 
of the dealer. The fact that the in- 
jury was suffered on the dealer’s 
premises gives the injured person 
no legal right to damages. 

For example, in Hunter v. Mo- 
hawk, 334 Pac. (2d) 193, the testi- 
mony showed that a man named 
Paris took his auto to a dealer’s 
service station to be repaired. 
While repair work was being 
done, Paris attempted to blow 
out a gasoline line to the gasoline 
tank with an air hose. 

He caused a stream of gasoline 
to be ejected from the tank in the 
face of another customer, named 
Hunter, who suffered severe injur- 
ies. Hunter sued the dealer for 
heavy damages. The higher court 
refused to hold that Hunter could 
recover damages although the 
lower court awarded Hunter $5,000 
damages. 

The higher court said that the 
dealer was relieved from liability 
because he had no opportunity of 
knowing or believing that Paris 
would act negligently and injure 


Hunter. 
* * * 


Maine’s Fair Trade Act 


Is Valid, High Court Rules 


AUGUSTA, Me.—In a case in- 
volving Union Carbide Corp., Jus- 
tice F. Harold Dubord of the State 
Supreme Judicial Court has upheld 
the constitutionality of the Maine 
Fair Trade Act. 

Union Carbide sought a court 
order to enjoin White House Ap- 
pliance Co., Waterville, from sell- 
ing an auto antifreeze at less than 
the price stipulated by Union Car- 
bide. Dubord granted the injunc- 


tion. 
* * + 


Woman Sues Dealer 


Over Car Mileage 


DES MOINES.—A Des Moines 
woman who said the speedometer 
of a used car she bought should 
have indicated the vehicle had been 
driven 54,000 miles instead of 14,000 
filed suit for $15,000 against a local 
dealer. 

Frances A. Thompson said in her 
petition that she would not have 
purchased the 1957 model car from 
Olson-Sutherland (Rambler) about 
a@ year ago for $2,326 had she 
“known the truth.” 

Mrs. Thompson accused the deal- 
er of knowing that the car had 
been driven in excess of 54,000, and 
that the speedometer had been 
changed to a reading of 14,000 


miles. 
7 * ea 


Fair-Trade Injunctions 


Dissolved in Oklahoma 

OKLAHOMA CITY. — Federal 
District Court has dissolved tem- 
porary injunctions which barred 
retailers from selling below fair- 
trade prices after a state court 
held Oklahoma’s fair-trade law un- 
constitutional. 


Olin Mathieson Chemical Corp., 
Upjohn Co. and Gillette Co. had ob- 
tained the injunctions against two 
Oklahoma City discount houses, 
American Mutual Co. and Govern- 
ment Employes Exchange, Inc. 


McMillen Adds Gazelle 


TOLEDO.—The Singer Gazelle 
has been added by McMillen Motor 
Sales, 1201 Washington St. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Ford Motor Co. made advertising 
history recently when it touted the 
two-car family in, of all places, 
England. 

Britain is currently having its 
greatest wave of postwar pros- 
perity, but never before, it is be- 
lieved, has any auto company 
published an ad trying to sell 
two cars to one family. 

There are families that have two 
cars, but the advertising philosophy 
previously had been that it doesn’t 
pay to try to appeal to that tiny 
group. 

Robert Adams, English Ford ad- 
vertising manager, admitted that 
he doesn’t expect any great wave 
of sales as a result of the first 
try. 

In addition to “planting seeds for 
the buying trends in the years 
ahead,” Ford wants to give pres- 
tige to its cheaper car, Adams 
said. 

Only other British manufactur- 
ers that could run a similar ad 
are British Motor Corp., which 
stretches from the Austin 7 to the 
Austin Princess, and the Rootes 
group, which could field a small 
Hillman and the big Humber. 
The half-page Ford ad shows a 
ranch house, two adults, three chil- 
dren, some falling leaves, Ford’s 
Zodiac, at the top of the company’s 
ladder, and the Popular, promoted 
as “Britain’s cheapest car.” The 
overline read, “Four Bedrooms... 
three children .. . two cars.” 

“Our Popular isn’t selling too well 
in some of the upper bracket fam- 
ilies because they associate it with 
the lowest priced car level and we 
figured some of the Zodiac prestige 
would rub off,” Adams said, 

“We estimate that 50 to 60 per- 
cent of the cars in the country 
are either company owned or 
company maintained through ex- 
pense allowances,” Adams said, 
“so if father has the big car, why 
shouldn’t mother have a Pop- 
ular?” 

The ad brought the biggest re- 
sponse any recent Ford promotion 
has elicited. 

One of the first reactions was a 
telegram from a man who said, 
“Already have four bedrooms, three 
children, two cars. Is this a rec- 
ord?” 

Ford also received some bitter 
letters from people “who asked 
what we thought we were doing 
when they were struggling along 
on salaries that couldn’t get them 
even one low-priced second-hand 
car,” Adams said. 

“Our only answer to them is that 
this is the way things are going,” 
Adams said. 

* « a 


Lead Institute Budget 


The board of directors of the 
Lead Industries Assn. has approved 
a $750,00@ebudget for 1960 research 
and market development. 

This is apart from the money 
that will be spent by member com- 
panies in their own operations, Dr. 
Schrade F. Radtke, research di- 
rector, is in charge of the research 
program. 

* * * 


Brakeblok Names Allman 


American Brakeblok, division 
of American Brake Shoe Co., has 
appointed Allman Co., Detroit, as 
its advertising agency. 

eS * ok 


Branham in Minneapolis 


Branham Co., national advertis- 
ing representatives, will open an 
office Feb. 1 in the Northwestern 
National Bank Building, Minneap- 
olis. 

The office will be managed by 
John Wolf, formerly with Branham 
in Detroit, and Robert Brockman, 
formerly with the firm’s Chicago 
office. 

a * ok 


Lee Filters Picks Rep. 


Lee Filters Corp., North Arling- 
ton, N. J., manufacturer of oil, air 
and gasoline filters for automotive, 
marine, aviation and industrial uses 
has appointed Friend-Reiss Adver- 





tising, Inc., as its advertising 
agency. 

* * * 
Scouts Ride in Buicks 


Buick is donating the use of 60 
Cars to carry 250 Flint area Boy 


Scouts, Explorers and adult leaders | 
to the national Scouting jamboree | 


at Colorado Springs, Colo., next 
July. 

The caravan will leave Flint July 
16 and return about Aug. 7. The 
trip will include educational tours 
and stops at points of interest en- 
route to and from Colorado Springs, 
officials said. 

oe ok * 


Michigan 4-As to Hold Parley 


“Advertising Summit Conference 
—1960” will be the theme of the an- 
nual meeting of the Michigan 
Council, American Assn. of Adver- 
tising Agencies, Feb. 3 at the Stat- 
ler-Hilton Hotel, Detroit. 

Chairman of the event is John F. 
Henry, vice-president, Gyer Adver- 













For the complete story on Parish 


tising, Inc., who also is chairman 
of the Michigan Council of the 
4-A’s. Jack Thornhill, vice-presi- 
dent, Campbell-Ewald Co., has been 
| appointed program chairman, 

+ * * 


Thermo-Temp Picks Rep 


Clark & Bobertz, Inc., Detroit 
| and Cleveland agency, has been 
named to handle advertising and 
public relations activities for 
Thermo-Temp Industries, Inc., of 
Detroit. 


ok ca * 
Willard French Dies 
Willard S. French, vice-chairman 
of Brooke, Smith, French & Dor- 
| rance, Inc., advertising agency, died 
Dec. 26 in Detroit. | 
He was 72. | 


Mr. French was 
president of the 
advertising| 
agency for more 
than 30 years, 
and was chair-| 
man of the board | 
for several years | 
before illness| 
forced him into | 
Semiretire-| 
ment, Mr. French | 
also was a director of French| 
Paper Co., Niles, Mich., at the time 
of his death. | 








W. 8S. French 





heat-treated alloy siderails, write 


for the interesting, 


illustrated 


booklet—"Load and the Road.” 


@ DANA PRODUCTS: Transmissions @ 
Universal Joints @ Propeller Shafts @ Axles 
Converters @ Gear Boxes @ 
Power Take-Offs @ Power Take-off Joints 
@ Rail Car Drives @ Railway Generator 
Drives @ Stampings @ Spicer and Auburn 
Clutches @ Parish Frames @ Forgings. 


@ Torque 





Commercial vehicles — from off-the- 
road loggers to transcontinental vans 
—are being designed to carry heavier 
loads farther at a faster pace. And 
the BIG FACTOR that means longer 
life for many of these vehicles is 
extra-strength Parish siderails. 


Parish alloy steel siderails are 277% 
stronger than ordinary carbon steel. 
Made of heat-treated chrome man- 
ganese molybdenum steel, they’re the 
finest combination of modern mate- 
rials and design know-how. They mean 
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Prisoves arid Petect 


the investment o your 


? 
customer 3 CQ@P .« « @ 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfic and aff present-day finishes. 


wes A QUARTER o, 


4 in, 


AVAILABLE TO ALL CAR DEALERS 





The One 
BIG FACTOR 


That Increases A 
Truck’s Life! 


extra strength without extra weight. 


Parish siderails absorb shock bet- 
ter, hold their shape better, than do 
conventional siderails. Misalignments 
caused by frame warping are almost 
non-existent. Drive train components 
last longer. Maintenance costs and 
downtime are reduced. 


That’s why some 30 leading truck 
and trailer manufacturers are now 
designing their vehicles around Par- 
ish heat-treated siderails—the extra. 
strength siderails that stay aligned. 
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Commereial Car News 


4 Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 











Top Trucks 


New-truck registrations for 10 
months, plus 10 states for No- 
vember: 


1959 1958 
Pos. Make Pos. 
1—275,744 Chevrolet 207,176— 1 
2—246,321 Ford 171,085— 2 
38— 90,261 Internat. 75,713— 3 
4— 60,965 GMO 46,301— 4 
5— 45,573 Dodge 30,492— 5 
6— 24,129 Willys 17,228— 6 
J— 13,179 White 10,071— 8 
8— 11,645 Mack 10,123— 7 
9— 5,411 Studebaker 3,528— 9 
10— 2,522 DiamondT 2,516—10 
1l— 985 Brockway 753—11 
35,153 Misc. 27,263 
Total All Makes 
811,888 602,249 


Further details on Page 14. 








Sales Can Set Record, Distributors Say in Poll... 





Equipment Boom Seen 


oo nation’s truck-body and 
equipment distributors agree 
with truck-industry forecasters 


that 1960 can be one of the biggest/ had been hurt by the steel strike, 
truck and truck-equipment sales} and another half said reductions 


years barring a resumption of the 
steel strike or some other deterrent 
to the economy. 

Three out of four distributors 
queried in a national survey said 
their business in 1959 was ahead 
of the year previous, and most 
said their profits were better, In 
fact, all but two distributors said 


-.»- by Jack Weed 





GAVE me a tremendous thrill 

last month to attend a school 
on heavy-duty truck selling that 
had been requested by retail sales- 
men. 


These men in the Dodge Cin- 
cinnati region felt that the reg- 
ular truck sales training program 
that is carried out nationally by 
Dodge did not go deep or far 
enough in heavy-duty truck sales 
tactics and information. They 
asked their regional truck man- 
ager to put a school session to- 
gether that would give them 
more “nuts and bolts” informa- 
tion. 

Maybe it was because I haven’t 
been out in the field as much dur- 
ing the last few years as formerly 
and haven’t talked to enough truck 
salesmen to get a true perspective 


NADA to Present 
4 Sales Chiefs, 
Draper on Panel 


a ROIEING and profit 
opportunities in the expanding 
truck market will be a headline 
feature of NADA’s 48rd annual 
convention in Washington, Jan. 30- 
Feb. 3. 

A panel presentation featuring 
four national truck sales executives 
and a Michigan dealer with a suc- 
cessful truck operation is announc- 
ed by A. Leftwich Sinclair, NADA’s 
1960 convention chairman, 

The truck session, scheduled for 
Monday afternoon, Feb, 1, will be 
presided over by William M. Mc- 
Cune, NADA’s truck committee 
chairman. Speakers and subjects 
scheduled include: 

“What the Expanding National 
Economy Means to Truck Selling 
Opportunities”—-Wilbur Chase jr., 
truck marketing manager, Ford di- 
vision. 

“What the Decentralization of 
Business Means to Truck Selling 
Opportunities”—-W. C, Hanway jr., 
sales manager-Dodge trucks. 

“What Proper Service Means to 
Truck Sales’—H. P. Sattler, as- 
sistant general sales manager- 
trucks, Chevrolet. 

“How to be Successful in Selling 
Heavy-Duty Equipment” — Duane 
Kuntz, assistant manager of sales, 
International Harvester. 

“What it Takes to Earn a Profit | 
from Truck Sales”—Harold Draper 
sr. (Chevrolet), Saginaw, Mich. 








of what they were thinking about 
and how.they viewed their job. 

For some reason or other, most 
of the truck men I have talked to 
during the last year or so were 
either top dealer salesmen or deal- 
ers themselves and I had gotten 
into the habit of thinking that 
most dealers and salesmen, outside 
of the comparatively few top-notch- 
ers, weren’t what I would call 
“dyed in the wool” truck men with 
a sincere love for the business. 

* ed * 

BU this meeting I attended 

down in the old Sinton Hotel 
opened my eyes to the fact that 
there are still many young men 
who really like the truck business 
and the challenge that every con- 
tact gives them. 

It’s been a long time since I have 
seen over two. score fellows sit 
through two days of talks devoted 
to just one subject and look alive 
and alert during every minute of it. 

I must confess I went to sleep 

twice during a very long film 
that was put on by one of the 
component experts. Each time I 
came back to the land of the 
living I took a look down the 
room and was terrifically sur- 
prised to see every one of those 
salesmen intent on the film and 
eating up every point that was 
brought out, 

It kinda made me wish that I 
had had an opportunity to learn 
the finer points of selling heavy- 
duty trucks in sessions like this 
one. 

*” * * 


Demonstrations Best 


LEARNED the truck business 

the hard way by asking ques- 
tions and driving the trucks them- 
selves. As I look back now on my 
younger days in the business, I 
think I learned more by making 
demonstrations than in any other 
way. 

That and having some experi- 
enced operator tell me I didn’t 
know what I was talking about. 
That, of course, put a chip on my 


‘shoulder. 


Another good school I found 
was the “coffee stops” out on the 
highways where the over-road 
drivers would stop for their mid- 
night snacks, Many a time I 
would grab a couple hours’ sleep 
right after dinner and then drive 
out to one of these lunch rooms 
to be there around 11 o’cloek at 
night when the drivers would 
start to pull in. 

There is where I found that truck 
drivers have a lot of: pride in the 
(Continued on Page 21, Col, 2) 


their business was better or about 
the same, 
About half said their business 


in state appropriations for road 
and bridge construction also had 
affected them, 

All of the distributors viewed 
their business potential for this 
year as either excellent or good. 
Many made such comments as: 
“The market looks better than at 
any time in the past five years,” or 
“good, profitwise and volumewise.” 
A Rocky Mountain distributor said 
the market next year would be 
“excellent for anyone willing to 
work.” 





* * * 


Builders Upping Schedules 
7 optimistic outlook is in line 

with the planning of most 
truck factories. A quick check of 
major producers revealed that first- 
quarter manufacturing schedules 
are being upped from 20 to 33 per- 
cent on light-duty models, while 
heavy-duty truck output is due to 
run from 15 to 40 percent over the 
schedules for the like period a year 
ago. 

All makers of diesel-powered 
trucks seem to think the demand 
for diesels again will show an 
increase. Some makers also ex- 
pect a big demand for lighter 
diesel trucks, They think this 
demand will be spear-headed by 
over-road truckers who are giv- 
ing diesel pickup and delivery | 
trucks considerable attention, 
Truck-body and equipment distri- 

butors were asked: “If you foresee 
any increase in your business, in 
what types of bodies or equipment 
do you expect it to come?” 

The answers ran from dump and 
utility bodies to third axles and 
refrigeration equipment, 
that each expected the major 
transportation activities of his area 
to be expressed in increased busi- 
ness. 

In answer to “from what type of 
buyers do you expect most of your 
increased business,” most distribu- 
tors said contractors. Public util- 
ities, highway haulers, leasing and 


showing | _ 


rental agencies also were mention- 
ed frequently. Some said companies 
which use insulated or refrigerated 
bodies. 
* * a 

[Tu only disquieting note in the 

survey was seen in replies to a 
question as to whether the distri- 
butor relations with truck dealers 
had improved or worsened during 
the year. 

While nearly three of five dis- 
tributors said they felt their re- 
lations with the truck dealers 
had improved, only one said his 
relations with the dealers in his 
area had not changed, The others 
felt their relations had worsened. 

One Midwest distributor stated 
his case quite fully. He started out 

by saying: “Our dealer business has 
gone to ‘pot’ in our home city, but 
has strengthened in the hinter- 
lands. 

“Quite honestly, we feel all of 
our lines are quality lines and we 
have been trying to sell them at a 
decent profit to us. Our loca] deal- 
ers have taken on a lot of volume- 
type salesmen and they buy from 
price only. 

“Many of our old customers have 





’ 


Advanced Truck Training— 





in 60 


been sold on other makes of equip- 
ment by these volume boys, and 
the customer later found he got 
lighter or cheaper merchandise. 


“One truck salesman has even 
gone so far as to tell several cus- 
tomers that our merchandise was 
not immediately available, or our 
factory was closed down on ac- 
count of the steel strike, when ac- 
tually we had the merchandise 
right in stock, 

+ * * 


Buyer Called Cheated 


+ E such customer sent his 

truck in here Friday to have 
his (name omitted) liftgate serv- 
iced. We had to inform him that he 
didn’t have the make of liftgate he 
supposed he had bought. 

“We checked our quotation to the 
dealer for this particular customer 
and found we had quoted on an 
-—— liftgate and heavy duty stake 
body. The stake body on this truck 
was not heavy duty but was the 
lightest model in the manufactur- 
er’s line.” 

A Deep South distributor said: 
“With a better system of high- 

(Continued on Page 19, Col, 1) 





These are the truck salesmen, dealer truck sales managers and dealers who attended 


the initial advanced heavy-duty truck sales school put on by the Dodge Cincinnati 


region at the request of retail salesmen in the area. Normal truck schools, it was 


* * * 


felt, did not go far enough in preparing salesmen to sell heavy-duty units—especially 
the new diesel powered units recently added to the Dodge line. 


* * * 


Truck ‘Grad Course’ Proves Hit 


ETAIL truck salesmen in the 

Dodge Cincinnati region feel 
that this is the year when they can 
really capitalize on their selling op- 
portunities, 

And these men were not con- 
tent to just sit back and wait for 
this bonanza. They petitioned 
their regional truck manager, 
D. J. Sweeney, to do something 
to help them become better pre- 
pared to take advantage of this 
coming market. 

All of them had taken the fac- 
tory course in truck selling but, 
good as it was, they felt it did not 
go far enough, With a banner year 
approaching and the factory mak- 
ing diesel power available to them, 
they wanted to get deeper into the 
subject of selling heavy-duty 
trucks. 

They wanted to know how to 
talk to buyers who know trucks as 
well or more thoroughly than they 





TRUCK NEW PRODUCTS 


Page 26 





do and how to figure out the prop- 
er size of truck to suggest, 
* a ” 


| OTHER words, they just want- 
ed to be better prepared to meet 
the problem of selling heavy-duty 
trucks properly and be able to be 
of constructive service to the peo- 
ple they are calling on. 

So Sweeney got in touch with 
E. A. McAdams of the home office 
to see what could be done. The up- 
shot of the salesmen’s request was 
a three-day meeting to give these 
men a better grounding in heavy- 
duty trucks, Representatives of 
some of the major component 
manufacturers were pulled in to 
discuss their units and their appli- 
cation, 

Inasmuch as such a meeting 
was a new approach to Dodge 
sales training, the meeting was 
organized on a basis that would 
allow the men themselves to dic- 
tate the length of time that was 
put on each subject to a certain 
extent although an agenda for 
the three days was set up in ad- 
vance and held to as closely as 
possible. 

McAdams started the program by 





telling how a salesman could de- 
cide what truck and what com- 
ponents he would suggest. 

* * a 


Weights Are Worked Out 
HEN the rest of the first morn- 
ing session was devoted to 

showing these salesmen how to fig- 

ure weights on both front and rear 
axles with varying types of com- 
modities and types of trucks. 

Weight distribution was worked 

out on a blackboard, with the sales- 

men participating, for two and 
three-axle trucks and tractor-semi- 
trailer units. 

The group then took’ up 
clutches, transmissions and prop- 
er tires for each load application. 
Then the men were asked to 
refer the formulas worked out on 
the board to the information con- 
tained in their data books, But 
they made sure each man could 
work out the proper weight dis- 
tribution for himself before they 
left the subject. 


Eight component manufacturers 
(Continued on Page 20, Col, 1) 
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Record Sales Possible, They Say... 


Equipment 


Dealers 


See Prosperous °60 


(Continued from Page 18) 


ways, many private businesses 
are either leasing or buying over- 
road equipment to transport 
their own products, It is our 
opinion more freight than ever 
will move by truck in place of 
railroads.” 

A Florida distributor said “I am 
of the opinion, after a very care- 
ful study, that 1960 will be a ban- 
ner year.” 

Another Deep South outlet re- 
ported, “we have found that lots 
of equipment needs replacing, plus 
new financing plans by several 
truck companies and new rental 
propositions, Business as a whole 
looks to be very promising for 
1960.” 

A Southern California man said 
“many men here are planning the 
purchase of a volume of trucks, but 
our area situation is not average 
because our growth means addi- 
tional business.” 

This distributor may think that 
because Southern California is on 
the boom, his situation may be dif- 
ferent, but the survey seems to in- 
dicate differently. 

ok ok 




































* 


oc a great many sections 
of the country are on the boom 
or there is pent-up truck-purchas- 
ing power which top equipment 





Diveo Honors 
29 Distributors 


DETROIT.—Roy H. Sjoberg, 
sales vice-president for Divco 
Truck, announces names of 29 
“quota buster” distributors of Divco 
trucks for the 1958-59 fiscal year. 
They are: 

Bruckner Truck Sales, Inc., Am- 
arillo, Tex.; Geo. Byers Sons, Inc., 
Columbus, O.; Carolina Garage, 
Inc., Winston-Salem, N. C.; Cernig- 
lia Motors, Inc., Bronx, N. Y.; 
Detroit Divco Truck Sales, Inc., 
Detroit; Diveo B & M Garage, 
White Plains, N. Y.; Divco Eastern 
Canada, Ltd., Montreal; Divco Long 
Island Sales & Service, Middle Vil- 
lage, N. Y.; Diveo Ontario Sales, 
Ltd., Toronto; Divco Service Cen- 
ter, Irvington, N. J.; Diveo Truck 
Sales & Service, Atlanta; Divco 
Washington Sales Corp., Washing- 
ton; Dunham GMC Co., Inc., 
Birmingham, Ala. 

Engs Motor Truck Co., San Fran- 
cisco; Highway Transport & Equip- 
ment Co., Chicago; Hirlinger Truck 
Sales, Inc., Cincinnati, O.; Inland 
Diesel & Machinery Co., Spokane, 
Wash.; Domingo E. Luina, Baya- 
mon, P. R.; Mountz Truck Co., 
Springfield, Ill.; Phillips Bros. 
Garage, Inc., Buffalo; Pierce Chev- 
rolet, Inc., Pawtucket, R. L.; Ral- 
eigh Mack Sales, Inc., Raleigh, 
N. C.; Rihm Motor Co., St. Paul; 
August Schmidt Co., Milwaukee; 
L. B. Smith, Inc., Syracuse, N. Y.; 
Springfield Trucks, Inc., Spring- 
field, Mass.; Truck Equipment Co. 
of Arizona, Phoenix, Ariz.; Wood 
Diamond T Sales Co., Des Moines, 
and Worcester Divco Co., Wor- 
cester, Mass. 


Bad Lights Called 
Top Truck Fault 


TRENTON, N. J.—David D. Fur- 
man, State attorney general, said 
that most of the summonses issued 
by State Police in recent spot 
checks were the result of truck 
light deficiencies. 

Of 1,083 trucks checked, Furman 
said, 76 drivers received summonses 
and 31 were given warning cita- 
tions, 

He said 51 of the summonses 
were for lighting defects. Nineteen 
operators were ticketed for having 
no tail lights, 18 for having no stop 
lights and 14 for inadequate main- 
tenance of rear lamps. 





European Autos Moves 
ALEXANDRIA, La. — European 
Autos, handling BMC lines and 
Rolls-Royce, has opened for busi- 
ness in a new location at 925 Mur- 
ray St. 





| men think is about to bring a flood 


of buying. 

And judging from a survey 
made among top truck dealers a 
short time ago, many dealers will 
not be in position to capitalize 
on this boom unless they build 
up their sales force and stocks. 
For instance, if many states re- 
activate road-building projects that 
were curtailed last summer, con- 
tractors will want dump trucks and 
trailers in a hurry, and these units 
are not built overnight. The dealer 
who can deliver the equipment im- 
mediately will get this business, 





and get it on a better profit basis 
than if he had to hold the customer 
off for several weeks or months. 

This does not mean that every 
dealer should buy a lot of trucks 
and trailer dumps without know- 
ing from where his business may 
come. But it does mean that the 
dealer with his eye on top profits 
should be canvassing every con- 
tractor who might be influenced 
by such a reactivation of state pro- 
grams, and other firms that indi- 
cate they will be in the market. The 
dealer should find out what equip- 
ment these prospects will need and 
when, 

When he has this knowledge 
about all potential buyers, the deal- 
er will be in much better position 
to place his 90-day orders and 
schedule deliveries at the time des- 
ignated by his potential customers. 

And with a banner year ap- 





Datsun Pickup Introduced in U. S.— 


A half-ton pickup truck has been introduced in the U. S. market by Datsun. Standard 


proaching, the prudent dealer will} equipment on the Japanese-built vehicle includes turn signals, dual rear bumpers, 
shoot for a satisfactory gross and| outside rear-view mirror, oil and gas filters, heavy-duty oil-bath air cleaner, under- 


not give his profits away. 


hood courtesy lamp, all-vinyl interior, tool set, spare wheel and tire. 





Maximum payload... greater hauling power ... 





easier handling . . . plus all the advantages of the 
conventional truck. That's what you get in the new 
Brockway “87-incher”...and more. Here are a few 
of the new Brockway Huskie features: Wider choice 
of power — gasoline or NH diesel series @ Larger 


cooling capacity ® Improved power steering 
@ All steel, Safety-View Cab @ Dual Headlights 
® Step-Aside fenders @ Easy-Access maintenance. 


BROCKWAY 


" 
Irucks the new 


Like all Brockway Huskie 


‘87-incher” is built to haul your load over the 






terrain you haul it. Quality components are 
matched and balanced to fit the exact re 
quirements of your job. And Brockway’s 
unique flexible production methods offer you 
efficiency and economy that no mass-pro- 
duced truck can equal, Call your Brockway 
representative. Let him show you how Brock 


way can point your way to higher profits. 


A Living Legend of the Highway 
for more than 45 years. 


MOTOR TRUCKS conrmann, x.y. 


Division of Mack Trucks, Inc. 
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Salesmen Ask For It... 





Truck ‘Grad Course’ Proves Hit 


(Continued from Page 18) 


were represented in the meeting, 
some by more than one man. 

Since correct axle and transmis- 
sion are so closely linked with 
total weight to be carried and the 
distribution of the load, experts 
from an axle and a transmission 
manufacturer followed with their 
presentations, 

* * * 

- THE afternoon, experts from 

an automatic-transmission 
builder, a manufacturer of heavy- 
duty-dump equipment and a com- 
mercial-body builder completed 
that part of the program. 

Because the Cincinnati part of 
this school was scheduled for only 


two days, only one firm represent-|— 


ing each type of component could 
be invited. Each was asked to keep 
his remarks on as much to an in- 
dustry basis as possible to give the 
salesmen as broad a picture as pos- 
sible in the limited time available 
and to keep product selling out of 
the meeting. 

These sessions on components 
were followed by talks by Mopar 
men on parts availability and 
how to make certain that the 
customer’s truck was not held 
up for lack of a part anywhere 
in the nation, D, A. Geil, central 
area new-truck manager of 
Dodge, explained the various fi- 
nance plans available to the deal- 
ers and the advantages of each 
plan. 

Then the meeting moved over to 
Columbus, Ind., the home of Cum- 
ming Diesel. The thitd day was in- 
vested in first-hand information 
about the Cummins diesel engines 
which Dodge has added to the 
power line for the coming year. 

+ a 


Salesmen Interested 


S STATED, the men were free to 
join in the discussions and they 
did so in no uncertain terms, The 
nearly 30 salesmen who attended 
both days’ school] in Cincinnati 
demonstrated by their interest and 
the pinpoint questions they asked 
that such a school filled a big void 
in the heavy-duty-truck program. 
In fact, William Hanway, truck 
sales manager for Dodge, stated at 


- the conclusion of the meeting that 


similar schools will be held in each 
region and that McAdams has been 
assigned to working out the details 
of the program. 

As an observer sitting in on 


ow to sell better 
customers on a 
basis and the dealers 
work for will profit greatly 
by making it possible for them 
to attend the school. 

Practically every company has a 
truck sales school of one type or 
another but usually they are de- 
voted to telling the salesman how 
he can locate prospects and follow 
them up to get the order. 

“Nuts and bolts” schools of this 
type devoted strictly to the selling 
of heavy-duty equipment that rub 
every salesman’s nose deeply into 
the mechanics of figuring out the 
proper truck with the proper com- 
bination of components to fill the 
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hauling needs of the user are far 
too few, 
+ * * 


T IS the belief of those who sat | 


in on this schoo] that, if more 
such schools were held, dealers 
could realize more profit from their 
truck sales, they would generate 
more satisfied customers, salesmen 
would be better compensated and 
owners would not be near so prone 
to buy on price alone, 

Every truck buyer is 
interested in how.he can cut his 
cost of hauling whether he be in 
the trucking business per se or 
uses trucks as an important part 
of another business, When he is 
convinced that the salesman who 





Hubbard Buys Out Dempsey 


NAUGATUCK, W. Va. — Delmar 
Hubbard, Williamson, has purchas- 
ed the interest of Jack Dempsey in 
Pauley & England Ford Sales here. 
Hubbard has been in the auto busi- 
ness 20 years. 


keenly | 


calls on him knows how to in- 
telligently work with him to 
achieve these results, he is going 
to listen, at least. 

And, if the facts are presented in 
such a manner that the buyer can 
see that they are the result of the 
salesman’s knowing his product 
and its best application, most truck 
|men are inclined to wonder if their 
own preconceived ideas of what 
they need will stand up under the 
| same logical and factual analysis. 

* * * 


Builds a Following 


T IS on such a basis that most 

successful truck dealers build 
their customer following that 
comes back to them year after year 
and truck after truck. 

Among the Dodge dealers who 
attended the heavy-duty-truck 
school were William P. Heil, Heil 
Motors, Cincinnati; D, A. Miller, 
Lancaster Motors, Lancaster, O.; 


ence, Ky.; Ed McGuinness, Schus- 





ter-McGuinness Motors, Cincinnati, 


Bill Land, Land Motor Co., Emin-| 








90-Degree Accessibility— 

Complete and effortless engine accessi- 
bility is said to be the chief feature of 
the new ftilt-cabs produced by Peterbilt 
Truck Co., San Francisco. Raised hydraulic- 
ally, the cab tilts forward to lock auto- 
matically at either of two servicing posi- 
tions: 55 degrees for normal servicing, or 
90 degrees for removal of the engine or 
radiator at overhaul periods. To make 
engine test-running a one-man operation, 
an auxiliary starter and ignition switch 
and compression release is conveniently 
located for starting and test running the 
engine while the cab is in the tilted 
position. 


and Harold M, Eyler, Brown Coun- 
ty Motor Sales, Russellville, O. 
Sales managers, truck manag- 





ers and salesmen who attended 
included Robert H. Rea, sales- 
man, Galtain Motors, Warsaw, 
Ky.; Ernest L. Neff, truck man- 
ager, Spitzer Motors, Columbus, 
O.; Carl Heinrichs, truck man- 
ager, Dayton Reliable Motors, 
Dayton, O.; Max Stein, general 
manager, Foster Motors, Inc., 
Cincinnati; Fred E. Woolwine, 
salesman, Atlas Motors, Inc., Cin- 
cinnati; F. M. Hipsher, salesman, 
Button Motors, Inc... Kokomo, 
Ind.; Harold E, Rayl, truck man- 
ager, Button Motors, Inc., Koko- 
mo, Ind.; George J. Bourgraf, 
sales manager, Heil Motors, Cin- 
cinnati; Otto Thuerbach, sales 
manager, Capital City Dodge 
Truck Center, Indianapolis. ; 
Lendell Martin, truck salesman, 
Capital Motors, Indianapolis; Ed- 
ward H, Lechner, truck salesman, 
Capital Motors, Indianapolis; Ed 
Kasper, sales manager, F. M. Sut- 
ter, Inc., Columbus, Ind.; Jack W. 
Fobes, truck manager, Fadely-An- 


derson, Inc., Indianapolis; C. R. 
Wallingford, salesman, Covington 
Auto Sales, Inc., Covington, Ky.; 


William B. Munson, sales manager, 
Fred Guy, Inc., Muncie, Ind.; Bob 
Tupman, salesman, Swope Motor 
Co., Winchester, Ky., and C. J. 
Raush, salesman, Trenor Motor 
Sales, Columbus, O. 








SPICER HEAVY-DUTY 
STAND UP UNDER THE 


Tough Spicer Heavy-Duty Clutches run cooler, last 
thousands of miles longer on any job where extreme 
torque loads are being controlled. Many truck fleets 
report Spicer clutch life of 200,000 miles or more! 
And it’s no wonder, for Spicer Clutches have these 
built-in advantages. 





— 
le 


i. 








Ford with a Plow— 


“There's no business like ‘snow’ busi- 
ness" could well be the slogan of Douglas 
Motors Corp., Milwaukee, manufacturer of 
Western snow plows and wrecker equip- 
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rigs they “wheel,” if they think 
they have a good unit. All you have 
to do to get a real “hassle” started 
is to make some disparaging re- 
mark about one of the rigs parked 
outside the “eaterie.” 
* * * 
N PRACTICALLY every case, 
the driver of that rig would 
bridle up and give you an argu- 
ment and the other drivers would 
then pitch in to give that driver 
a hard time. 

I learned a lot about trucks of 
all makes—and there were around 
200 makes in those days which left 
a lot of room for arguments, Of 


ment. The company, after looking over| course, that was in the days of the 


specifications of the Ford four-wheel pick- 
up, designed plows and wreckers adapt- 
able to the new units. Douglas had a defi- 
nite market in mind in designing 
equipment. Four-wheel drive vehicles with 
snow plow attachment have become basic 
equipment to many service station oper- 
ations, particularly in the snow belt of 
the U. S. 


assembled trucks and you could 
take the name plate off one truck 
and it might fit over half of the 


the| trucks in the lot as far as com- 


ponents were concerned. 

Another source of great educa- 
tion was to go out to a firm that 
I wanted to sell and haunt their 
trucking problem for a couple 


eo ce eo By Jack Weed 





of days before I would even go 
near the office to talk my unit. 

I well remember checking the 
incoming and outgoing loads of a 
chain grocer for several days, get- 
ting up at 2 o’clock in the morning 
to be at the warehouse and green 
goods house before the trucks going 
to the suburban stores started to 
load. * * «& 


Hard to Understand 


fie that kind of a background, 
one gets a little weary and 





Dayton Steel Acquires Firm 


DAYTON, 0. — Dayton Steel 
Foundry Co. has announced the ac- 
quisition of R. B. S, Ignition Points, 
Shawnee, Okla, Formerly known as 
the R. B. S. super tungsten ignition 
point, the product now will be mar- 
keted nationally by a subsidiary 
company, Dayton Automotive Prod- 
ucts Co., under the name of DACO 
super tungsten ignition point, the 
firm said. 


upset to have dealers and truck 
sales managers say they don’t have 
the time to sell bodies and equip- 
ment or to demonstrate to a pros- 
pective buyer. It does make it easy 
to understand why this type of 
dealer or salesman sells mainly 
on price. 

There’s a truck dealer down In- 
diana way, however, who doesn’t 
miss many bets selling trucks. 
While I’ve known Jerry Tobin long 
before he went into a deal of his 
own, I didn’t know of one of his 
recent promotions until Jim Nich- 
ols of the Indiana Motor Truck 
Assn, told me about it. 

Jerry is president of Graham 
Motor Sales Co. (Ford) in Bloom- 
ington, the home of Indiana Uni- 
versity. Jerry and Jim selected 11 
professional truck drivers with 
safe-driving records totalling 264 
years and 13,052,940 miles. 

Top man in the “team” has a 
record of 32 years of non-charge- 
able-accident driving to his credit 
during which he has steered his 
truck through 2,385,000 miles. The 
low man has a record of 21 years 
and six months’ safe driving. 

* + * 

ERRY’S stunt was to have the 

governor of the state give each 
man on Jerry’s team an award be- 





‘CLUTCHES BEAT THE HEAT, 
TOUGHEST PUNISHMENT! 









Internal Adjustment— provides a method of restor- 
ing the clutch to “like new’ capacity. This is ac- 
complished by means of an adjusting ring which can 


be turned as wear occurs. 


Pressure Springs—entirely free of contact with the 
a plate. This greatly reduces the possibility of 
eat set of springs with subsequent loss of capacity. 


Uniform Contact Pressure—eliminates uneven wear. 


uct information. 





WRITE for Bulletin 500, a 12 page illustrated 
booklet on Spicer Heavy-Duty Clutches. Contains 
drawings, technical data, applications and prod» 





Smoother Engagements—flexing of multiple levers 
produces cushioning effect, eliminating the need for a 
more expensive cushion disc. 


Reduced Friction—less pedal effort to release clutch. 
Release Parts Furnished with Clutch—no further 
engineering or purchase of parts is necessary. 

No Special Tools Needed—maintenance performed 
without expensive special tools. 


Spicer Heavy-Duty Clutches are 
available in 13” 2-plate, 14” single 
and 2-plate, and 15%” single and 
2-plate sizes. All Spicer Heavy-Duty 
Clutches are available with ceramic 
facing for added torque capacity. 





CORPORATION 


Toledo 1, Ohio 


Serving Transportation—Transmissions « Auxiliaries « Universal Joints « Clutches « Propeller Shafts « Power Take-Offs 


e Torque Converters « Axles « Powr-Lok Differentials » Gear Boxes « Forgings « Stampings « Frames Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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tween halves of the Indiana-Illinois 
football game that was played in 
Bloomington last September. 
Jerry also was the first dealer 
to my knowledge to hold a show in 
his own grounds, cosponsored with 
the better body and equipment dis- 
tributors in his area last year. 

Shows like these and caravans 
such as were held last year in 
several sections of the country 
have always been beneficial in 
creating interest on the part of 
the truck users in buying new 
equipment and in helping sales- 
men get a better understanding 
of what the proper body and 
equipment can do to make a cab 
and chassis a profit-earning haul- 
ing unit. 


I certainly hope that the four 
truck company sales managers who 
will man the truck panel at the 
NADA convention on Monday aft- 
ernoon as well as Harold Draper 
(Chevrolet), Saginaw, Mich., who 
will also be on the program, will 
plug the worth of shows and cara- 
vans of completely equipped trucks 
for I am certain that they do serve 
as a top educational medium for 
truck salesmen as well as creating 
a buying urge in many truck own- 
ers who don’t realize that they can 
get more efficient units than the 
ones they own. 

ag * +” 


Many Bridges Unsafe 


= of the bridges in 
the State of Oklahoma are 
being posted as unsafe for loads 
of more than 15 tons according to 
a recent announcement by Okla- 
homa Highway Director Lee B. 
Washbourne. 

When 493 bridges in a state the 
size of Oklahoma are restricted to 
loads that virtually eliminate truck 
travel, that means that a whole lot 
of roads in Oklahoma are practic- 
ally barred to truck use. This will 
cost the citizens of that state a 
lot of money and inconvenience. 

The need for taillights on all 
motor vehicles to be brighter and 
visible for at least 1,000 feet, 
instead of the 500 feet now re- 
quired in most state statutes, has 
been presented to the National 
Committee on Uniform Traffic 
Laws. 

Higher vehicle speeds, especially 
prevalent in turnpike traffic and 
the appalling number of rear-end 
collisions on turnpikes, freeways 
and other limited-access roads was 
cited as the reason by those spon- 
soring the motion. 

I couldn’t say it before the first 
of the year as it would have look- 
ed foolish in my Dec. 7 column but 
I hope you will bear with me when 
I say “Happy and Prosperous New 
Year” to all of you who read this 
—and especially to you truck men 
everywhere. 


Highway Trailer Opens 
Factory Branch in Newark 

NEWARK, N. J.—Highway Trail- 
er Co. has opened a $500,000 factory 
branch building at Avenue I and 
South St., Newark. 

Located on a three-acre site on 
US-1, the branch will serve High- 
way Trailer’s Eastern customers. 
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Truck News in Brief 


NEWARK.—Pan-Atlantic Steam- 
ship Corp. announces it has started 
connecting sea-land service from 
the Northeast for air and highway 
delivery to Latin America, 

The sea-land-air cargoes travel in 
truck-and-ship through-trailers to 
New Orleans, then by TACA Inter- 
national Airlines to Mexico and all 
Central America, Sea-Land has 
linked up with trucking service into 
Mexico at Laredo, Tex. 


* ea * 

Danish Army Orders 
500 Jeeps from Willys 

TOLEDO.—The Danish Army has 
ordered 500 M38A1 military Jeep 
vehicles from Willys-Overlang Ex- 
port Corp., according to L. K. Co- 
velle jr., vice-president and general 
manager. 

The vehicles will be manufactur- 
ed in Toledo for delivery by the 
end of April, 1960. Covelle said they 


On the Open Highway, Travel at Top 
Legal Speeds in Eaton’s ‘SHIGH’’ Range 





In Stop-and-Go Traffic, 
Maneuver Efficiently in Eaton’s ‘‘LOW”’ Range 


would be the same as the standard 
military Jeep units now used by the 
U. S. Army and other NATO and 
SEATO countries, 

* * + 


Thiokol Adds 17 IH Trucks 


To Its Utah Division Fleet 

TREMONTON, Utah.—Utah divi- 
sion, Thiokol Chemical Corp. has 
added 17 International trucks to 
its 93-unit fleet as part of an ex- 
pansion program, . 

All trucks in the fleet are leased 
and all are International models, 
ranging from pickups to heavy- 
duty diesel-powered highway trac- 
tors. Harris Truck & Equipment 
Co., Tremonton, leases Thiokol’s 
Utah division its truck fleet, 

* + 


New York Highway Units 


Buy 101 Internationals 


ALBANY.—The New York State 
Public Works Department has an- 


nounced the purchase of 84 heavy- 
duty International model R-202 
trucks as replacement units for its 
snow removal fleet. The department 
operates approximately 500 trucks. 

The New York State Thruway 
Department at Elsmer also has an- 
nounced the purchase of 17 Inter- 
national model R-202 trucks as an 
expansion of its 200-truck fleet. 


These new models also will be used | 


for snow removal work. 
* a * 


Special FWD Truck 


Is Built for Ohio Users 

CLINTONVILLE, Wis. — FWD 
Corp. has announced it is building 
a special truck for Ohio concrete 
producers that meets State gross 
load laws for three-axle trucks. 
Ohio limits the rear-tandem weight 
to 31,500 pounds, FWD said, mak- 
ing it necessary to carry up to 
18,000 pounds on the front axle for 
maximum profitable loads. 

A new use for the FWD “Blue 
Ox” farm, utility and logging ve- 
hicle also was announced. Hal Bick, 
owner of Y & O Fertilzer Co., Bil- 
lings, Mont., said he uses the 
wheeled tractor unit to spread fer- 


An Eaton 2-Speed Axle gives your truck two distinct 
operating ranges—a “HIGH” Range and a “LOW” Range. 
On the open highway, operating in the “HIGH” Range 


enables drivers to maintain top legal speeds at lower 
engine R.P.M. Engines last longer and trucks go farther 


on a tankful of gas. 


In Jacksonville, Fla. 





In city traffic, operating in the "LOW" Range gives 
greater maneuverability and engine efficiency. There's 
less wear on clutch, transmission, and drive line. And— 
even under adverse conditions—the “LOW” Range 
provides plenty of power to pull out under full load. 

Eaton 2-Speed Axles reduce driver fatigue, provide 
added operating safety, cut hauling costs, and make trucks 
last longer. 


é 
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EATON 


2-SPEED 






AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 


department in the front and 17,000- 
square-foot servicing area in the 
rear. The service department has 
drive-through bays with facilities 
for servicing 30 trucks. 

ca x 


Consolidated Freightways 


Gives Brown Big Order 

MICHIGAN CITY, Ind.— Brown 
Trailer division, Clark Equipment 
Co., has been awarded a $1.5: mil- 
lion order by Consolidated Freight- 
ways for 102 highway trailers and 
105 insulated cargo containers, ac- 
cording to John R. Wood jr., acting 
division general manager. 

The order includes 72 new 40- 
foot-long insulated aluminum trail- 
ers and 50 new 27-foot flatbed 
trailers for use in the trucking 
company’s Western operations, plus 
105 new 27-foot insulated cargo con- 
tainers for Consolidated’s contain- 
ership service to Hawaii, Wood 
said. 





Jones White Truck 


Opens New Quarters 


SPOKANE—Jones White 
Truck Co. has opened its new 
$250,000 headquarters at Third 
and Howe. George R. Jones is 
chairman of the firm and O. W. 
Killian is president. Jones also 
is chairman of Geo. R. Jones, 
Co. (Chrysler-Plymouth-Impe- 
rial), 

The firm also handles distribu- 
tion of parts and accessories for 
White, Autocar, Reo and Dia- 
mond T trucks. 















tilzer on irrigated ranches and 
farms in his area. 
* aa * 


White Opens New Branch 


* 


Missouri Urged ta Boost 


Gross Truck-Weight Limit 

JEFFERSON CITY, Mo. — The 
Missouri Bus & Truck Assn, has 
adopted a resolution urging an in- 
crease in Missouri’s gross truck- 
weight limit of 64,650 pounds, 

No figure was mentioned, but the 
resolution noted that all but one 
of the states to the west and many 
to the east have a limit or 72,000 
pounds, It suggested a limit “more 
closely in accord with the modern 
limits permitted in a majority of 
the states.” 


JACKSONVILLE, Fla.— White 
Motor Co. has formally opened its 
new branch at 5175 W. Beaver St. 
It will provide sales, parts and 
service for White and Autocar 
trucks. 

The 32,000-square-foot building is 
of the latest “T” shape design, with 
office and 10,000-square-foot parts 


* * * 


Highway Trailer to Build 


Containers for Ships 

NEW YORK.—An order in ex- 
cess of $2 million for cargo con- 
tainers hag been awarded to High- 
way Trailer Co. by Erie & St 
Lawrence Corp. 

The order calls for the July 1, 
1960 delivery of 900 specially de- 
signed cargo containers earmarked 
for two Erie & St. Lawrence “Con- 
tainerships” now under construc- 
tion, 


500 Jeep Trucks Ordered 


For Indonesian Army 

TOLEDO.—An order for 500 Jeep 
vehicles has been received by 
Willys-Overland Export Corp. from 
the Indonesian army, according to 
L. K. Covelle jr., general manager. 

The 500 quarter-ton trucks will 
be produced in Toledo and shipped 
to the Willys distributor in Indo- 
nesia for assembly, Covelle said. 
The vehicles will be the military 
version of the four-wheel drive 
CJ-5. 

* ok x 

Shippers, Motor Carriers 


Form New Trade Group 


WASHINGTON.—A new national 
association has been formed to 
represent the interests of shippers 
and motor carriers. 

Arthur W. Todd, Lincoln Elec- 
tric Co., Cleveland, was named 
temporary president of the group 
at a meeting in Chicago. He said 
the group will be known as the 
National Assn. of Shipper-Motor 
Carrier Conferences. 

oF om * 


12 Dealer Franchises 


Awarded by Diamond T 


CHICAGO.— Diamond T Motor 
Truck Co. has added 12 dealers, 
including one each in Canada and 
Hawaii. They are: Mid-Pacific 
Truck Sales, Honolulu, Hawaii; 
Diesel Sales & Service, Ltd. Bur- 
lington, Ont.; Russell Trading Co., 
Harlingen, Tex.; Rockford Truck 
& Equipment Co., Rockford, IIl. 

Truck Mart, Inc., Indianapoligj 
Diamond T Trucks of Pittsburgh, 
Pittsburgh; Wayside Motor Serve 


Sales, Inc., Savannah, Ga.; Deam 

Powers Diamond T, Cedar Rapid@, 

Ia.; Edward Parkinson Co., Miami; 

United Truck & Bus Service Co, 

Cranston, R, IL, and Truck & 

Trailer Sales, Inc., Oklahoma City. 
* * * ? 


81 Truck-Rental Outlets 


Added by Avis System 

BOSTON.—Avis Rent-A-Car Sys- 
tem has added 81 truck franchise 
locations throughout the U, S., ac- 
cording to Winston V. Morrow, ex- 
ecutive vice-president, 

He said the expansion is designed 
to meet the demand from industry 
to provide transportation during 
peak periods. Avis truck-rental lo- 
cations usually have panel, open- 
stake and van-type units, he said. 


ice, Danville, Va.; Truck & Trailer 
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$11,000 in Prizes Won | 
By 120 in Tyrex Contest 


NEW YORK.—More than 120 
tire dealers or their employes have 
won $11,000 in merchandise prizes 
since the start of the $45,000 “Tiger 
Bonanza” contest sponsored by 
Tyrex, Inc., according to William 
Dalton, president of the nonprofit 
association promoting the use of| 
Tyrex viscose cord in tires. 

Contestants received in advance 
of each week’s competition direct- 
mail pieces containing specific in- 
formation about Tyrex viscose tire 
cord. To win a prize, the contestant | 
had to answer during a phone call 
a question about the information 
contained in his direct-mail piece. 

+ x of 


Free Fan Belts, Hose Offered 


With Durkee-Atwood Display 

MINNEAPOLIS.—A special free 
offer of two “Factory Fresh” auto- 
motive fan belts and one “Kwik 
Flex” radiator hose with purchase 
of Durkee-Atwood Co.’s exclusive 
combination fan-belt-and-radiator- 
hose merchandising stand has been| 
announced by the Minneapolis firm. 

The display stand and assort-, 
ment includes 30 belts and 24 sizes 
of “Factory Fresh” fan belts and| 
24 pieces and 17 sizes of “Kwik; 
Flex” radiator hose. 

A‘ 
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Carter, Autolite Trainees 


Graduated in Philadelphia 

PHILADELPHIA. Combined 
graduation exercises for Carter 
Carburetor division’s power center 
training class No. 3842 and Electric 
Autolite Co.’s technical training 
class No. 113 were held by Auto 
Equipment & Service Co. at the 
Rifle Club here. 

Participating were: Russell W. 
Bischof, Eastern service engineer, 
Carter Carburetor; William Mc- 
Crea, service specialist, Electric 
Autolite; John A. McCuen III, sec- 
retary, Auto Equipment & Service 
Co.; Jack Kersky, the latter firm’s 
educational director, and A. P. 
Costella, service vice-president. 

* * * 


Diehl Names 3 Jobbers 


For Retread Equipment 

WABASH, Ind.—Appointment of 
three jobbers to handle Diehl re- 
tread equipment has been announc- 
ed by John Collinge, president of 
G. M. Diehl Machine Works, Inc. 
They are: 

Mohawk Rubber Sales of New 
England, Inc., Boston (all New 
England states); Emil Milbert, 
Vineland, N. J. (Eastern Pennsyl- 
vania, Delaware and New Jersey), 
and Balloon Tire Mould Co., Inc., 
Los Angeles (all of California). 

a K * 


Mezey Appointed Rep 
JANESVILLE, Wis. — Mezey 
Agency, Inc., 1800 Fisher Building, 
Detroit, has been appointed sales 
representative to the automotive 
industry by Rock River Woolen 
Mills. 





* * * 


Wyandotte Distributor 

DETROIT. — Wyandotte Chemi- 
cals Corp.’s J. B. Ford division 
announced the appointment of 
Frederic B. Stevens, Inc., as a dis- 
tributor for Wyandotte metal 
cleaning and finishing products in 
Michigan, Ohio and Indiana. 

. 


* * 


Beck Warehouse Opens 

BUFFALO.—A wholesale ware- 
house for Beck parts has been 
opened by Hettrich Electric Serv- 
ice, Inc., 1032 Ellicott St. The 
warehouse serves most of New 
York and upper Pennsylvania. 

+ ot 





Gross Division Presents 


Tool Kit to Trade School 


PELHAM MANOR, N. Y.—The 
engines and parts division of Ed- 
ward G. Gross Corp., formerly Cor- 
etti-Gross, Inc., has presented a 
master mechanic’s tool set with 
wheeled cabinet and chests to Vo- 
cational High School, Westchester 
County. 

The award, an annual presenta- 
tion, will go to the school’s out- 





In Parts and Accessory Distribution 


standing automotive trades’ stu- 
dent, It was presented during a 


| week-long open house staged by| 


the company. 
+ ok 


New Building Planned 


BURLEY, Id.—Service Parts Co. 
will construct a new building here. 


The firm has 14 stores in Idaho 


and Eastern Oregon and employs 
100 persons. 
of * * 


Thompson Products Briefs 


Sales Aides on ’60 Programs 


CLEVELAND.—District sales 
managers for Thompson Products 
automotive replacement parts at- 
tended the annual sales confer- 
ence here. 

Meeting with regional man- 
agers and R. L. Nardi, division 
sales manager, the program in- 
cluded a review of the latest 





developments in new and improv- 
ed automotive replacement prod- 
ucts and a preview of Thompson’s 
| 1960 advertising and merchandis- 
ing programs. 

+ 


* + 
Thermoid Appoints 2 
TRENTON, N. J.—Northeastern 
| Auto Parts Distributor Corp, 
Kingston, Pa., and American Auto 
| Parts, Buffalo, have signed con- 
} tracts to be distributors for Ther- 
moid division, H. K. Porter Co. 
* * = 


Purolator Offers Free Razor 


In °60 Filter Program 


RAHWAY, N. J.—The Purolator 
“Bonanza” merchandising programs 
is offering a Schick three-speed 
electric razor as the bonus in the 
1960 program, according to James 
B. Lightburn, Purolator vice-presi- 
dent. 

He said the razor is included in 


every “Bonanza” carton of 30 Pur- 
olator oil-filter refills. There is no 
limit on the number of cartons and 
free razors which the dealer can 
acquire, he added. 

oe Bd * 


| Surplus-Goods Show 


To Offer Auto Items 
| NEW YORK CITY.—Automotive 
parts, motors and accessories will 
| be among items offered for sale at 
the 10th annual trade show and 
convention of the Institute of Sur- 
| plus Dealers here Jan. 24-26. 

The affair will be held in the New 
York Trade Show Building, Eighth 
| Ave. and Thirty-fifth St. 


* * * 
Glass Shop Expands 


SACRAMENTO, Calif—A mer i- 
can Glass Co. has opened a branch 
in Carmichael, its fourth store in 
the Sacramento area. It will stock 
| Shat-R-Proof auto glass and re- 
placement parts. 


Mike Higgins Deal Moves 

CINCINNATI. — Mike Higgins 
Autorama (Studebaker) has opened 
in its new $100,000 headquarters at 
7777 Vine St. The building has 8,000 
square feet of floor space. 





Service Program— 


Sun Electric Corp., Chicago, has an- 
nounced a “Satisfaction Guaranteed” en- 
| gine service program for dealers, service 
stations, and independent repair shops. 
The program is designed to help owners 
of Sun equipment get increased service 
volume. Spearheading the program is a 
national consumer advertising campaign. 
Heart of the program is this three-color 
display poster which service outlets dis- 





play to attract more service work. 








Now...even more luxury! 


AnJmperialautomobile puts one at ease instantly. 
Its beauty, graciousness and luxury induce con- 
tented relaxation... therestfulassurance that here 
is truly superb motoring. 


Exemplifying this security and comfort is AUTO- 
PILOT, first offered by Imperial as an optional 
safety-and-convenience driving feature. 


AUTO-PILOT warns with resistance at the acceler- 


ator pedal when a pre-dialed speed is reached, 


but never questions the driver's right to go faster. 


IMIPE 


For the toll-way or open road, 
ables one to maintain any dialed 


AUTO-PILOT en- 


speed, with foot 


off the accelerator, yet it instantly disengages at 
the slightest touch to brake. Thus, the driver is 
freed from the effort of pressing constantly on 
the accelerator...and his eyes can be always on 
the road, freed from speedometer watching. 


AUTO-PILOT is another luxurious element in the 


safety and comfort enjoyed by Imperial owners. 


RIAL 


Auto-Pilot is supplied by the Speedostat Division, Perfect Circle Corporation, Hagerstown, Indiana 





The toy model Ford 
tractor-loader-backhoe 
shown is available, 
from Tractor and 


Implement Division, 
Ford Motor Company, 
Birmingham, Michigan. 











FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢ NO. 168 OF A SERIES 


MOUNTAINS 
...0R MOLEHILLS 


When is earth removal child’s play? It makes little difference whether the job 
calls for Ford’s mighty tractor-loader-backhoe or junior’s perfect working scale 
model of this triple-duty giant. Man or boy can “work wonders” with Ford 


industrial tractors. 


Take the full-scale model. This one-man “work gang”’ is equally proficient at 
backfilling, dozing and grading. With one of the largest hydraulic backhoes in 
the industry, it can dig a trench 14 feet in depth. And the tractor’s 3-point 
hitch system makes it instantly adaptable to blades, scarifiers, posthole diggers, 
scrapers and many other rear-attached tools. 


Impressive, too, are the superior features found in Ford industrial tractors, in- 


cluding a full-length load-carrier frame, heavy-duty I-beam axle, an 11,000-lb. 
impact protective grille, and Ford’s famous power-packed “‘Red Tiger’’ engines. 


Add to all this the best cycle time and more tons per day and it’s understand- 
able that construction firms, landscapers and scores of other trades rate Ford 
tractors ahead of all others in performance and efficiency. 


Why not investigate your local market for these rugged and versatile workers? 
You’ll find, like your customers, that Ford Industrial tractors mean business. 


TV’S “FINEST HOURS” FOR JANUARY 


Ford Motor Company’s Startime——(Hvery Tuesday, NBC, at 9:30 p.m., NYT) 
January 5—‘“‘The Man”’ starring Thelma Ritter and Audie Murphy 
January 12—‘‘Dean Martin Show” starring Dean Martin and Nanette Fabray 
January 19—‘“‘The Closed Set’’ starring Rita Hayworth 
January 26—‘“‘The Jack Paar Show” starring Jack Paar 
"Wagon Train’’— Aliernale Wednesdays, “The Ford Show’—LEvery Thursday, 
NBC, 7:30 to 8:30 p.m., New York Time NBC, 9:30 to 10:00 p.m., New York Time 


Leonard Bernstein and the New York Philharmonic Orchestra 
January 31, 4:30 to 5:30 p.m., New York Time 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD * MERCURY * LINCOLN « 
LINCOLN CONTINENTAL * ENGLISH FORD LINE * THE AMERICAN ROAD 
TAUNUS * FORD TRUCKS ® INDUSTRIAL ENGINES 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE « 

M 
FORD MOTOR CREDIT COMPANY OTOR COMPANY 


DEARBORN, MICHIGAN 
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Iron Cement Co., Inc., Cleveland, 


rubs away rust and bugs from 
bumpers, fenders and windows 
without scratching or harming the 


car’s surface. 
* * * 





































SPRAY PAINTING SYSTEM—A _ ‘‘fog- 
free" spray painting system which is said 
to save up to 40 percent of materials, 
handles primers, enamels and most lac- 
quers without heating, and uses no atom- 
izing air, has been announced by the 
Alemite Division, Stewart-Warner Corp., 
1826 Diversey Pkwy., Chicago 14, Ill. Ale- 
mite’s “Hydrostat' system accomplishes 
atomization through the extreme high 
pressure at which the paint is delivered 
fo the spray tip. The specially-designed 
tip explodes the fluid stream into finely 
atomized paint particles which fly to the 
target in a well-defined pattern, without 
bounce-back or overspray, to provide a 
uniform deposit of any desired thickness, 
it is claimed. Alemite “Hydrastat" paint- 
ing may be used for all types of applica- 
tions, indoors or out. 





BRAKE SHOE LINING—National Brake 
Block Co., 37-17 Fifty-seventh St., Wood- 
side 77, N. J., has announced grooved, 
friction-combination bonded brake shoe 
sets for heavy-duty and power brake ap- 
plications. These bonded shoes, available 
on National's Brake Shoe Exchange pro- 
gram, are said to give better braking per- 
formance because each axle set is espe- 
cially engineered with two high-friction 
and two low-friction segments. The groove 
insures better lining-to-drum contact and 
more effective heat dissipation, resulting 


in cooler operation, it is claimed. 
 *& *¢ 





ENGINE HEATER — Tech Products, Inc., 
Sixth & Trumbull Sts., Elizabeth, N. J., hos 
introduced the TPI engine heater which 
is designed to produce easy, cold weather 
starting. While it is intended primarily for 
trucks, the TPI engine heater may also be 
used in imported cars. The unit is housed 
in an aluminum alloy casting containing 
@ copper sheathed electrical heating ele- 
ment, It is mounted under the hood and 
then plugged into any 110 or 220-volt 
electrical outlet. The automatic thermostat 
starts to operate at 40 degrees Fahrenheit 
and by thermo-syphon action, circulates 
the heated coolant throughout the engine 
block. When engine heat is built up to 
100 degrees, the thermostat shuts off the 
TPI heater, it is said. 





WATER PUMP IMPELLER — The Hy-Duty 
water pump impeller with a ceramic seal 
face, when combined with an improved 
model J-2 automatic shaft seal, is said to 
eliminate the most frequent cause of water 
pump leaks in truck and other heavy-duty 
engines. The combination is designed to 
withstand the most adverse conditions, in- 
cluding intermittent operation, highly cor- 
rosive water, wide temperature variations, 
ond high pressures. Interchangeable with 
original impeller and shaft seals in most 
standard water pumps, the units are made 
by Schwitzer Corp., 1155 Massachusetts 


Ave., Indianapolis 7, Ind. 
oo eS 


OVERLOAD SPRING—An overload 
spring that is said to add payload capac- 
ity to late model % and %-ton Chevrolet, 
GMC and Dodge trucks has been intro- 
duced by Moog Industries, Inc., 6565 
Wells Ave., St. Lovis 14, Mo. The spring, 
known as Truck-Buoy, is a companion to 
the Car-Buoy for cars and station wagons. 
Truck-Buoy is made of live natural rubber, 
and mounts.on the truck axle and under 
load contacts the truck chassis. The unit 
is said to add up to 1,500 pounds extra 
payload and eliminates payload and axle 
damage caused by bottoming shock. 


+. > - 
Rust Remover Data 
A catalog sheet describing Magic 
Rust Buster, a rust remover in 
stick form, is available from Magic 





DUAL WHEEL LIFT — Barrett Equipment 
Co., 2101 Cass Ave., St. Lovis 6, Mo., has 
announced a combination dual wheel lift 
and ovtboord support for brake drum 
lathes. The B-730 hydraulic operated lift 
with large swivel casters, permits the lathe 
operator to remove the wheel, drum and 
tire assembly from the vehicle, mount 
them on the lathe, machine the drums and 
replace the assembly on the vehicle with- 
out the use of chain falls or the assistance 
of additional personnel, it is said, It may 
be used in conjunction with the Barrett 


stationary outboard support. 
+ * * 


O. The company said the product | 





| from rear-end collisions, according 





FUEL HEATER—A new 15,000 BTU-hour 
forced air heater, measuring 5¥%2 by 10% 
by 8% inches, has been introduced by Ben- 
mar Co., 3189 W. Thirty-third St., Cleveland 
9, O. The unit weighs less than 10 pounds, 
and can be installed in any position, it 
is said. Patented combustion chamber in- 
sures instantaneous ignition even at sub- 
zero temperatures, while pre-vaporization 
of fuel prevents formation of clogging de- 
posits on burner, it is claimed. Operates 
on all common liquid fuels (including 
diesel and JP-4), and can be equipped for 
either manual or thermostatic control. 

. & »s 





TRUCK MIRROR—A truck mirror head 
has been announced by Grote Mfg. Co., 
Bellevue, Ky. This mirror head, No. 869, 
measures 6 by 9 inches and its double 
strength mirror glass is replaceable. The 
mirror glass is sealed tightly in place by 
a@ protective rubber rim. An outside rub- 
ber ring absorbs blows on the mirror 
edge, prolonging the life of the glass, it 
is said. The housing is formed steel and 
is covered with a baked black enamel 
finish, and is mounted by a universal 
center swivel. 





SEAT—The 1960 model of the Fiexible- 
Air Ride Seat has been introduced by 
Flexible Air Seat Corp., 717 W. Eleventh 
St., los Angeles 15, Calif. The Flexible- 
Air Ride Seat assembly is supported on a 
soft cushion of compressed air contained 
in a special diaphragm and cannister lo- 
cated below the seat. This patented com- 
pressed air storage method completely 
absorbs pitching, swaying, and shocks 
transmitted from the road before they can 
reach the driver, it is said. Conveniently 
located comfort control adjustments can 
be operated by the driver while he is 
in the seat to insure individual comfort 
requirements. These adjustments position 
the seat to assure the necessary support | 
for hips, back, and legs. 


Warning Light Protects 
Disabled Vehicle, Firm Says 


The “Safety Signal Stick,” a 
warning device for disabled autos 
and trucks, provides protection 


to Safety Signal Sales Co., 15 

Hinchley Rd., Waban 68, Mass. 
The stick is like a red-and-white 

striped candy cane and its non- 





gladhand 
| lock replacing the conventional spring and 
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TRUCK NEW PRODUCTS 


chip, fluorescent finish is reflected 
by oncoming headlights as far 


away as 400 feet, the firm said. 
* * ” 





STOP-GO RECORDER—A stop-and-go 
recorder that permanently and accurately 
records all driving and stopping time has 
been developed by Argo Instruments 
Corp., 613 W. Forty-sixth St., New York 
36, N. Y. The Argo recorder is designed 
for installation on any type of vehicle as 
it requires no electrical or mechanical 
connections—just bolt to any convenient 
vertical surface, it is-said. Several models 
are available—a one-day model in both 
12 and 24-hour periods—and an eight- 
day model, also available in both 12 and 
24-hour periods. 

. 2s @ 


ALUMINUM MOULDING 






SPEED 
CLIP 


MOULDING CLIP—The Speed Clip, de- 
veloped to secure aluminum moulding to 
truck and coach bodies, has been an- 
nounced by Tinnerman Products, Inc., 
Dept. 16T, P.O. Box 6688, Cleveland, O. 
Designed to accommodate moulding which 
is approximately three inches in width 
and runs the entire length of the truck 
body, the spring steel clips are spaced 
about a foot apart and hold the moulding 
snugly against the side panels. Assembly 
of the moulding is said to be fast and 
simple and requires no special tools or 
skills. This Tinnerman clip can also be 
considered as a retainer for inspection 
plates, decorative automobile dashboard 
cut-out covers, extruded aluminum mullion 
covers, trim on metal furniture and in 


many other similar applications, it is said. 
* * * 





GLADHAND — Owosso Division, Mid- 
land-Ross Corp., Owosso, Mich., has intro- 
duced a lightweight gladhand made of 
Delrin, a non-corrosive, non-abrasive ace- 
tal resin created by duPont, The Midland 
incorporates a “ram p-type” 


ball lock, yet is interchangeable with pres- 
ent equipment, and connects easily with 
all other standard iron or aluminum with 
steel insert couplings, it is said. Only half 
the weight of aluminum gladhands, and 
one-fourth the weight of iron, this non- 
conducting, non-sparking performs 
at temperatures from minus 50 degrees 
to over 190 degrees Fahrenheit; it is said. 


unit 








8-BATCH TRAILER— An 8-batch trailer 
with remote-controlled hydraulic trippers 
has been introduced by Galion Aillsteel 
Body Co., Galion, O. Hydraulically oper- 
ated batch trippers, mounted on’ the body 
side, provide instantaneous release of 
batches from a remote control panel in- 
side the cab. This eliminates the need for 
a “skip boy" to tend the tripping manu- 
ally, it is said. Other innovations include: 
Hydraulically operated ‘“‘levelizers" on 
rear tandems to minimize the danger of 
tipping when body is in raised position; 
and a special 30-inch tailgate to guard 
against dumping damage to tailgate and 


paving skip. 
8 





CABLE REEL CARRIER—Truck Equipment 
Co., 3963 Walnut St., Denver, Colo., has 
introduced a modified reel carrier which 
accommodates reels up to 62 inches in 
width. A newly designed axle, wheel and 
hub assembly enables this standard Truco 
trailer to accept the larger reels. The 
eight-inch increase in inside width per- 
mits the model TCR to accept the wider 
reels now being produced by cable and 
conductor manufacturers, it is said. The 
Truco modified trailer will handle reels 
of 96-inch diameter and up to 14,000 
pounds. Also available on special order 
ore trailers to handle reels up to 108- 
inch diameter, 72-inch wide with a 20,000 
pound capacity. These feature the Truco 
hydraulic system driven by a separate 
power source. 





SNOW PLOW — Meyer Products, Inc., 
18513 Euclid Ave., Cleveland 12, O., has 
announced a snow plow for Ford four- 
wheel-drive trucks. The model ST-84, fea- 
turing a seven-foot, reversible, spring trip 
blade with replaceable cutting edges and 
Meyer's patented Electrolift, is complete 
with specially designed custom mountings 
for Ford F-100 and F-250 trucks. During 
the original installation, all brackets, 
plates and braces can be attached to the 
truck in about four hours. Between snows, 
the blade can be removed or replaced in 
minutes, it is claimed. 

2. eS 





DIAL WHEEL — Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo., an- 
nounces a Micrometer Dial Wheel Conver- 
Kit to owners of the B-500 Series 
Drum-Dokters having the small microm- 
eter dial wheel. The dial wheel is cali- 
brated on drum diameter, indicating the 
amount of material being removed from 
the diameter of the brake drum, and 
matches the graduations on the micrometer 
dial wheel of late model Brake-Dokters, 
Brake Shoe Grinders and Brake-Drum- 
Check-R's, it is said. 
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EXCLUSIVE New-design, high-strength frames—up to 400 Ibs. 
lighter, 100% stronger and 28 times more rigid! 





RIGHT NOW—GMC DEALERS HAVE 
THE MOST TO TELL, MOST TO SELL! 





Now from Operation “High Gear” comes the BIG GMC 
BREAKTHROUGH in truck engineering to drastically cut 
trucking costs . . . increase GMC Dealer profits! 


Using new designs, new materials and advanced construction 
methods, GMC is building the most advanced trucks in 20 
years . . . providing GMC Dealers with the greatest selling 
opportunities in 20 years! 


Here is definite proof that 1960 can be the “Pay-Off” year for 
you, too. A limited number of profitable GMC franchises are 
available to qualified businessmen. For complete informa- 
tion, write to General Sales Manager, GMC ‘Truck & Coach 
Division, General Motors Corporation, Pontiac, Michigan. 





New Conventional Ninety-inchers 
to 120,000 ibs. GCW! 


From ¥%-ton to 60-ton .. . General Motors leads the way! 











Here are more GMC “telling and selling” advantages: 


EXCLUSIVE New V-6 and Twin-Six engines that last up to 
3 times longer than others—proved by actual tests! 


EXCLUSIVE Double-life cabs! Most complete range of useful 
BBC dimensions! 


EXCLUSIVE: Up to 2000 pounds extra payload every trip! 
EXCLUSIVE Extra-rigid quality-control standards! 
EXCLUSIVE Comprehensive free training programs! 


Plus— New wider track independent front suspension! New 
rear suspension! New Power-Mated transmissions and axles. 
And, the greatest advertising and sales promotion programs 
in GMC history. 





New pickups for every haul 
34 combinations! 
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AUTOMOTIVE NEWS, JANUARY 4, 1960 





Lincoln Tunes Unit Body 
To Fit Big Car’s Needs 


By Joseph M. Callahan 


Engineering Editor 


Is 


A UNITIZED body practical for a large car? 
“Absolutely,” says John N. Mushong, chief body engi- 


neer for Lincoln, which has been the largest unitized car 


in the world for the last three®- 


years. 

However, Mushong frankly ad- 
mitted that the first unitized Lin- 
coln — the ’58 
model — was a 
very challenging 
problem because 
of the car’s size, 
t h e company’s 
relative inexperi- 
ence with uniti- 
zation and the 
improved features 
that Lincoln 
wanted to add in 
1958. 





features were a longer wheelbase 


| and a roofline that was 3% inches 


lower, while Lincoln was maintain- 
ing the previous luxurious seating, 
headroom and ground clearance. 

Although Ford Motor Co.’s first 
unitized car was the old Lincoln- 
Zephyr, Mushong said “unitized 
construction was a little strange 
to all of us when we began 
planning for the ’58 Lincoln, The 
important thing with unitized 
construction is what do you do to 
‘tune’ the car.” (By tuning the 
car, he meant the elimination of 
noise and shake.) 

“In a body-frame car, you tune it 


Among these| by working on the mounts. But 





with unitized construction you have 
to go at it differently—it’s not just 
replacing or moving the rubber 
‘pucks.’” 

While Mushong feels that the 
unitized body is perfectly accept- 
able for a large car, he also agrees 
with some other auto makers that 
a unitized small car can be built 
more easily and more economic- 
ally. 

“The smaller the car, the better 
the job the sheet metal skin will 
do in providing a strong structure, 
permitting you to cut down on the 
structural members,” he continued. 

a - + 


Skin May Buckle 


We nara found out that if you 
let the skin do too much work 
on a larger unitized car, the skin 
will buckle on you. With a big car, 
you must take another approach. 
You have to realize that you get 
only so much (bending strength 
and torsional strength) from the 
skin.” 

The big-car approach is to 
“beef” up structural members, 
such as the pillars, underbody 
rails, roof rails, windshield head- 
er and radiator support, 
Specifically, here are the major 

changes Lincoln has made in the 
last three years to tune the body: 

1. During the ’58 model run, a 


Lincoln Changes— 


John N. Mushong, Lincoln's body engi- 
neer, points to a viscous damper that was 
installed on the ‘60 Lincoln to isolate 


axle noise. 
ei, ae 


running change was made to dis- 
connect the outer sheet metal of 
the rear quarter panel so that it 
wouldn’t have to take the load of 
the quarter panel. 


* 
2 AS A result of some rugged 
* testing on the “pot holes” at 
Ford’s Kingman (Ariz.) Proving 





DELCO MORAINE 


BRAKE FLUIDS « 


BRAKE ASSEMBLIES * POWER BRAKES e¢ 








General Motors 
announces 


anew name 
for its 
Moraine Products 


Division 


DEPENDABLY MADE 





BEARINGS ¢ SINTERED METAL PARTS ¢ FRICTION MATERIALS ¢ DAYTON, OHIO 








Grounds, the rear rails of the car 
were strengthened shortly before 
the ’58s made their debut. This 
testing revealed a noise problem, 
arising from the long overhang 
that is characteristic of a big car. 

3. Two wide strips of steel 
welded transversely across the 

floor pan to give greater strength 
were subsequently replaced by 

extra metal in the upper portions 
of the body. 

4. Leaf springs were substituted 
for coil springs on the ’60 models 
because, according to Mushong, the 
loads are distributed better and be- 
cause the “mambo effect” is mini- 
mized. 

A further factor was that it was. 
no longer necessary to have a 
spring that was interchangeable 
with air suspension, (The mambo 
effect is a slight stiffness and un- 
steadiness of the rear suspension.) 

5. On the ’60s, a viscous damper 
was added to isolate engine and 
transmission vibrations from the 
body. Located under the transmis- 
sion extension, the damper con- 
sists of a spring and oil in a “can” 
that changes the frequencies of 
the vibrating components. 

6. Also on the ’60s, a stabilizer 
strut with four rubber grommets 
was added to improve the linkup of 
body and the transmission bell 


housing. 
* 


* + 
Prop-Shaft Noises Cut 

A RUBBER-CORED prop shaft 

* was added to eliminate prop- 
shaft noises that are especially 
prevalent with a big car. Eight 
rubber “biscuits” do this job. 

8. An isolated cross member 
was installed for the rear engine 
mount, This cross member was 
tied to the body with butyl cush- 
ions or pucks. 

9. Rubber pads were placed on 
the rear leaf springs where they 
are held by the shackles, and rub- 
ber bushings were installed in the 
front “eyes” of the leaf springs. 

“We had to live with rubber and 
make it work for us,” Mushong 
commented. 

Other changes also were made in 
Lincoln’s corrosion-protection 
methods. Paints with better adhe- 
sion were adopted and in certain 
critical areas, the metal was clean- 
ed before assembly and painted 
with a special weld primer. 

a a x 


ie THIS connection, Mushong 
said, “this type of construction 
has enabled us to take some good 
strides in corrosion protection. We 
now dip our bodies, but we’re look- 
ing at more foolproof methods.” 

To get additional data on body 
corrosion, Lincoln engineers have 
cut up many cars into eight-inch 
slices, examining each piece to 
learn the cause and the extent of 
the corrosion. 

Asserting that unitized construc- 
tion produced a number of unex- 
pected benefits, he said, “we’re 
pretty convinced that a unitized car 
will stay tuned much longer once 
you get it tuned. With a _ body- 
frame car you lose torque on the 
bolts in time and things begin to 
loosen up. 

“We've found that our doors stay 
tight and the weather-stripping 
continues to do its job much long- 
er. After all, the doors just float 
in the door opening between the 
hinges and the lock. If you keep 
the door opening stiff, you lick the 
weather-strip problem.” 

* ok * 


MALL but important amounts 

of space were saved in design- 
ing the car because it wasn’t nec- 
essary to design in space to fit the 
rubber pucks between the frame 
and the body. With body-frame 
construction, no part of the body 
can touch the frame. 

“With a body-frame car, you 
have to transfer loads through 

rubber, and rubber isn’t a very 
good medium for this,” he said. 

“There’s no question but that a 
unitized car can be made lighter. 
Our ’59 was lightened up by 55 
pounds.” 

When reminded that the ’58 Lin- 
coln increased its weight consider- 
ably, he replied that this was the 
result of a bigger overall package 
and the styling of the car. As soon 
as you curve members, you lose 
strength and have to add weight, 
he said. 

Synthesizing what Lincoln has 
learned about unitized construction, 
Mushong said “after building the 
body-frame car for so many years, 
we reached a stalemate in improv- 
ing it. Unitized construction is 
fairly new and many things can be 
done to improve it.” 





oe 





WALKER BROS. nc 


3700 Wilshire Boulevard * Two Blocks East of Western 
Phone DUnkirk 5-245] 
LOS ANGELES 5, CALIFORNIA 


© Metropolitan 


December 8, 1959 


Mr. G. A. Culp 

Vice President 

Service Leasing Corporation 
650 Madison Avenue 

New York 22, New York 


Dear Mr. Culp: 


Recently, Walker Bros., Rambler, made a complete survey of the 
available leasing programs. We selected your company and your 
program as the best answer to our many inquiries for leasing 
the "all new 1960 Rambler". 


Walker Bros., Rambler, is located in the heart of metropolitan 
Los Angeles. It's only natural, with the many businesses in 
this zone of influence that our requests for leasing information 
should be numerous. Your company's program was selected by us 
because of your excellent reputation, plus the simplicity of the 
program and the added features of no investment of funds, no 
increase of personnel and without recourse. 


Walker Bros., Inc., is the seventh largest Rambler dealer in the 
United States and maintains a sales force of twenty men who find 
that your program affords them additional income in conjunction 

with their retail sales. 


Along with our retail business, Service Leasing should help make 
1960 an outstanding year for all concerned. 


Sincerely yours, 
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Cincinnati Enquirer + Cleveland Plain Dealer «+ 
Fort Lauderdale News « 
New York Journal-American + Palm Beach Post-Times + Philadelphia Bulletin + 
San Antonio Light « San Diego Tribune « San Francisco Examiner « 








ON TOP IN ‘60’ 


The American Weekly’s 10 Million CAR-MINDED 
Families Will Help Shape The Answer! 


| American Weekly | 





An Entire Issue Devoted to Autos and the Motorist... a 
unique service by The American Weekly for its 10- 
million strong, car-minded family audience . . . and the 
automotive industry! 

The Great Auto Race by William Laas puts your new 
models on display in brilliant color inside 10 million 
American homes! 

When to Let Your Children Have the Car is an important 
question that Phyllis Battelle answers! 

Maurice Zolotow writes, under the title Tenderness, 
Warmth, and Affection, a witty psychological approach 
to family car care. 

These and other fascinating articles, are tastefully show- 
cased in an auto issue that for editorial excellence and 
elegance of art direction is certain to be cited as the 
most exciting ever published by The American Weekly. 





The American Weekly’s 8th Annual Auto Issue, 
Sunday, January 10, activates readers...sends them 
to see the 1960 autos ‘‘live’’ at their local showrooms. 
For American Weekly families are active car 
buyers! They own 9,623,000 autos. And they bought 
more than one-and-a-quarter million new cars dur- 
ing the last 12 months! They can swing the balance 
in the 1960 auto sales race. 


Week After Week, The American Weekly continues 
to deliver powerful local impact in your areas of 
highest sales potential. You get scintillating, sales- 
producing full color at amazingly low cost. And you 
get the attention of the whole family, at home on 
Sunday—the day for making family decisions. It 
pays to tell your car’s story to 10 million families 
every Sunday in The American Weekly. 


“American Weekly 


SELLS THE MOST...FOR THE LEAST...WHERE THE MOST IS SOLD 





The American Weekly is distributed by these fine newspapers: Albany Times-Union «+ Baltimore American + Boston Advertiser + Buffalo Courier-Express « Chicago's American « Charlotte News 
Columbia, S. C., State *« Corpus Christi Caller-Times + Dallas Times Herald + Denver Rocky Mountain News « Detroit Times + El Paso Times 
Ft. Wayne News Sentinel « Houston Chronicle + Huntington, W. Va., Herald-Advertiser + Los Angeles Examiner + Milwaukee Sentinel « New Orleans Times-Picayune 
Pittsburgh Sun-Telegraph + Portland Oregonian « St. Louis Globe-Democrat « St. Paul Pioneer Press 
Seattle Post-intelligencer +« Syracuse Herald-American « Washington Post « Wichita Beacon 
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Grand Opening for Wynn 


PADUCAH, Ky.—Wynn Sales and| grand opening at 1049 Kentucky 


Service, Inc. (Volkswagen), held its| Ave. A. O. Wynn is president. 





















SERIES 22 SERIES 37 
single gear, forward and reverse, 
medium duty heavy duty 

SERIES 24 SERIES 38 

high speed, two forward and reverse, 


gear, heavy duty plus extra shaft 


S- aag 












SERIES 25 SERIES 39 
high speed, two speeds forward, 
two gear with one reverse, 
hydraulic pump heavy duty 
SERIES 26 SERIES 41 






two speeds forward, 
one reverse, 
heavy duty 


} medium speed, two 
_ gear, heavy duty 








SERIES 50 
two speeds forward, 
one reverse, 
extra heavy duty 


SERIES 28 
low speed, two 
gear, heavy duty 
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SERIES 32 > 


full torque for 
» > 





Complete line 
of QUALITY 
power take-offs 


_ transfer cases 


Also PTO universal joints, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60. 


TULSA WINCH 


DIVISION OF VICKERS INCORPORATED 
TULSA. OKLAHOMA 


















Auto Personnel 





George S. Lamson, with over 30 
years’ background in the brake lin- 
ing industry, the last 25 years with 
Thermoid Co., Trenton, N. J., has 
been appointed vice-president and 
general manager of L, J, Miley Co., 
Chicago, manufacturers of brake 
lining and bonded brake shoes. 

Lawson has been in the automo- 
tive business since 1919 and has 
been affiliated with the brake lining 
industry since 1929. He had been a 
vice-president of Thermoid since 
1951. He is presently president of 
the Friction Materials Standard In- 
stitute. 

* * * 


Collins Joins R. L. Polk’s 


Motor Statistical Division 


Don F. Collins has been appoint- 
ed manager of 
the international 
section of the 
motor statistical 
division of R. L. 
Polk & Co., De- 
troit. 

Collins previ- 
ously was with 
the Chrysler Corp. 
for 10 years, most 
recently as assist- 
ant to the chief 
of sales planning 
and performance in the interna- 
tional] operations group. 

+ * * 


Mack Trucks Names Aide 


To General Sales Manager 


Cc. F. Larsen 
has been appoint- 
ed assistant to 
the general sales 
manager for 
Mack Trucks, 
Inc., Plainfield, 
N. J. 

Formerly man- 
ager of branch 
operations, Lar- 
sen has been with 
Mack Trucks for 
more than 39 
years. 


D. F. Collins 





* * + 
Bowes Names Bellows Chief 


Of Distributor Sales Division 


Cc. J. Bellows has been named 
manager of the distributor sales 
division, Bowes “Seal Fast” Corp. 


Bellows previously was a zone 








prices, full information. 


P.O. Box 6 


ADD Glamor and ALL-WEATHER 
" PROTECTION to Your 
USED CAR LOT 


With a Colorful BM Aluminum Canopy 


Why treat your used car lot like a red-headed step-child! Dress it 
up so people will see it—and use it—every day, rain or shine. A 
colorful BM aluminum canopy adds eye-appeal; lets you trade in 
the shade, protects your stock. Costs little. Easily erected. Choice of 
18 baked enamel finishes. Lasts for years. BM canopies meet all 
building codes. Specified by architects. Call or write for our low 


“America’s Quality Line” 


B & Wl corporation 











Houma, La. 












manager for Bowes and before that |" 


was a division representative. 
* a * 


Ingersoll Products Names 


McLary Executive V-P 


M. R. McLary has been elected 
executive vice-president and 
manager of the Ingersoll Prod- 
ucts division, Borg Warner Corp. 
He joined Ingersoll Products in 
1952 as chief engineer. 

He later served ag director of 
engineering and research, pro- 
duction manager and works man- 
ager. Prior to joining Borg- 
Warner, he was master mechanic 
of Airtemp division, Chrysler 
Corp. 

* * * 
Slack Joins Van Norman 


Roy N, Slack has been appointed 
manager of the Southern Texas di- 
vision of Van Norman Machine 
Co., a division of Van Norman In- 
dustries, Inc. He had been a field 
service engineer for a manufac- 
turer of automotive service equip- 
ment. 

* 


* * 
Standard Oil Shifts Hector 


Milo I, Hector, former Southern 
regional manager for Standard Oil 
Co. (Ind.), has been named Eastern 
regional manager at Detroit. He 
succeeds Albert V, Fraser, who now 
is assistant general sales manager 
at the general office in Chicago, 

a. * * 


Vulcan Advances McCarthys 

Vern I. McCarthy jr. has been 
named president and marketing di- 
rector of Vulcan Containers, Inc. 
He succeeds Vern I, McCarthy sr., 
who moves up to chairman of the 
board. 


+ * * 
Thor Names MacDonald 
John L. MacDonald has been 
appointed manager of the newly 
created sales training department 
of Thor Power Tool Co., Aurora, 
Ill. He formerly was Philadelphia 
district sales manager. 
* * * 


Remington Rand Names 


| Automotive Manager 


Frank Fitzpatrick has been 
named automotive industry mar- 
keting manager for Remington 
Rand Univac division, Sperry Rand 
Corp., with offices 
in Detroit, 

Prior to joining 
Remington Rand, 
Fitzpatrick was 
manager of data 
processing for 
Crane Co., Chi- 
cago. His earlier 
career included 
more than 10 
years with the , 
Ford Motor Co., ss 
where he held _ Frank Fitzpatrick 
management responsibility in or- 
ganization planning, systems anal- 
ysis and development, and in elec- 
tronic data processing applications. 

*~ * * 


Scales and Miller Named 
To Hercules Sales Posts 


Two key sales appointments have 
been announced by William F. 
Humphrey, director of sales, Her- 
cules Motors Corp., Canton, O. 

John E. Scales, former chief en- 
gineer and sales manager of 
Frazier-Wright Co., Los Angeles, 
has been named district sales man- 
ager for the Pacific Southwestern 
area, and Robert S. Miller, a me- 
chanical engineer with broad expe- 
rience in the oilfield equipment 
business, has been appointed man- 
ager of oilfield sales. 


White Shifts 





Collins 


H. D. Collins has been appointed 
manager of the Chicago South Side 
branch of White truck division of 
White Motor Co. Collings had been 
branch manager in Portland, Ore., 
for White since 1953. 

* og * 


Meyer and Sackett 
Join ATA Staff 


An expert on highway legislation 
and an automotive engineer have 
joined the staff of the American 
Trucking Assns., Ray G. Atherton, 
general manager, announced in 
Washington. 

New members of the ATA staff 
are Barry Meyer, who will work in 
the office of the counsel — public 





affairs, and Roger W. Sackett; in 
the automotive engineering section. 
Meyer worked for the legislative 
and other legal divisions of the 
Bureau of Public Roads, U. S. De- 
partment of Commerce, for nearly 
four years prior to coming to ATA. 
Sackett came to ATA from Halli- 
burton Oil Well Cementing Co., 
Duncan, Okla., where he worked 
in the mechanical research and de- 
velopment department. 

cad oe * 


Diamond T Promotes 


Newmarker, Decker 

Fred Newmarker has been 
named manufacturing and produc- 
tion director, and Roy A, Decker 
has been named quality control di- 





F. Newmarker 


R. A. Decker 
rector for Diamond T Motor Truck 
Co. 

In his new position, Newmarker, 


formerly quality control director, 
will direct manufacture of Dia- 
mond T’s heavy-duty truck line. 
Decker formerly was assistant 
manager of Diamond T’s technical 
division. 
ad * cd 
Bowes Names Two 


Two new zone managers have 
been named by Bowes “Seal .Fast” 
Corp., Indianapolis. They are Ken- 
neth E. Enyart, Zone 4, covering 
five Midwest states, and J. W. Fry, 
Zone 2, covering five Eastern states 
plus New York City. 

+ * * 


General Tire Appoints 


Donald R. Wright has been nam- 
ed West Coast manager of retread 
rubber sales for General Tire & 
Rubber Co. He succeeds Earl 
Schaub who now is Los Angeles 
division manager. 

* of 


Electronics Corp. Names 
Reps in Midwest, New York 


Electronics Corp. of America, 
Cambridge, Mass., has added two 
sales representatives for its Hi- 
Way-i automatic headlight beam 
changer. 

They are J & S Sales Co., Chi-+ 
cago, headed by Jerry Ivice and 
Guy Ivice, and Brown-Sachs & Co., 
owned by Lew Brown and Shelly 
Sachs. Brown-Sachs’ territory will 
be upstate New York. 

* * 


Kaufman Heads Hayes 


Directors of Hayes Steel Prod- 
ucts, Ltd., Merritton, Ont., have ap- 
pointed Von R. Kaufman president 
of the company, succeeding J. E. 
Martin, who was named chairman 
of the board. Kaufman, previously 
a vice-president, will continue as 
general manager of Hayes. The 
company is the Canadian affiliate 
of Dana Corp. 





Operation Trailblazer— 


Two young men, determined to travel 
by land vehicle from North to South 
America, are England's Richard Bevir, left, 
and Australia's Terence Whitfield, center, 
shown being officially greeted at New 
York City Hall by Mayor Wagner's aide, 
Deputy Commissioner James J. O'Brien. 
The adventurers are using a specially 
equipped British made four-wheel-drive 
land-Rover. The trip, expected to take 
three months, will require “living off the 
land.” 
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Presenting the completely new 


1960 CHRYSLER 


The car of your life 
for the time of your life! 
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|Nearest to perfection a low-priced car ever came! 
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60 Chevrolet 1960 CHEVROLET BUYING GUIDE 


| Nearest to perfection a low-priced car ever came! 
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rant like LIFE too! 


The Secret Ramen Citrean ¢ Suoremety Comterttae ee, 


Aur-Oil Suspension R: 


hoa mest be ne it 
Nie ro Peon, 





SOMPACT RAMBLER FOR 60 
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PAGE 4 COLOR IN DECEMBER 28TH ISSUE 14 PAGE BLACK PAGE BLACK AND WHITE IN OCTOBER 26TH ISSUE 
AND WHITE IN 
JULY 13TH ISSUE 
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WHY PASSENGER CAR 
ADVERTISERS HAVE MADE 
(11i3 AMERICA’S 
AUTOMOBILE SHOWROOM 


1. Over 32,000,000 people read an average is- 
sue of LIFE. 





2. And, in the course of 13 issues, LIFE reaches 
the households that account for 80% of total 
new car sales. 


3. New cars are big news. Presented in LIFE’s 
exciting picture-news atmosphere, car adver- 
tising becomes even more dramatic — even 
‘more immediate. 


4. LIFE vividly reproduces automobile color 
and styling, both so important in today’s com- 
petitive market. Your car is seen at its beauti- 


ful best. 
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In the course of 13 weeks... 
80% of your new car market passes through these doors! 
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PASSENGER CAR ADVERTISERS 
BUY MORE PAGES AND INVEST 
MORE DOLLARS IN [Sii3 THAN 
IN ANY OTHER MAGAZINE ! 


ADVERTISED IN 


PASSENGER CAR & VEHICLE 
ADVERTISING, FIRST 11 MONTHS OF 1959 


Magazine Pages Adv. Investment 
RG scenes a<e eee bs 6eee $13,604,996 


met. Eee. FOU ss <5 EO ers in caas 9,375,166 ra 
unas ; Circulation more than 
ee eee PAM eee bee 4,705,298 6.500.000 weekly! 
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Average Price of Used Cars Sold at Auction 


"58 59 
Feb. 


59 
Jan. 


Prices of ’60s added and ’52s dropped in December, 1959. Prices of '59s added and ’5is dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


: - + * 
DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 22. 
BUICK—’57 Special 2-dr., $1,100*. 

’56 Special conv., $550*; 4-dr. 

. 


$550". 

CADILLAC—’59 de Ville 4-dr. hardtop, 
$4,500* (ps); (62) 2-dr., $4,040* (ps), 
$3,875* (ps). 

"58 (60) Special 4-dr. 


4-dr., 
(ps); 


Riviera, 


hardtop, $3,100* 

$2,000* (ps); 

Coupe de 
Ville, $1, 740° (ps). 

"56 (62) 2-dr. hardtop, $1,550* 
"5S (62) 4-dr., $1,050° (ps). 
CHEVROLET—’'60 Corvair (6) 4-dr., 

050°, $1,975. 


(ps). 
$2,- 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


COLORADO 


Denver Auto Auction 
95 South Santa Fe + Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 2th year 
of continuous operation. 
Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


‘DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—lIndianapolis Auto 


Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


& 


' tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


AUTOMOTIVE NEWS, JANUARY 4, 1960 


(Compiled by Automotive News from Auction Reports.) 
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"68 °59 
April 


March 


"68 
Sept. 


59 
duly 


"58 °58 
Aug. 


Figures alongside bars represent dollars. 


59 Bel Air 
$1,830*; 
«ps). 

’58 Brookwood (8) 4-dr., $1,280*; Bis- 
cayne (6) 2-dr., $1,270*; Yeoman (8) 
2-dr., $1,210; Bel Air (8) 4-dr., §$1,- 
200* (ps); Bel Air (6) 4-dr., $950* 
(ps); Delray (6) 2-dr., $1,075. 

*57 Bel Air (8) 4-dr., $1,300*; 
(6) 4-dr., $710. 

"56 Two-ten (8) 
$650". 

’55 Nomad (8) 2-dr., $600*. 

’54 Two-ten 2-dr., $350*. 

DeSOTO—’58 Fireflite 2-dr. 
775* (ps). 

DODGE—’'59 Coronet (8) 4-dr. 
$1,675* (ps); 2-dr., $1,500*. 

’58 Sierra (8) 4-dr., $1,670* (ps). 

’57 Coronet (8) 4-dr. hardtop, $820* . 

FORD—’'60 Thunderbird (8) 2-dr. hardtop, 
$4,435* (ps); Galaxie (8) 4-dr. Vic- 
toria, $2,420* (ps); Falcon (6) 4-dr., 
$1,930. 

‘59 Fairlane (6) 4-dr., $1,825*; Fairlane 
(8) 2-dr., $1,430; Fairlane 500 (8) 2- 
r., $1,500. 


$1,950* ; 
conv., 


4-dr., 
$1,920* 


(8) 
Impala 


2-dr., 
(8) 


One-fifty 


4-dr. hardtép, $985", 


hardtop, §$1,- 


hardtop, 


MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUCH 
Twin Ring Selling 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 


An Ad in the Classified Section of the Automotive News 
é Will Get You Quick, Satisfactory Action 


’68 Fairlane 500 (8) 4-dr, Victoria, $1,- 
380*; Fairlane (6) 2-dr., $910*; Cus- 
tom 300 (6) 2-dr., $770. 

’57 Fairlane 500 (8) conv., $1,140* (ps); 
Fairlane (6) 2-dr. Victoria, $925*; 2- 
dr., $885*; Ranch Wagon (6) 2-dr., 
$700*; Custom 300 (6) 2-dr., $670* 
(ps). 

'56 Fairlane (8) 
(8) 4-dr., $600. 

‘55 Thunderbird (8) 2-dr. hardtop, §$1,- 
090*; Custom (8) 2-dr., $540*; Coun- 
try Sedan (8) 4-dr., $380*. 

’54 Crest (6) 2-dr. Victoria, $335*. 

LINCOLN—’58 Premiere 4-dr., $2,775* 
(ps). 
MERCURY—’57 Montclair 4-dr., 
(ps). 
‘56 Medalist 4-dr., $560* (ps). 
‘55 Montclair 2-dr, hardtop, $365*, 
OLDSMOBILE—’'56 (98) 2-dr. Holiday, 
$1,000* (ps); (88) 4-dr. Holiday, 
$890*, $750° (ps); 4-dr., $690*. 
"55 a 4-dr. Holiday, $615*; 


"54 28) 2-dr. Holiday, $300*. 
PLYMOUTH—'58 Belvedere (8) conv., 


4-dr., $850*; Custom 


$1,175* 


4-dr., 


$1,- 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


? Automotive News’ 


Need hard to get 
results. 


Want Ads get qui 


OVER ete CARS aaa WEEK 
NO sabe ee 


Nail Or, the 


“dee aN Tye eee 


NATIONAL AUTO 
DEALERS EXCHANGE 


"69 


RALEIGH — Mann’s Auto Auction 
checks guaranteed. Mon. 10 A. M. 


39 


°54 Super 2-dr. Riviera, $380", 
$355*; 2-dr., $215*. 

’53 RM conv., $240* (ps). 

CADILLAC—’59 de Ville 4-dr. 
$4,265". 

CHEVROLET—’60 Corvair (6) 
965*. 

59 Impala (8) 
(ps); 4-dr., 

$1,915* 
r., $1,480. 

58 Impala (8) 2-dr. hardtop, 
Bel Air (8) 4-dr., $1,400*. 

‘57 Bel Air (8) station wagon, $1,365*; 
Two-ten (8) station wagon, $1,260*, 
$1,125*; Two-ten (6) station wagon, 
$1,015; One-fifty (8) 4-dr., $900. 

56 Two-ten (8) station wagon, $860*; 
Two-ten (6) 4-dr., $625; 2-dr., $375; 
Bel Air (8) 4-dr., $800*; Bel Air (6) 
4-dr., $475*; One-fifty (8) 4-dr., $700. 

’55 Two-ten (6) Delray, $315. 

’54 Bel Air 4-dr., $350*, $320*; 
fifty 2-dr., $140. 

DeSOTO—’57 Firedome 4-dr., 
DODGE-—’59 Sierra (8) 4-dr. 
$2,440*. 

’56 Coronet (8) 4-dr., $625*. 

’54 Coronet (8) Suburban 2-dr., $235°*. 

EDSEL—’59 Corsair 2-dr., $1,830*. 
FORD—’60 Falcon (6) 2-dr., $1,970, $1,- 


860. 
’59 Galaxie (8) conv., Cus- 
$1,- 


tom 300 (8) 4-dr., 
370. 

’58 Fairlane (6) 4-dr. Victoria, $1,080* 
(ps). 

’57 Fairlane 500 (8) conv., $1,260* (ps); 
2-dr., $1,035*; Country Sedan (6) 4- 
dr, (9 pass.), $1,065; Ranch Wagon 
(8) 2-dr., $920*; Custom 300 (8) 4- 
dr., $840*. 

56 Ranch Wagon (6) 2-dr., $655. 

54 Custom (8) 2-dr., $400*; Custom 


(6) 4-dr., $320*. 
53 Main (6) 2-dr., $115; 4-dr., $100. 
"52 Custom (8) 2- dr., $200. 
IMPERIAL—’58 Crown 4-dr., $2,725* (ps). 
MERCURY—’53 Monterey 2-dr., $195*. 
OLDSMOBILE—’56 (88) 2-dr., $830*. 
"55 (88) Super 4-dr., $420. 
’54 (88) 2-dr, Holiday, 
$255*. 
PLYMOUTH- 
250. 
"57 Savoy (8) 
4-dr., $500. 
‘56 Suburban 
(ps). 
"5S Savoy (6) 4-dr., 
‘53 Cambridge Suburban, 
$125°. 
PONTIAC 
$1.060*; 
'56 Chieftain 2-dr. 
'55 Chieftain 2-dr., 


SACRAMENTO 


Sacramento Auto Auction. Sale every 
Thursday. Prices are for sale of Dec, 24, 
BUICK—’59 Invicta 4-dr., $2,350* (ps). 

‘56 RM 2-dr, Riviera, $860* (ps); Spe- 

cial 2-dr, Riviera, $825*. 


(Continued on Page 42, Col, 


$395*, 


hardtop, 
$1,- 
hardtop, $2,200* 

(ps), $1,725; 
Biscayne (8) 2- 


$1,630*; 


4-dr., 
2-dr, 


$2,200* 
(ps); 


One- 


$1,060*. 
(9 pass.), 


$2,165* (ps); 
$1,665*; 2-dr., 


se 
= 


"5S °59 
Nov. 


"6S °59 
Dec, 


"68 
Oct. 


(Copyright, 1960, by Automotive News) 


650°. 
’57 Savoy (8) 4-dr., $630*. 
PONTIAC—’60 Bonneville 4-dr. 
$3,415* (ps). 

'59 Catalina 4-dr., $2,385* (ps), 
'55 Chieftain 4-dr., $315*. 
STUDEBAKER—'59 Lark (6) 

330. 


hardtop, 
" 4-dr., 


$1,- 
Plaza (6) 
$545° 


$430* ; 
(6) 
$790*; 


‘59 Savoy 2-dr., 


2-dr., $1,- 


4-dr., 


(8) Custom 2-dr., 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Dec. 23. Sold 
92 cars from 161 consignments. 
BUICK—’'60 LeSabre 2-dr. hardtop, §$2,- 

955* (ps), $2,950*; 4-dr., $2,915* (ps), 
$2,900* (ps). 

’59 Electra 4-dr, hardtop, 
LeSabre 4-dr., $2,275* 
$2,055*. 

’58 Century Estate Wagon, $1,760* (ps); 
Super 4-dr Riviera, $1,700* 

’57 Special 4-dr., $1,075*, 

‘56 Super 4-dr., $715* (ps); 
r., $600. 

’55 Special 2-dr., $465*; 
$445*; conv., $420*. 


$180, $155". 


$125; 2-dr., 


’57 Chieftain 2-dr. Catalina, 
Star Chief conv., $980* (ps). 


Catalina, $455*. 


$2,550* (ps); $470*. 


(ps), $2,225*, 


Special 4- 


2-dr, Riviera, 


1) 


TEXAS 
ee 
AMARILLO AUTO 
AUCTION, INC. 

3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 

Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I1 O'Clock 
80.car sale average 
All Titles and Checks Guaranteed 


Eve 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. or 
Title Protection. (Wed.). 


NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 


PENNSYLVANIA WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


HIGH MARKET AREA 
Write for free accurate market reports 
Bill Johnsen Bob McCenkey 


Crossroads 


. where they meet . 
buyers and sellers . . . new and 


THREE WAY PROTECTION 
MANHEIM AUTO AUCTION 


You're protected from .. . 
1. 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 
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Here’s what dealers in 38 states 5 


The letter below and the statements on the _ tractive 365-day outdoor showroom. Read how 
following page are representative of the enthu- Childers Carports actually pay for themselves 
siastic letters Childers receives from your dealer _in savings on clean-up costs and light bills. Read 
friends every day. Read how they rate Childers why Childers Carports are the most profitable 
Carports in their own words. Read how Childers and revolutionary concept in the history of out- 
Carports turn ‘just another lot’ into an at- door car display! be 








me: (8 - (= 2.35 gheke 







Chas. L. Marshall 
of C. Marshall Motors, Dixon, Ill. 


Read how Childers Carports earn extra 
profits for him, as they can for you. 


tee 










eee = * 2 OS yrs. 
* Be 7 


The magic of Childers Carports is illustrated in this displays and buildings. And because they’re all steel, them. The glamorous, all-weather protection of 
picture of Marshall Motors’ lot. Childers Carports Childers Carports, with a minimum of maintenance, Childers Carports keeps you open for business 365 
are architect-designed to harmonize with existing will look new and modern years after you install days a year . . . and cost only pennies per car per day! 








Chas. Marshall is representative 
of the hundreds of dealers in 38 
states who are going after extra sales and 
profits with Childers Carports! 









Your prospects gladly pay 
more for cars that are protected. 
And Childers Carports give a look 
of permanence to your lot! 


under Childers Carports. And your 

























cars sell faster because Childers yre i aa ‘ 
2 1Aae ex 
Carports attract more prospects! ee ay : gnet *° carport 4 
ae e I 
ear MT e sitter we chit gtme? eins aa ee phi 
ghovl4 aS yike , e pest . gmprow® and buy in cool comfort under aide 
L e © ore r 
“ Ke m 
you bO* ge wid ©? could bx 20 get used, tion of Childers Carports! 
r dere deetgs ane Ye £108 Toney “how : 
one aur a pk vee cor®s ing “y prouble geile 
Childers Carports protect nis © Gor nis eanevety? out oS g0¢ soit 
your cars from snow, rain, dust noney ei Seth) eens cats arpor’h more 
a o c s 
and sun. Pay for themselves in savings on “ROY Cheep encve a 11ine — got eas ioe 
clean-up and lighting costs! 7 arvet — aoot sedmpase = was The c 
ust e Pe 14a ? ur c en 
968 se se met Ri tors* 5 dette Seit rake 
fuss the Pour COMP 4% WAR, carrer 
grom 2, corpo ynrous™ ,1aer® Com ae 
aet wi ep 
on aah vie rnin eecommend 24 we What better reason could 
co nly «no * any car dealer have for installing 
woul on, aeale™ ly» exciting, permanent, profitable Chiiders 
. ’ , 
Childers Carports are the = autom pesines®* ry «re Carports on his lot? 
best investment you can make in to San wD 
modern styling for your lot. Childers 6 
Carports look new for years! 
curs 1967 Fovet 
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Rensselaer, Ind. “Our Childers Carports are 
beautiful! We want to install another unit!” 
—Hoover Motors 


| Bryan, Ohio. “Every day’s a selling day 
' under the all-weather protection of our car- 
ports!” —Donaldson Mtrs. 





Keokuk, lowa. “We are so happy with our 
first Childers Carports, we are ordering 2 
more spaces.” —Tigue Motors 






Houston, Texas. Bland-Willis Cadillac wanted 
the most attractive protection available. So 
they chose Childers Carports. 


West Point, Ga. Childers Carports at Valley 
Chevrolet help pay for themselves in sav- 
ings on clean-up costs alone. 





Russellville, Ark. Trucks and cars always 
stay clean and attractive at the handsome 
Rye GMC-Pontiac lot. 


CHOICE OF 2 TRIM STYLES 


CONTINENTAL 


eel aia | 





Childers Carports are now available in lux- 
urious Continental or sleek Thinline trim 
style. Childers Carports with Thinline Trim 
have the slimmest, trimmest lines of any 
arport in the world. 


milders Carports with Continental Trim 
give your lot a commanding look of dignity 
and stability. 


Choose the trim style that suits 
your lot best for big extra profit! 


























Rock Island, Ill. “After using our Childers 
Carports 30 days, we know we invested very 
wisely!” —Buck Buick 





Pottstown, Pa. “Customers continually com- 
pliment us on our attractive Childers Car- 


ports.” —Nagle Motors 


my Bene J 









Caney, Kans. “The carport is a big asset to 


our used car lot. Attracting lots of atten- 
tion.” —Toner Motors 


Medford, Ore. Lea Motors shows their cus- 
tomers they care for their cars by protecting 
them with Childers Carports. 





Fredericksburg, Va. Young Motors attracts 
more and better prospects with their easy- 
to-install Childers Carports. 





Elizabethtown, Ky. At night, Childers Car- 
ports make Pate Motors lot an exciting 
showcase. Cut lighting costs! 











Monroe, La. “Our greatest asset! Absolutely 
no heat attracted by Childers Carports.” 
—Richards-McCain Mtrs. 


Walla Walla, Wash. “In bad weather our 


attractive Childers Carports are invaluable!” 
—Graves-Anderson Mtrs. 





Grants Pass, Ore. “We are 100% satisfied! 
A definite advantage in all kinds of weather.” 
—Kelt Chevrolet 





Sparta, Mich. Snow time is selling time for 
Johnson Bros. Ford thanks to their low-cost 
Childers Carports. 






Oneida, N. Y. Van Vleet Motors’ Childers 
Carports will give all-weather protection 
and beauty for years. 


Dover, Del. Architect-designed Childers Car- 
ese easily harmonize with C. F. Schwartz 
otors’ building. 





Let The All-Weather Protection Of Childers Carports 
Earn Extra Profit For You For Only Pennies A Day! 


Every car dealer knows, “If you want 
them to buy, keep their feet dry!” And 
Childers Carports are the most inexpensive 
and profitable way in the world to keep your 
cars and prospects protected from unpleas- 
ant weather. 


Add Color to Continental Trim 
The trim on Childers Carports is factory 
bonderized so you can easily paint it any 
color or pattern you wish when your car- 
ports are erected. 


Red! Green! Stripes! Checks! 

Think of the Continental Trim finished in 
an exciting color. Imagine the impact Chil- 
ders Carports in color will add to your lot! 
Factory-applied white enamel finish is also 
available. 


Take 36 Months To Pay 


You can install Childers Carports now 
under Childers 36-Month Finance Plan. Let 
your carports pay for themselves in savings 
on clean-up and lighting costs plus extra 
profit through increased sales! 

Childers Low-Cost Leasing Plan also 
available. 


Best Investment 


The hundreds of dealers who have in- 
stalled Childers Carports consider them one 
of the best investments in extra profit any 
car dealer could make. 

Childers Carports can earn extra profit : 
for you, too! For complete information, fill 
out and mail coupon at right, today! 


Childers Pays Freight To Any Dealer In Continental U. S. 








ssay about Childers Carports: 












Call any 2 
dealers on these 
pages. Ask them about 
their Childers Carports. 
Bill me. Vll send 
my check for the 
calls. 


Bob Childers 













Look At All Your 
Dealer Friends Who 
Are Open For Business 
Every Day This Winter. 














ARKANSAS 
Fort Smith: Glidewell Motors 

Hot Springs: Meredith Motor Co. 
COLORADO 

Boulder: Hollister Motor Co. 
DELAWARE 

Dover: C. F. Schwartz Motor Co. 
DISTRICT OF COLUMBIA 

Jack Blank Pontiac, Inc. 

ILLINOIS 

Champaign: Parkhill, Inc. 

Chicago: Z. Frank Chevrolet 
Skokie: Fergus Ford, Inc. 

INDIANA 

Bloomington: Barnard Motors, Inc. 
Fort Wayne: Bob Berry Ford Sales 
Wabash: Gus Dorais Chevrolet, Inc. 















1OWA 

Cedar Falls: Erickson Motor Co. 
Davenport: Vincent J. Neu, Inc. 
KANSAS 

Junction City: Sampson Motors 
Yates Center: Cantrell Motor Sales 
KENTUCKY 

Ashland: Troy E. Fairchild Buick 
Lexington: Shug Glenn Buick, Inc. 
MAINE 

Berwick: Reyco Motors 

MARYLAND 

Cumberland: Gurley’s Inc. 
MICHIGAN 

Cadillac: Weidner Motor Sales 

Mt. Pleasant: Johnson Motors, Inc. 
South Haven: Art Overhuel Mtr. Sales 
MINNESOTA 

LeCenter: LeCenter Motors 
MISSOURI 

Carthage: Howard Buick Co. 
Columbia: Nathe Chevrolet Co. 
Jefferson City: Cen. Missouri Motors 
NEW JERSEY 

Garfield: Mide Motors 

NEW YORK 

Niagara Falls: Western Motor Sales 
Sodus: J. J. Boise & Co., Inc. 
Watertown: Kamp’s Garage, Inc. 
OHIO 

Leipsic: Parker Chevrolet Sales 
Massilon: Shaffer Motors, Inc. 
Waverly: Clarence Vallery & Sons 
OKLAHOMA 

Chickasha: Randolph's Auto Sales 
Guthrie: Scrutchfield Motor Co. 
OREGON 

Medford: Lea Motors 

Portland: West Slope Motors 
Roseburg: Sayre Volkswagen 
PENNSYLVANIA 

Johnstown: Cambria Motors, Inc. 
McKeesport: Devereaux Chev., Inc. 
New Castle: Morrison Buick, Inc. 
SOUTH DAKOTA 

Mitchell: Rozum Motor Co. 
VIRGINIA 

Fredericksburg: Young Motors, Inc. 
Newport News: “Nick” Allen Motors 
WASHINGTON 

Everett: Weidmac Brokerage 

Walla Walla: Jackson-Lowman Motor Co. 
WEST VIRGINIA 

Biuefield: W. R. Keesee & Co., Inc. 
Parkersburg: Dils Edsel Sales, Inc. 
WISCONSIN 

Appleton: Behm Motors, Inc. 
Racine: Buzz Steger Auto Mart 



















































AAA 


MAIL THIS COUPON TODAY! 


Childers Manufacturing Co., Dept. AN-8 
3620 West 11th St. 
Houston 8, Texas 


Please rush me complete details on Chil- 
ders Carports, along with a list of hundreds 
of dealers in 38 states who have installed 
them, and pictures of actual installations. 

(If you called any 2 dealers on these 
pages, send charges. with this coupon.) 


! 

| 

! 

! 

| 

! 

I 

! 

| 

Firm : sctiesockaaaai ; 

Name & j 
ee ees anit tai 

i 

i 

I 

| 

| 

| 

i 

I 

! 


Jee. oe 
City- 
Make of Car 
Handled____ 


Check here for information on: 
(0 Childers 36-Month Finance Plan 
(_] Childers Low-Cost Leasing Plan 








p---------------------- 
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MERCURY—’58 Commuter 4-dr., $2,090* 
(ps); Monterey 2-dr. 2 at $1,290*. 
U C e + "57 at tae a” hardtop, $1,450* 

(ps), ,310* (ps). 
- ct p 56 Commuter 4-dr., $945*. 
sed ar Au ion rrices "56 Commuter 4-dr., $945°- 
4-dr., $575*. 
’53 Monterey 4-dr., $135*, 
’52 Monterey 4-dr., $135*. 


Model Breakdown 
Of Auction Averages 


* Nov., Oct., 
1960 1959 1959 

















ee ee ae ee OLDSMOBILE — '57 (88) 4-dr, Holiday, 2,432 $2,574 $2,536 
°55 Special 4-dr., $370*. (ps). me l:S56* (D8); 2-dr. Holiday, §1,060°. 1560 1588 1,641 
54 Special 4-dr., $350* (ps). 58 Fairlane 500 (8) 2-dr, Victoria, $1,-| (56 (88) 4-dr. mendag. $045. fe i> Lass 117 
'53 Super 4-dr. Riviera, $340*. 610* (ps); Fairlane (8) 4-dr., $1,530°| "95 (88) 4-dr., $085° (ps); 2-dr, Holiday, ? ? , 
CADILLAC—'58 (62) Coupe de Ville, §3,- (ps); Country Sedan (8) 4-dr., §1,-| ,, $990" (ps), $8%50 —— 733 790 816 
325* (ps). 550°, $1,480* (ps); Ranch Wagon (8)| ‘54 (98) 4-dr., $570", pee, ees OS) 549 584 600 
'ST (62) Sedan de Ville, $2,560* (ps). 2-dr., $1,400*; Custom (8) 2-dr., $1,-| ,,2°a%-, Holiday, $ a 341 373 393 
"54 (62) Coupe de Ville, $1,170* (ps). 145. 53 (88) 4-dr. Holiday, $240* (ps), 
"62 (62) 2-dr., $150*. ’57 Thunderbird (8) conv., $2,435* (ps); | PLYMOUTH—’59 Savoy (8) 4-dr., $1,410*. 237 254 260 
OLET—'59 Impala (8) 2-dr., $2,- Country Sedan (8) 4-dr., $1,560* (ps), 58 Belvedere (8) 4-dr, hardtop, $1,540* 194 213 
500* (ps); conv., $2,350* (ps); Brook- $1,245°; Fairlane (8) 2-dr, Victoria, (ps), $1,450* (ps); Savoy (8) 4-dr. Overall 
wood (6) 2-dr., $1,800*, $1,425*; Fairlane 500 (8) 4-dr., $1,- hardtop, $1,150* (ps). 
58 Impala (8) sport coupe, $2,065* (ps), 265* (ps); 2-dr., $1,200; Custom (8)| °57 Belvedere (8) 4-dr, hardtop, $1,000*; Average $1,202 $ 939 $ 954 
$2,045* (ps); Bel Air (8) sport sedan, 4-dr., $980*; Custom 300 (8) 2-dr., Savoy (8) 4-dr., $885*, $620*%; 2-dr., 
$1,700* (ps); Brookwood. (8) 4-dr., $790. $735*. 
$1,630*; Brookwood (6) 4-dr., $1,340. ’56 Thunderbird (8) conv., $2,060* (ps); ’56 Suburban (6) 2-dr., $775; Belvedere ’57 Ford (6) %-ton pickup, $950; Dodge 
"57 Bel Air (8) sport coupe, $1,565*, Country Sedan (8) 4-dr., $1,080* (ps), (8) 2-dr., $705*, (6) %-ton pickup, $950, $755; Dodge 
$1,545* (ps); Nomad (8) 2-dr., $1,- $870* (ps); Ranch Wagon (8) 2-dr., ’55 Belvedere (8) 2-dr, hardtop, $480*; (8) %-ton pickup, $800, $765. 
; Two-ten (8) 2-dr., $1,175. $920* (ps), $830* (ps), $775*; Fair- Plaza (6) 2-dr., $420. 56 Ford (8) %-ton pickup, $730, $650; 
"66 Nomad (8) 2-dr., $1,015; Bel Air (8) lane (8) 4-dr., $900*; Country Squire ’54 Savoy 4-dr., $170*. %-ton pickup, $610; Ford (6) %-ton 
(8) 4-dr., $700*; Country Sedan (8) ’53 Cranbrook 2-dr., $240. ro $675; Dodge (6) Flattrack, 


4-dr., $865* (ps). 
65 Bel Air (8) station wagon 4-dr., $1,- 2-dr., $520. PONTIAC—’58 Bonneville sport coupe, $2,- 


000; 2-dr., $840, $820; 4-dr., $790", "55 Thunderbird (8) conv., $1,750*; 250* (ps), 
Country Sedan (8) 4-dr., $850*; Cus- ’57 Chieftain 2-dr, Catalina, $1,050*; 


’55 Ford (8) F- 100 pickup, $730; %-ton 
pickup, $720, $670, $600; Ford (6) %- 


$735* (ps); sport coupe, $600°*. 
°64 Two-ten 2-dr., $210. tom (8) 2-dr., $700*, $655, $610*, 2-dr., $700*, ton pickup, $570; International (6) 
°63 Bel Air 4-dr., $260, $235; Two-ten $490*; 2-dr. Victoria, $650*; Ranch ’56 Chieftain 2-dr. Catalina, $695". %-ton pickup, $605; Chevrolet (6) %- 
2-dr., $235, $225; One-fifty 4-dr., Wagon (8) 2-dr., $600; Fairlane (8) 55 Star Chief 2-dr. Catalina, $900* ton pickup, $605, $570. 
$215; 2-dr., $155. 2-dr., $595*, $530; 2-dr. Victoria, (ps), $555*; 4-dr., $500* (ps); Chief- ’53 Ford %-ton pickup, $480; GMC (6) 
"62 Deluxe station wagon 4-dr., $320; $520*, $450°*; conv., $305°*. tain 4-dr., $685*, $680* (ps). %-ton pickup, $265, 
4-dr., $120, ’54 Ranch Wagon (8) 2-dr., $275. ’53 Chieftain 4-dr., $300°. *50 Chevrolet %-ton pickup, $290. 
"51 Deluxe 4-dr., $155, $110. ’53 Country Sedan (8) 4-dr., $420; Cus-| RAMBLER—’58 Custom (6) Cross Coun- *42 Chevrolet %-ton pickup, $110. 
core 4-dr., : 5. — 5 tom ee aIT6 $240; Custom (8) 4- try, $1,620*. a ge00 
SLER—’'57 N 4-dr. hardtop, §$1,- dr., 40, $170; Main (8) 2-dr., $165. ’55 Custom (6) 4-dr., \ 
’52 Custom Cross Country, $175. PORTLAND, ORE. 


"52 Custom (8) 4-dr., $165; 2-dr., $155*. 
Portland Auto Auction, Inc. Sale every 


465* (ps). 
STUDEBAKER—’55 Commander (8) 4-dr., 


51 Windsor 2-dr., $140*. ’51 Custom (8) 4-dr., $110*. 
‘54 Powermaster 2-dr., $175*. IMPERIAL—’52 Imperial 4-dr., $150*. $470°. Tuesday. Prices are for sale of Dec. 22. 
"50 Custom 2-dr., $125*. LINCOLN—’58 Continental Mark III 4-dr. ’53 Commander 4-dr., $330*%; Champion| BUICK—’56 Century 4-dr. Riviera, $1,125* 
DODGE—'54 Royal 2-dr., $195*. hardtop, $3,340* (ps). 2-dr., $210*. (ps). 
FORD—'59 Thunderbird (8) conv., $3,390* "53 Cosmopolitan 4-dr., $300* (ps). | MISCELLANEOUS—’58 DKW Van, $500. ’55 Super 2-dr. Riviera, $745* (ps); Spe- 





[mportant AN OM Rhee You should know about 


$1,080. ESicons: 


*Slightly higher in the West 


ky Since the Vespa ‘‘400” was first introduced into the United States a few months ago, over 
300 dealers have been franchised. 


ym There are 12 spare parts warehouses located in key cities throughout the United States, main- 
tained by Vespa distributors, which guarantee you a steady supply of spare parts, anytime, 


anywhere. 


km The dealer profit realized on the sale of a Vespa “400”, is equal to that of a car selling for 
twice the price. 


FIND OUT TODAY HOW YOU CAN BENEFIT FROM THE FANTASTIC SUCCESS THE VESPA “400” IS 
ENJOYING. FOR COMPLETE FRANCHISE INFORMATION WRITE: 


ISTRIBUTING CORPORATION 
RSEAS CORPORATION 
1, N 


LONG ISLAND CITY . 3s 











cial 2-dr., $675*; 2-dr. Riviera, $600; 
Century 2-dr. Riviera, $610*. 


CADILLAC — ’59 (62) 2-dr. hardtop, $4,- 


280° (ps). 
"52 (62) 4-dr., $180*, 


CHEVROLET—'58 Impala (8) 2-dr, hard- 
top, $1,885*, $1,800*; Brookwood (8) —_— 


4-dr., $1,695* (ps), ‘31, 575*; Bel Air 
(8) 2-dr. hardtop, $1, 630° ; 4-ar. hard- 
top, $1,565* (ps); Biscayne (8) 4-dr., 
$1,425*, $1,400°; Biscayne (6) 4-dr., 
$1,180. 

°56 Two-ten (6) 4-dr., $780*. 

°55 Bel Air (8) 2-dr. hardtop, $965*; 4- 
dr., $760*; Two-ten (8) station wagon 
4-dr., $755*, $755; Two-ten (6) 4-dr., 
$645. 

"53 Two-ten 2-dr., $350, $320; 4-dr., 
$300*, 


CHRYSLER—’55 NY 2-dr, hardtop, $1,050* 
(ps). 
DODGE—’55 Royal (8) Sierra 4-dr., $750*; 


Custom Royal (8) 2-dr. hardtop, $695*. 
"53 Coronet (8) Sierra 2-dr., $300; Cor- 
onet (6) 4-dr., $180*. 


FORD—’'59 Thunderbird (8) 2-dr. hardtop, 


$3,350* (ps); Galaxie (8) 2-dr. Vic- 
toria, $2,300* (ps), $2,160* (ps); Coun- 
try Sedan (8) 4-dr., $2,175* (ps), $2,- 
130*; Fairlane 500 (8) 2-dr. Victoria, 
$2,145* (ps); Custom 300 (8) 4-dr., 
$1,830; Fairlane (8) 4-dr., $1,720*. 

"58 Country Sedan (8) 4-dr. "$1, 595*, $1,- 
400*; Fairlane 500 (8) 4-dr, Victoria, 
$1,550*, $1,250* (ps); Ranch Wagon 
(8) 2-dr., $1,350*; Fairlane (8) 2-dr., 
$1,290*, $1,250*. 

’57 Country Sedan (8) 4-dr., $1,300; 
Fairlane 500 (8) 4-dr., $1,175* (ps), 
$1,075*; Custom 300 (8) 4-dr., $990* 


AAR atl 


(ps); Custom (8) 2-dr., $950*, $810*. es 


’56 Fairlane (8) 2-dr. Victoria, $985*. 

*55 Country Sedan (8) 4-dr., $895; Coun- 
try Sedan (6) 4-dr., $740; Fairlane (8) 
4-dr., $850, $500*; Custom (8) 4-dr., 
$680, $625*. 

’54 Crest (8) 2-dr. Victoria, $550*, $515*. 


LINCOLN—’55 Capri 2-dr. hardtop, $750* 


(ps) 


MERCURY — '58 Monterey 4-dr., $1,400* 


(ps); 2-dr., $1,225. 

’57 Montclair 2-dr. hardtop, $1,285* (ps), 
$950* (ps). 

56 Montclair 4-dr., $925* (ps); 2-dr. 
hardtop, $895*, $880*; 4-dr. hardtop, 
$695* (ps). 

’55 Monterey 2-dr. hardtop, $970* (ps), 
$900*. 

’53 Monterey 4-dr., $300*. 


OLDSMOBILE — ’'58 (88) 2-dr. Holiday, 


$1,795*. 

’57 (98) 4-dr., $1,350* (ps). 

"56 (98) 2-dr. Holiday, $985* (ps); (88) 
4-dr, Holiday, $975*. 

’53 (88) Super 2-dr. Holiday, $325*. 

"52 (98) 4-dr., $130*. 


PACKARD—’54 Patrician 4-dr., $450*. 
PLYMOUTH—’57 Suburban (8) 4-dr., $1,- 


280*, 
’56 Savoy (8) 4-dr., $675. 
’55 Belvedere (8) 4-dr., $450*. 
’54 Belvedere 2-dr. hardtop, $315* (ps). 


PONTIAC — ’56 Chieftain Safari 4-dr., 


$775*; Star Chief 2-dr, Catalina, $755. 
’55 Chieftain 4-dr., $600*. 


RAMBLER—’58 Rebel (8) Custom Cross 


Country, $1,725* (ps); Super (6) 4-dr., 
$1,325*, $1,260*, $1,250*. 


MISCELLANEOUS—'55 Ford C700 truck, 


7 at $1,100. 


DANVILLE = 


Danville Auto Auction. Sale every Wed- 


nesday. Prices are for sale of Dec. 23. 
Prices off due to the holidays, Quantities 
short due to the holidays, 

BUICK—’55 Special 2-dr., $500*, 


’54 Special 2-dr., $455*. 


CADILLAC — ’59 de Ville 4-dr. hardtop, 


$3,975* (ps). 
"58 (62) 4-dr., $3,035* (ps). 


CHEVROLET—’58 Bel Air (8) 2-dr., $1,- 


370*; Bel Air (6) 2-dr., $1,185, §$1,- 
155*. 

"57 Bel Air (8) 2-dr., $1,260*; Two-ten 
(8) 2-dr., $1,095*. 

’56 One-fifty (6) 2-dr., $545. 

’55 Two-ten (8) 4-dr., $655*, $525; 2-dr., 
$600; Bel Air (8) 2-dr., $630; 4-dr., 
$510. 

’54 Two-ten 2-dr., $400; Bel Air 2-dr., 
$375*. 

’53 Bel Air 2-dr., $350; Two-ten 2-dr., 
$255 


DODGE—'57 Coronet (8) 2-dr., $960*. 
FORD—’59 Galaxie (8) Skyliner, $2,135*; 


Fairlane 500 (8) 2-dr., $2,110*; Cus- 
tom 300 (8) 2-dr., $1,610. 

58 Fairlane (8) 4-dr., $1,395*; Fairlane 
500 (8) 4-dr., $1,185*; Custom 300 (6) 
2-dr., $1,100*. 

57 Custom (8) 2-dr., $1,080; 4-dr., 
$950*. 

’56 Fairlane (8) 2-dr., $890* (ps); 4-dr., 
$855*; Custom (8) 2-dr., $665; 4-dr., 
$530*; Main (8) 2-dr., $660. 

55 Fairlane (8) 2-dr. Victoria, $795, 
$540*; 2-dr., $725*, $710*; 4-dr., $655; 
Ranch Wagon (8) 2-dr., $700*; Custom 


(8) 2-dr., $605, $530*. ~ <— om 
$375. 


’54 Custom (8) 2-dr., $460*; 4-dr., 

’53 Main (6) 2-dr., $205; Main (8) 2-dr., 
$155; 4-dr., $135; Custom (8) 2-dr., 
$205. 


MERCURY—’59 Monterey 2-dr., $1,910*. 


"58 Monterey 4-dr., $1,410*, 
’57 Monterey 4-dr., $910* (ps). 
"56 Monterey 2-dr., $875* (ps). 
’54 Monterey 2-dr., $225*. 


OLDSMOBILE — ’56 (98) 4-dr., $1,105* 


(ps). 
"55 (88) 2-dr., $845* (ps). 
'54 (88) 4-dr., $490*. 
PACKARD—’56 Clipper 2-dr., $610*. 
’55 Clipper 4-dr., $380. 
PLYMOUTH—’57 Savoy (8) 2-dr., $875. 
’56 Fury (8) 2-dr., $860. 

’53 Cranbrook 4-dr., $310*. 
PONTIAC—’55 Chieftain 2-dr., $655*, $305. 
’53 Chieftain 4-dr., $155; 2-dr., $155*. 

*52 Chieftain 4-dr., $125*. 
STUDEBAKER—’59 Lark (6) 4-dr., $1,- 


495, 
’52 Champion 2-dr., $155. 
MISCELLANEOUS — ’57 Willys Delivery 
Truck, $450. 


’55 Ford (8) %-Ton pickup, $630; Willys 
Jeep 2-dr., $465. 


DALLAS, TEX. 


Big D Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec, 22. 
BUICK—'57 Special 4-dr., $750*. 

’56 Special 2-dr. Riviera, $800* (ps). 

’55 Special 2-dr., $550*. 
OCHEVROLET—’60 Corvair (6) 4-dr., $2,- 

100. 

*59 Impala (8) 2-dr, hardtop, $2,200*; 
Bel Air (8) 4-dr., $1,825*, $1,750*. 

’58 Biscayne (6) 2-dr., $1,065. 

’57 Bel Air (8) 2-dr., $1,450; 4-dr. 
hardtop, $1,390*; 4-dr., $1,025*; Bel 
Air (6) 4-dr., $1,090*; ‘TTwo-ten (8) 
2-dr., $1,065; One-fifty (8) 4-dr., $905. 

(Continued on Page 43, Col, 1) 














Used-Car Auction Prices 





(Continued from Page 42) 


56 Two-ten (8) station wagon 4-dr., 
$1,090*, $865*; 4-dr., $800*; Bel Air 
(8) 2-dr. hardtop, $1,025. 

55 Bel Air (8) 4-dr., $725*, $680*, 
$670*, $610*; Two-ten (8) 2-dr., $690, 
$665*. 

'53 Bel Air 2-dr., $400; 4-dr., $335*; 
Two-ten 4-dr., $165. 

’51 Deluxe 2-dr., $290*; 4-dr., $100. 

"50 Deluxe 4-dr., $160; 2-dr., $130. 


Used Imported 


Cars 


DANVILLE, VA. 
Taunus—’'59 4-dr., $1,035. 
Volvo—’58 2-dr., $1,200. 

* * 


FLINT 


Vauxhall—’58 4-dr., $1,025. 
Volkswagen—’59 Karmann-Ghia, $1,750. 


* * * 
DAYTONA BEACH, FLA. 
Hiliman—'59 4-dr., $990. 
Mercedes Benz—'59 4-dr., $2,000. 


’58 conv. roadster, $3,250. 
Metropolitan—'57 2-dr., $560. 
Renault—’58 4-dr., $905. 

’57 2-dr., $430. 

Simea—’59 station wagon, $850. 

Triumph—’'59 TR3, $1,650. 

Volkswagen—’57 2-dr., $1,055. 

* * * 
PORTLAND, ORE. 

Renault—’58 4-dr., $700. 

Volkswagen—’'58 Karmann-Ghia 2-dr. hard- 
top, $1,625; 2-dr., $1,240, $1,150; 
Kombi, $1,125. 

* * * 
SACRAMENTO 

Fiat—’59 2-dr., $835. 

’S7 4-dr., $775. 
Ford (English)—’'58 
Renault—’'58 Dauphine 4-dr., 
Simca—’58 4-dr., $700. 

’57 4-dr., $420; Aronde 4-dr., 
Triumph—’58 4-dr., $700. 
Volkswagen—’57 2-dr., $1,050. 


ATA Foundation 
Offers Booklet 


On Transportation 


WASHINGTON.—“If we keep on 
solving our transport problems, we 
can look forward to an expanding 
America ... And as in the past, 
our prosperity will rest on flexible, 
low cost, efficient transportation 
that can adapt itself to any need 
or situation.” | 

So concludes a new booklet made} 
available by the ATA Foundation. 
The booklet uses a comic-book ap- 
proach to tell how transportation, 
and especially truck transportation, 
has been instrumental in the| 
growth of this country. 

The booklet, entitled “The New| 
American Frontier,” is a project of 
the Pure Oil Co. for the ATA 
Foundation, the public information, 
education and research organiza- 
tion for supplier support of the 
American trucking industry. 

Beginning with the “hardy Con- 
estoga wagon, grandfather of the 
modern train, truck and automo- 
bile,’ the booklet traces the de- 
velopment of transportation 
through the stage coach, pony ex-| 
press, railroad, and car and truck, 
to the present highly advanced 
system. 

Copies may be obtained from the 
ATA Foundation, 1424 Sixteenth 
Street, N. W., Washington 6, D. C., 
or from Pure Oil Co., 35 East 
Wacker Drive, Chicago 1, Ill. 


Prefect 4-dr., $710. 


$910. 
$345. 





Trucks to Get Fuel Discount 


On Indiana Toll Road 


INDIANAPOLIS.—The Indiana 
Toll Road Commission -has made 
it possible for filling station con- 
cessionaires on the Northern In- 
diana Toll Road to grant gasoline 
and diesel fuel discounts to 
truckers. 

The commission agreed to ab- 
sorb on a six-month trial basis 
half of a proposed 5-cent-per- 
gallon discount on truck gasoline 
sales by decreasing the conces- 
sionaire’s rental 2% cents per 
gallon. It was proposed that the 
remainder of the discount be 
absorbed by the concessionaires. 
On diesel fuel, the commission 
voted to reduce the rental pay- 
ments for all concessionaires to 
10.7 percent of gross sales, which 
amounts to lowering the per gal- 
lonage rental to approximately 3 
cents. 
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"36 4-dr., $175. 
DODGE—’51 Coronet 4-dr., $130*. 
FORD—’'60 Galaxie (8) 4-dr., $2,690* (ps). 
"59 Custom 300 (8) 2-dr., $1,355, $1,330. 
‘58 Thunderbird (8) conv., $2,500* (ps). 


‘57 Thunderbird (8) conv., $1,800*; 
Fairlane 500 2-dr, Victoria, $1,085*, 
$1,000*; 4-dr, Victoria, $1,025* (ps). 

"55 Country Sedan (6) 4-dr, (9 pass.), 
$600*; Fairlane (6) 2-dr., $320*. 

’54 Country Sedan (8) 4-dr., $525; Cus- 
tom (8) 4-dr., $400; 2-dr., $355. 


"53 Custom (8) 4-dr., $280; 2-dr., $160, 
$125. 
LINCOLN — '58 Premiere 
(ps). 
MERCURY—’54 Monterey 2-dr., 
’51 2-dr., $117*. 
OLDSMOBILE—’58 (88) Fiesta, $1,560. 
"57 (98) conv., $1,250*. 
"55 (98) 4-dr., $840* 
$485". 
*51 (88) 4-dr., $100*. 
PONTIAC—’52 Ambulance, $100. 
’51 4-dr., $250*. 
MISCELLANEOUS—'49 Ford %-ton pick- 
up, $120. 


Ryder to Build 
BUFFALO.—Ryder Truck Rent- 
al, Inc., is planning to construct a 
new truck service and office build- 
ing at 119 Botsford to house its 

Buffalo branch operation. 


4-dr., $2,700* 


$600*. 


(ps); (88) 2-dr., 





Training Institute 
In Truck Sales 


Begins *60 Sessions 


DETROIT.—The Institute of Ap- 
plied Training has opened its 1960 
sessions in its new facilities at 
19720 W. Eight Mile Rd. 

In cooperation with the Ford di- 
vision’s truck department, the IAT 
opened with a three-week “Train 
the Trainer” program for truck 
sales-training specialists. 

An IAT spokesman said that 
during these sessions nine special- 
ists are prepared to conduct on- 
the-job training for truck salesmen 
throughout the nation. 

“The training program, in con- 
tinuous action since 1956, has prov- 
en itself invaluable to the overall 
sales effort through increased sales, 
trucks better fitted to the job, and 
longer life of units with reduced 
operating costs for the customers,” 
he said. 

The training sessions cover 
everything from basic customer 
prospecting to selecting and fitting 
a specific truck for the specific job 
for the buyer, he added. 








Seven Minutes, Seven Corvairs— 


43 





Chevrolet's Corvair was the whole show during announcement day at Dick Bullis 


Chevrolet, Burlingame, Calif. 
make the first seven deliveries seven minutes after the doors opened. 


Shown here are seven Bullis salesmen getting ready to 





NEW ROCKWELL 
TRACTION 





EQUALIZER... 


\ ee 





‘Available 


with 


Ti mken-Detroit Axles 


for safer, 
surer performance... 
on or off 
the highway! 







7 rithier Foal of... ROCKWELL-STANDARD . 


Applies driving force to wheels with best traction. The Rockwell Trac- 
tion Equalizer provides a substantial increase in tractive effort to 


: the wheel with the best road adhesion. It is effective on a vehicle 
even if one pair of the driving wheels has no traction! 


Safer, surer operation. A truck equipped with the Rockwell Traction 


Equalizer is easier to control on curves, slippery pavement and soft 


ground. The tendency of a vehicle to swerve when one wheel sud- 
denly loses traction is eliminated because wheel spinning is reduced. 


Constant actuation. The Rockwell Traction Equalizer doesn’t depend 


on the driver to start it working. It is effective whenever one wheel 


has the tendency to turn faster than the other. 


Tailored for effectiveness. With multi-drive axle vehicles, each axle 
may be equipped with Traction Equalizer units. No matter where 


your vehicles operate—on or off the highway—the Rockwell Traction 


Equalizer gives your vehicles better traction. 


Self lubricating. The Rockwell Traction Equalizer automatically picks 
up the standard axle lubricant and works it through the unit. 


Less maintenance. The Rockwell Traction Equalizer 
normally requires no maintenance between axle over- 
haul periods. It also cushions heavy impact loads 
upon tires, shafts and gears. 
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Current Prices on U. S. Cars 


(Copyright, 1959, by Automotive News) | 4-ar, 2-seat Parkwood, $2,747; 4-dr. 3-seat | stat. wag., $3,506; 4-dr, 3-seat stat. wag., 


BUICK — LeSabre — 4-dr. sed., $2,870; 
$2,756; 4-dr, hardtop, $2,991; 
. $2,915; conv., $3,145; 4-dr. 
2-seat stat, wag., $3,386; 4-dr, 3-seat stat. 
Invicta—4-dr. sed., $3,357; 

; 2-dr, hardtop, $3,- 
620; 4-dr. 2-seat stat. wag., 

$841; «ar. B-seat stat. wag., $3,945. 
-dr, sed., $3,856; 4-dr. hardtop, 

$3,963; 2-dr. hardtop, $3, 818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
standard on Invicta, Electra and 

225. Power steering and power 

— standard on Electra and Electra 


te tia Two —4-dr. hardtop 
(fiat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr. hardtop, 
252; Eldorado Seville 2-dr. en. 
,401, 


sed., $9,533; 
Brougham—4-dr. hardtop, 

075. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


—4-dr. sed., §2,- 
642.42. (Price does not include dealer prep- 
aration charge.) 


CHEVROLET—(Prices are for six-cylin- 
Biscayne 





sed., $2,384; 4-dr. 
top, $2,554; 2dr. hardtop, $2,489. Im- 
in ode’ one , $2,590; 4-dr. hardtop, $2,- 

; 2-dr. hardtop, $2,597; conv., $2,847. 
Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 


Nomad, 
or conv. 


Kingswood, $2,850; 4-dr. 2-seat 
$2,889. Corvette—hardtop cpe. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop; $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat- stat. 
wag., $3,733; 4-dr, 3-seat stat, wag., 
$3,814. -dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 


CORVAIR—500 Series—4-dr. sed., 
038; cpe., $1,984. 700 Series—4-dr. 
$2,103; cpe., $2,049. 


DeSOTO—Firefiite — 4-dr. sed., 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFliite standard on Adventurer.) 


DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat. wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr, 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr. hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 


$2,- 
sed., 


$3,017; 


$3,621. 


EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70, Convertible 
is not offered with six-cylinder.) Ranger— 
4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 


hardtop, $2,770; 2-dr, hardtop, 
conv., $3,000. Station Wagon—4-dr. 
Villager, $2,988.50. 


$2, 


704.50; 
2-seat 


FALCON—4-dr. sed., $1,974; 2-dr. sed., 


$1,912. 


FORD—(Prices are for six-cylinder mod- 


els. For V-8s, 
(Fleet)—4-dr. sed., $2,284; 
sed., $2,257; business 2-dr., 
lane 500—4-dr. sed., $2,388; 
$2,334. Galaxie—4-dr. sed., 
sed., $2,549; 4-dr. hardtop, 
Mner—2-dr. hardtop, $2,610. 
conv., 
seat Ranch Wagon, 


$2,586; 4-dr. 


$2,800. Station Wagons—2- 


add $113.) Custom 300 
2-dr. 
$2,230. Fairlane—4-dr. sed., $2,311; 
$2,170. 

2-dr. 
$2,603; 
$2,675. 

Suniiner — 


sed., 
2-dr. 
Fair- 
sed., 
2-dr. 
Star- 


dr. 2- 
2-seat 


Ranch Wagon, $2,656; 4-dr. 2-seat Country 


Sedan, $2,752; 4-dr. 3-seat Country 
$2,837; 4-dr. 3-seat Country Squire, 
Thunderbird—(V-8 standard)—2-dr. 
top, $3,755; conv., $4,222. 


IMPERIAL—Custom—4-dr. sed., 
4-dr. hardtop, 
922.50. Crown — 4-dr. sed., 
hardtop, $5,647; 2-dr. hardtop, 
conv., $5,773.50. Le 
318; 4-dr. hardtop, $6,318. 


$5,029; 2-dr, hardtop, 
$5,647; 


Sedan, 
$2,967. 
hard- 


$5,029; 

$4,- 
4-dr. 
$5,403; 


-dr. sed., $6,- 
(TorqueF ite, 


power steering, power brakes standard on 


all models.) 

LINCOLN—Lincoiln—4-dr. 

4-dr, hardtop, 
Pre 


253. 
hardtop, $5,945; 


sed., 


-dr. sed., 
2-dr. hardtop, 
Continental—4-dr. sed., $6,845.30; 
hardtop, $6,845.30; 2-dr. 
598.30; conv., $7,056.20; town car, 
limousine, $10,230. (Automatic 


$5,441; 2-dr, hardtop, 
$5,945; 


hardtop, 


$5,441; 

$5.- 
4-dr. 
$5,698. 
4-dr. 

$6,- 
$9,208; 


sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr. 
730; 2-dr. sed., $2,631; 4-dr, hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., $3,- 
077. Montelair—4-dr. sed., (280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 

— 4-dr, hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-0-Matic, power 
steering, power brakes standard on Park 
Lane.) 

OLDSMOBILE—Series 88 -.—4-dr. sed., 
$2,900; 2-dr, sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr, 2-seat stat. wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed.. $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop; $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. .2-seat Deluxe Suburban, $2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 


sed., $2,- 








PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr. hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr, sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat. wag., $3,530. 


RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr. 
sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. Deluxe Six—4-dr. 
sed., $2,098; 4-dr. 2-seat stat. wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr. 3-seat stat. wag., 
$2,302. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
3-seat stat. wag., $2,806. Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
sed., $2,587; 4-dr, 2-seat stat. wag., $2,- 
881; 4-dr. 3-seat stat. wag., $3,006. Am- 
bassador Custom V 8—4-dr. sed., $2,732; 
4-dr, hardtop, $2,822; 4-dr, 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat. 
wag., $3,116; 4-dr. 3-seat stat. wag., $3,- 
151. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat. wag.. $2.- 
576. Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop; $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2; 443; 4-dr. 
3-seat stat. wag., $2,566. 





Port-of-Entry Prices on Imported Cars 


(Copyright, 1959, by Automotive News) 

ALFA ROMEO—Giulietta — Spider, §$3,- 
469; Super Spider, $3,882; —_ cpe., $3,- 
os Serles—4- 


—s ‘28: - $4,292. 
4 $5,028; Spider sounder conv., 
Sas08. 


rd 


G-SIDDELEY — Star Sap- 
Sel sed., $6,950. (Automatic trans- 
and power steering are standard.) 
ARNOLT-BRISTOL—(Prices are F.O.B. 
)—Competition, $3,995; Bolide, $4,- 

; Deluxe, $4,995. 
ASTON-MARTIN — — vio $9,870. 


ee a’ 
ee ae an re 
., $2,198." fo ee eo 


AUSTIN-HEALEY—Sprite—conv., $1,795. 

roadster (4-seater), $3,051; 
roadster (2 or 4-seater), $3,371. 
overdrive, wire wheels standard 


, 
on Deluxe.) 
AUTO UNION—*‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. hardtop cpe., $2,300.99; 2-dr. 
., $3,924.68. (Heater standard on 


ait. models.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $14,595. (Automatic transmission, 
steering, brakes standard.) 


power 

— “a custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 

der), 51,808; 492-c.c, roadster (3-cylinder), 


W—Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., $5, 
502/3.2 4-dr. sed., $6,000; Model 
5.02/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Sport cpe., $10,500. (Heater and 
power are standard on Models 503 


BMW 600—5-pass. ~~. $1,398; sunroof 
487. BMW —Cpe., $1,898. 
standard on an models. ) 
ISETTA 300 — sunroof, $1,048. 
standard.) 
eee — 2Or. sed., $2,- 
stat. wag., $2,685; Touring Sport, 
$2,445; ‘Touring Touring Sport Coupe, 33,750. 
— 2CV — 4-dr. 
¢ clutch), $1,195. 
4-dr. sed. (heater standard), $2,545. ID-19 
—4-dr. sed. (air suspension), $2,695. DS-19 
—4-dr, sed. (air suspension, power brakes, 
power steering, automatic clutch), $3,245. 
DAF—600—Standard 2-dr. sed., $1,569; 
Deluxe 2-dr. sed., $1,669. (Variomatic au- 
tomatic transmission standard on both 


_ and 507.) 


{msatee 
BMW 
(Heater 


models.) 
DAIMLER—SP-250 conv. (V-8), $3,702. 
DATSUN—4-dr. sed., $1,616; half-ton 


truck, $1,588; 2-dr. stat. wag., $1,- 


DKW—4-dr. sed., $2,283.43; 2-dr. sed., 
$1,995; deluxe 2-dr. sed., $2,157.63; 2-dr. 
stat. wag., $2,321.07. (Heater standard on 
all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 


FERRAR . (Far- 
ima body), $12,600; California conv, (Scag- 
Metti body), $12,600. (Heater standard on 
both models.) 

FIAT—600 Series—2-dr. sunroof, $1,098; 


2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, §$1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1 ; 2-dr. sunroof, $1,460; 4-dr, stat. 
Wag., $1,658; Jolly, $1,906. 1100 Series 

sed., $1,743; 4-dr. deluxe sed., 
$1,880; 4-dr. stat. ae. $1,998. 1200 

-dr. sed., $1,998; roadster (Far- 
ina), $2,812. 1500 Series—Roadster, $3,- 
730. 2100 Series—4-dr. sed., $2,998; 4-dr. 


Ss wag., $3,250. 750 Abarth—2-dr. sed., 
206. (Heater standard on all models.) 





Roust-About, $1,595; Sprint cpe., $1,695. 

GOLIATH—1100 Series — Hansa 2-dr. 
sed., $1,949; Hansa conv., $2,126; Hansa 
2-dr, stat. wag., $2,095; Empress 2-dr. 
Sport Sedan, $2,275; Tiger Sport Coupe, 
$2,568. (Heater standard on all models.) 

HILLMAN — 4-dr. Special sed., $1,735; 
4-dr. Deluxe sed., $1,875; conv., $2,149; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4 
995; 4-dr. stat. wag., $4,575. 
transmission, power brakes and 
standard.) 


JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- 
567; (automatic transmission), $4,667. 


XK-150—Roadster, $4,520; roadster (over- 
drive), $4,685; roadster (automatic trans- 
mission, $4,770; cpe., $4,500; cpe. 
(overdrive), $4,665; cpe. (automatic trans- 
mission), $4,750; conv., $4,620; conv. 
(overdrive), $4,785; conv. (automatic 

ission), $4,870. XK-150-S—roadster 
(overdrive), $5,120; cpe, (overdrive), $5,- 
075; conv. (overdrive), $5,195. 

cane S20 tee. 2 sed., $2,892; 
conv., (Vignale), $4,490; cpe. (Farina), 
$4,438; cpe. (Zagato “‘S’’ modified), $4,- 
708. AureMa—conv. (Farina), $5,830; cpe., 
$5,830. Flaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
G, T. Touring, $6,485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2- dr. 
4-passenger sunroof stat, wag., $1,500 
2-dr. 6-passenger stat. wag., $1,675; 2- dr. 
6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr,. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater sterdard 
on both models.) 


MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL—. 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-8 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300— 4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. (Heater standard 
on all models. Power brakes standard on 


-dr. sed., $3,- 
(Automatic 
are 


all models except 180, 180-D, 190 and 
190-D.) 
METROPOLITAN — 2-dr. hardtop, $1,- 


672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3.069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—1750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 


MORGAN—‘‘Plus Four’’ cpe., $2, 

MORRIS — ‘1000’ Standard 4-d 
$1,678; 2-dr. sed., 
2-dr. stat. 
4-dr. sed., 
$1,636; 2-dr. stat. wag., $1,825. 
—4-dr. sed., $2,259. 

NSU PRINZ—2-dr. sed., 
sunroof sed., $1,487. NSU Prinz 
horsepower)—2-dr, sed., $1,498. 
5-passenger models.) NSU Sport 
cepe., §2,198. (Heater standard 
models. ) 


OPEL—Rekora 
Caravan — 2-dr. 


; conv., 
000°’ 


stat. wag., 


$1,398; 


— 2-dr. sed., $1, 
$2, 


855. 
r. sed., 


$1,574; 
on . Deluxe— 
$1,718; 2-dr. sed., $1,599; 


conv., 
Oxford 


2-dr. 


30 (36 


(All are 
Prinz— 


on all 


957.50. 
262.60. 


(Heater standard on both models.) \ 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 


697; Grand Standing 4-dr, sed., $1, 
PEERLESS—G. T. 2-litre cpe., 
PEUGEOT—403 — 4-dr. 

$2,250; 4-dr. stat. wag., $2,490. 

standard on both models.) 
PORSCHE—1600 Series — conv., 
Super conv., $3,981; cpe., $3,700; 


725. 
$3,995. 


sunroof sed., 
(Heater 


$3,581; 
Super 


cpe., $4,150; Carrera cpe., $5,700; hardtop, 


$3,865; Super hardtop, $4,315; 

hardtop, $5,865; cabriolet, $3,950; 

cabriolet, $4,400; Carrera cabriolet, 
PRINCE SKYLINE—4 


-dr. sed., 
(West Coast PUE.) 


Carrera, 


Super 
$5,950. 
$2,295 


RENAULT—40V 4-dr. sed., $1,345; 4- 


dr, Sunroof sed., 
sed., $1,645; 
Caravelle—conv., 


$2, 395; hardtop, 


4-dr. 
$1,700. 
$2,445; 


hardtop-conv., $2,525. (Heater standard on 
all models.) 
$2,319. (Heater 


RILEY—1.5 4-dr. sed., 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. (Heater standard on all models). 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $14,895. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic eluteh), $2, 119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models.) 


SIMCA—Aronde—Etoile 4-dr. sed., $1,- 
798; Elysee 4-dr. sed., $1,898; Montlhery 
4-dr, sed., $1,971; Chatelaine 2-dr, stat. 
wag., $1,963; Grand Large 2-dr, hardtop, 
$2,071; Monaco 2-dr. hardtop, $2,146; 
Plein Ceil hardtop sport cpe., $2,947; 
Oceane conv., $3,167. Ariane (4-cylinder) 
—4-dr. sed., $1,998. Ariane (V-8)—4-dr. 
sed., $2,098. Vedette (V-8)—Beaulieu 4-dr. 
sed., $2,298. (Heater standard on Aronde 
models. ) 


SINGER — Gazelle — 4-dr. sed., $2,095; 
conv.. $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S-440 2-dr. sed., $1,575; S-445 
2-dr. sed., $1,675; S-450 conv., $1,995. 

SUNBEAM—Rapler—2-dr. hardtop, $2,- 
Ses: conv., $2,649. Alpine—Roadster, $2,- 


TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 


$2,237. Deluxe — 4-dr. sed., $2,266.50; 2- 
dr, sed., $2,174.50; Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat. wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat. wag., 
$2,514.65: 9-passenger stat. wag., $2, 
546.55: 12-passenger stat. wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr, sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., #3, 245; deluxe stat. wag., $2,620. 

Ghia—cpe. -» $2,430; conv., $2,- 
695. (Heater standard on all models.) 

VOLVO—122-S—4-dr. sed., $2,807. PV- 
644—2-dr. sed., $2,342; 2-dr, stat. wag., 
$2,490. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1, 889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat, wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 





New Commercial-Car Registrations, 
10 States for November, 1959-1958 


Truck Sy pee by states one 
























































released tude- 
baker | White | Willys | Misc. 

Delaware ‘59 47 | 19 50 16 48 *| 2 '| 4 16| 229 
‘58 45 12 6 27 13 33 12 I Ij 4 9| 163 

District of Columbia ‘59 1 ci 7 67 57 89 4: — 15 21 405 
‘58 27 | 48 13 15 ! | | 4 18 128 

Nebraska "59| 240 13 8 306 45 171 5| 2 ‘| | 15 919 
‘58 169 2i 26 239 75 143 4 3 38 19 743 

North Dakota ‘5? 91 | 20) 144} 20 9 3 4 i 2 384 
‘58 70! 20) 120 12 98 I 1 7 5 334 

Ohio ‘59| 7 538 19 20! 835 165| 515 56 10 76 222 121 2765 
58) | 528 18 104 6% 168 338 37 I 98 83 120 2202 

Rhode Island a | 33) 5 58 23 32 15} ‘| 4 30! 208 
‘58 31 | 90 35 27) 22 2 2 5} 14 229 

Utah *59| 113 3} 27 130 28 25 5 7 2) 14 it 365 
‘58! | 81} 26 120 43) 65 4 i} 5| tl 16 372 

West Virginia ‘59| 125) 3) 4! 179 42 77| 34 4 8) 51 19 583 
58) | 170} | 440 169 62 63 14 _$ 16! 71 13 629 

Wisconsin *59| 364 | él 455 78 290 22! 9 32) 129; 83 1524 
58) | 290 2 44 290 66| 199] 7 3 19| 46| 54| 1020 

Wyoming ‘59 142| 37 133} 31 66 | 4 | 59 10} 488 
‘58! | 65] 2 15 85 33) 53 5 | 2 44 3] 308 

10 States Reporting to Date ‘59| 8 61734 40| 499| 2357 505 1404| 168) 4l 241 545) 328 7870 
For November ‘58/ | 1476| 58} 375| 1829 512 1029} 84) 29| 151 313! 271 6128 
Year ‘59! 985) fea 2522| 45573! 246321| 60965]. 90261| 11645) 5411| 13179| 24129) 35153| 8iieee 
To Date 58! 753| 207176F — 2516| 30492) 171085} 46301} 75713]: 10123) 3528) 10071/ 17228) 27263) 602249 





“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations roe e the time the report Is published. 


reason of inaccuracles or omissions.""—R. L. Po 


Every reasonable precaution has been exercised to insure 


R, L. Polk & Co, cannot assume any liability by 





New Passenger-Car Registrations, Two States for November, 1959-1958. 

















received at the time 


Oe reert le -peplites. snide 


The 1958 adh wore or gee Bg Packard are tecleded in miscellaneous. 
*Corvair included in et totals, Falcon in Ford and Valiant in Plymouth, 


Car registrations by AMC Chr | CHRY S-P |Miscel- 
: ys- | Impe-| De- Plym- B Mer- | FORD Cadil- | Chev-| Olds-| Pon- | G.M. isce’ 

or 2 — ler rial | Soto |2°99e) outh TER Ford | Edsel jLincoln| cury [TOTAL] Buick | “jac rolet |mobile} tiac | TOTAL pute _ TOTA 
Delaware ‘59 i 19} ‘| 71 84 188 292 | %| | 59| 21 19% 52 171 1196 
‘58 56 9! 2 3 38 117! 179 394 7 2| 428 48|- 21 230 64 74 ri] i 98 1209 
District of Columbia ‘59| 33 1 9 5 122 231 359 H 15} 39 415) n| 42! 226 | 8! 80 478 54| 265| = 1523 
. *58| 63 29 4 14! 37 221 305 in 9 HI 31 426) 25) 242) 102 91 532 20! 267| 1613 
Two States Reported ‘59! 142 15} a 129 206 ‘| 3} 18} $| a 108 al al 133 148 874 90} 436 2719 
. | To Date for Nov. ‘58! Hg 38 ai, 75 abi m9 16| 13] 120 46 472 166 165 969 31} 365 2822 
Year "59! 302519! teis| tops 37661| 127431 563636) 1225736; 36811 22632) 1301021415281) 212211) igeneal east? 320748 | tetate| teases 110384) 514428/5171747 
To Date ‘58! 142687| 50518 40943| 113479 332009 549314| 811066} 30753) 22130) 115368] 979317] 209711| 102244|1040317| 249706| 184314|1786292| 32987] 310217|3800814 
“The information in this report has been compiled com eae state documents. Every reasonable precaution has been exercised to insure accuracy to the extent of the registrations 


& Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co.. 
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17; Metropolitan, 15; Triumph, 9; 
Mercedes-Benz, 8; Volvo, 6; Saab, 
5; Vauxhall, 5; Peugeot, 4; Wil- 
lys, 4; Austin-Healey, 3; MG, 3; 
Austin, 2; Jaguar, 2; NSU, 2, and 
miscellaneous, 7. 

Despite the overall decline in 
volume, imports boosted their total 
to 444 in November, compared with 
382 a month earlier. 

New-truck registrations amount- 
ed to 781 during the month, com- 
pared with 674 in October. Used- 
truck transactions held about 
steady, totalling 408 in November 
and 412 the previous month. 

New-truck registrations by 
makes were: Ford, 318; Chevrolet, 
157; International, 92; Dodge, 65; 
GMC, 51; Diamond T, 33; Willys, 
| 15; Mack, 10; Divco, 6; Autocar, 4; 
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Chevrolet, 9; GMC, 6; Dodge, 3; 
Kenworth, 2, and miscellaneous, 1. 
> * * 


Detroit 
November saw 10,669 new cars 
| registered in Wayne’ County (De- 
|troit), compared with 13,719 a 
month earlier. 

By makes, registrations were: 
Ford, 3,270; Chevrolet, 1,080; Plym- 
outh, 784; Falcon, 736; Mercury, 
677; Dodge, 601; Rambler, 583; 
Pontiac, 390; Buick, 372; Oldsmo- 
bile, 370; Chrysler, 219; Valiant, 
219; Corvair, 214; Cadillac, 172; Re- 
nault, 128; Studebaker, 126; Volks- 
wagen, 120; DeSoto, 91, and Im- 
perial, 85, 

Lincoln, 81; Edsel, 78; Contin- 
ental, 73; Fiat, 38; Opel, 30; Eng- 






| Sales Conditions in Various Areas... 


+ Auto Market Reports 


tan, 2, and miscellaneous, 16. —|Ford, 66; Chevrolet, 42; Volks- 

At New Orleans (Stuart Riddle.) wagen, 23; Rambler, 22; Oldsmo- 

otal of 1,643 new passenger ere Le: : . . 

cars and 220 trucks were registered ‘ | bile, 19; Buick, 12; Mercury, 11; 

in New Orleans in November, com- Boise, Id. | Dodge, 7; Pontiac, 7; Cadillac, 6; 

pared with 2,460 cars and 295 trucks A total of 240 new cars was sold Renault, 5; Chrysler, 3; Lincoln, 3; 

a month earlier. A year ago in|jn Ada County (Boise), Id., in| Plymouth, 3; English Ford, 2; 

November 1,225 cars and 165 trucks November, compared with 245 a| Edsel, 1; Imperial, 1; Studebaker, 
were titled. month earlier. | 1, and miscellaneous, 6. 

ti a ON eae Domestic-car sales dipped from| New-truck registrations number- 

, ‘ ‘ : | 215 to 204, while imports edged up| ed 43 in November, compared with 

to 36 from 30. '74 a month earlier. By makes, they 





345; Renault, 86; Plymouth, 82; 








Rambler, 68; Dodge, 66; Pontiac, 
61; Volkswagen, 57; Oldsmobile, 
51; Buick, 43; Mercury, 40; Stude- 
baker, 34; Vauxhall, 23; Fiat, 16; 
Peugeot, 13; Cadillac, 13; Edsel, 
11; Morris, 11; Metropolitan, 11; 
Mercedes-B e nz, 11; Chrysler, 8; 
Hillman, 7; Lincoln, 6; English 
Ford, 6; Simca, 5; Volvo, 5; Tri- 
umph, 5; Willys, 4; Austin, 4; 
Opel, 4; DeSoto, 3; Continental, 3; 
Singer, 3; Borgward, 3; Imperial, 
2, and miscellaneous, 20. 

New-truck registrations by 
makes were: Ford, 79; Chevrolet, 
61; International, 38; GMC, 18; 
Volkswagen, 6; White, 5; Mack, 4; 
English Ford, 4; Dodge, 3, and 
Diamond T, 2.—(Gordon Hebert.) 

* a * 


Minneapolis 

The steel strike pushed Minne- 
apolis new-car registrations in No- 
vember below the year-ago month 
for the first time in 12 months, ac- 
cording to Finance and Commerce, 
business newspaper. 

November registrations totalled 
2,507, compared with 2,611 in the 
corresponding 1958 month. In Octo- 
ber this year, registrations number- 
ed 3,547. 

The cutback in November reg- 
istrations reflected depleted deal- 
er inventories rather than a 
slackening in consumer demand. 
The Chevrolet shutdown enabled 
Ford to gain 400 units on its tra- 
ditional rival, but Chevrolet re- 
mained ahead for the year to 
date, 8,438 to 7,839. 

For all makes, registrations in 
November were: Ford, 657; Chevro- 
let, 258; Plymouth, 227; Rambler, 
201; Pontiac, 138; Buick, 127; Olds- 
mobile, 124; Falcon, 97; Mercury, 
74; Dart, 71; Studebaker, 71; Dodge, 
69; Renault, 63; Corvair, 59; Chrys- 
ler, 45; Valiant, 45; Cadillac, 37; 
Volkswagen, 21; Edsel, 18; DeSoto, 
13; Lincoln, 11; Austin-Healey, 10; 
Volvo, 10; Opel, 9; Triumph, 8; 
Goliath, 5; Peugeot, 5; English 
Ford, 4; Willys, 4; Mercedes-Benz, 
3; Simca, 3; Hillman, 2, and mis- 
cellaneous, 18. 

New-truck registrations in No- 
vember numbered 194, compared 
with 235 a month earlier. By 
makes, they were: Ford, 73; Chev- 
rolet, 42; International, 34; GMC, 
10; Dodge, 9; Willys, 9; Volks- 
wagen, 7; Mack, 4; White, 2; Reo, 
1, and miscellaneous, 3.— (Donald 
M. Lyons.) . 

* 


Toledo 


November new-car registrations 
in Toledo sagged to the year’s low- 
point, 1,199 units, compared with 
1,825 in October and 1,077 in Nov- 
ember a year ago. 

By makes, registrations were: 
Ford, 312; Chevrolet, 122; Falcon, 
85, Plymouth, 75; Buick, 170; 
Dodge, 67; Oldsmobile, 67; Ram- 
bler, 63; Pontiac, 57; Mercury, 51; 
Corvair, 30; Studebaker, 28; 
Chrysler, 20; Renault, 20; Valiant, 
20; Edsel, 15; English Ford, 11; 
Lincoln, 11; Cadillac, 10; Volks- 
wagen, 10; Imperial, 8; DeSoto, 
5; Willys, 1, and miscellaneous, 
41, 


By makes, registrations were: were: Ford, 11; International, 11; 
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lish Ford, 21; Simca, 19; Hillman, 
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How to improve dump truck operations 


Which hoist: arm-type or telescopic? 


The choice between arm-type 
and telescopic hoists depends 
on the kind of hauling jobs and 
conditions you face. There’s a 
place for both, 


Telescopics for Maximum 
Payloads 
If maximum legal payloads are 
your most important consider- 
ation and hauling conditions 


are not severe, you should look 
to a telescopic. The very nature 


of a telescopic hoist makes it 
lighter in weight so it requires 
less reinforcing of the body sub- 
frame for a given load-handling 
capacity. Less weight, of course, 
gives you more payload per 
trip. Among all telescopic 
hoists, the headmount type will 
afford the most payload lifting 
capacity with the least dead- 
weight in hoist components. 


Arm-type for Roughest Work 


If your hauling is on rough, 
uneven ground, you’ll want the 
ruggedness of a well-designed 
arm-type hoist, with either 
single or twin hydraulic rams. 
With fewer bearing points and 
a simple lift arm linkage, a 
Heil hoist of this type not only 
holds its body in alignment 
with the truck frame as it 


dumps, but also offers tough- 
ness and durability you’ll want 
for heavy-duty service. 


Most Important — 
Get Expert Help 


Your Heil distributor has no 
axe to grind — he sells both 
kinds of hoists in a complete 
range of capacities. He knows 
how to get maximum legal loads 
in your area...can give you a 
complete package recommenda- 
tion that will serve you best. So 
next time you buy a hoist, get 
unbiased facts from your Heil 
man. The Heil Co., Milwaukee 
1, Wisconsin. 


SEND FOR FREE BOOK 


~~ 
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THE HEIL COMPANY 
Body and Hoist Division, Milwaukee 1, Wis.: 


La 
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White, 1, and miscellaneous, 29, 
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Send me Heil’s new illustrated manual, 
“How to Select the Right Body and Hoist,” 
as soon as possible. (Check here_____if 
you’d like a salesman to call.) 


New-truck sales totalled 115 in 
November, compared with 108 in 
October and 115 in November, 1958. 
—(Ernest C, Kish.) 

* * * 
Birmingham, Ala. Name 

New-car sales in Birmingham, 
Ala., totalled 1,039 in November, 
compared with 1,967 in October. 

,By makes, sales were: Ford, 368; 
; Chevrolet, 101; Dodge, 58; Oldsmo- 
bile, 49; Falcon, 47; Buick, 43; 


These Heil dump bodies are only a part of a larger Address. 


Heil fleet at work on a huge air base construction job. Cit 
ity 


Volkswagen, 42; Pontiac, 41; Cor- 
vair, 35; Rambler, 35; Plymouth, 
83; Studebaker, 33; Mercury, 28; 
Cadillac, 16; Renault, 10; Chrysler, 
9; Opel, 9; DeSoto, 7; Fiat, 7; 
Volvo, 6; Morris, 5; Triumph, 5; 
Valiant, 5; English Ford, 4; Hill- 
, man, 4; Lincoln, 4; MG, 4; Simca, 

4; Edsel, 3; Imperial, 3; Metropoli- 
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made you decide to get the car 
you now have?” 26.5 percent said 
the old car broke down; 13.7 per- 
cent purchased because it was a 
good buy; 1.7 percent needed a 
second car, and 10.3 percent said 









Chi Tribune Conducts Surve 


Researchers Profile 





4, 1960 


N. Y. Taxi Fleets Add 


151 °60 Cabs in a Week 


NEW YORK.—The number of 
1960 model cars added to New 






The Used-Car Buyer 


By W. M. McCarty 
Staff Correspondent 
CHICAGO.—Chicago-area deal- 
ers, and possibly Detroit manufac- 
turers, will learn some interesting 
facts about the used-car market, 
from a survey conducted by the 
Chicago Tribune. 
a study is based on explora- 
“depth” interviews lasting 
ane to four hours, Interviews 
were conducted in 500 households 
within a radius of 18 miles of 
downtown Chicago. In used-car 
households, the car owners were 
interviewed. 


The survey showed that there is 
an untapped market for used-car 
sales, and it indicated how used- 
car buyers differ from new-car 
buyers and what roles advertising 


new one, but feel they can’t afford 
it, according to the study. 

However, the psychological make- 
up of some persons prevents them 
from purchasing a new car; while 
others prefer to drive a used car in 
the higher priced brackets (rather 
than a low-priced new car) because 
they feel they gain prestige. 

The dominant factor that singles 
out the used-car buyer is family 
income, Thirty percent earn under 
$5,000 per year; 56 percent earn 
from $5,000 to $8,000, and 14 per- 
cent have annual family incomes of 
$8,000 or more. 

By comparison, only 18 percent 
of new-car buyers earn under 
$5,000; 51 percent earn $5,000 to 
$8,000, and 31 percent are in the 
$8,000-and-over bracket. 





they bought because they wanted 
a later model. 

Most used-car shoppers want a 
car just a little newer than the one 
they now own, Fifty-three percent 
of persons owning a car nine to 10 
years old replace it with one that is 
six to eight years old. 

Newspaper classified advertise- 
ments play an important role in 
used-car selection, 

Prospects use the ads as a shop- 
ping guide and to get an idea of 
the current value of their present 
car, as well as of the car they plan 
to buy. 

When asked which form of mass 
communications gave them their 
buying lead, 87.9 percent mentioned 
newspapers, The study also showed 
the prospective used-car buyer ex- 
pects the media to protect him 
from deceptive advertising—just as 
he expects the manufacturer to 
exert a policing action. 

The buyer’s main concern in pur- 


York’s taxi fleets increased from 
679 in the last week of November 
to 830 in the first week of Decem- 
ber, a total of 151, according to 
Taxi Weekly. 

More than half of the new cabs 
are Fords (557), the publication 
noted. Other ’60 makes represent- 
ed include Checker, 125; Stude- 
baker Lark, 99; Dodge, 39; Plym- 
outh, three; Chevrolet, Mercedes- 
Benz and Rambler, two each, and 
Pontiac, one, 





on the other hand, indicate that 
styling is their primary considera- 
tion. 

In comparing used-car owners 
with new-car owners, the study 
showed that blue-collar workers, 
who account for 56 percent of 
new-car purchases, made up 71 
percent of the used-car owner 
group. Professional and man- 
agerial persons (23 percent of 
new car market) made up 10 per- 


























used cars would prefer to have a 


The decision to buy a used car 
usually is triggered by a mechan- 
ical breakdown of the present au- 
tomobile. When asked “What 


chasing a used car is its mechani- 
cal condition, with cost as the sec- 
ond most important consideration, 
the study found. New-car buyers, 


and salesmanship play in the buy- 
ing situation. 
Seven out of 10 persons who buy 













AMERICA’S MOST COMPLETE LINE OF 
HYDRAULICALLY-POWERED TAILGATES 





How to lift 2 ton 
with one finger! 


Whether your loading and delivery problem is big bulk or big 
weight, it will pay you to investigate Anthony Lift Gates. One 
man loads or lowers big loads with one finger! One man takes the 
place of a crew — without strain. You don’t have to send along a 
helper — nor wait for consignee help. You cut damage claims. You 
speed up loading and make it safer. Result: cut delivery costs by 

’ as much as 50%. Call your Anthony distributor for recommenda- 
tions on the size Anthony Lift Gate to meet your needs! Anthony 
Company, Streator, Illinois. 


Why Anthony Lift Gates work longer, better: Easy to operate — 


cent of used car group. 
And, while 70 percent of used 
cars are purchased by persons 36 





of used-car purchases are made by 
persons under 46. 

The dynamic character of the 
used-car market is shown by the 
fact that 64 percent of cars pre- 
viously owned had been kept three 
years or less. Furthermore, half of 
all the used cars owned by persons 
interviewed had been bought dur- 
ing the past year. Another one- 
third had been purchased two to 
three years ago, 

Ownership of used cars of 1953- 
55 vintage was highest (51.7 per- 
cent), followed by 1956-58 models 
(24.1 percent) and 1950-52 autos 
(23.3 percent), with 7.8 percent of 
the sampling owning pre-1950 mod- 
els. 

One of every three used-car buy- 
ers reported he made his purchase 
from the first dealer he visited. 
Forty-eight percent indicated they 
visited three or more dealers before 
buying their car. The dealer who 
fails to sell a used car to a person 
who visits his lot has only a 25 per- 
cent chance of seeing the prospect 
again, the study showed. 

Brand loyalty among used-car 
buyers is quite low, compared 
| with new-car brand loyalty. How- 

ever, there is some evidence of 

loyalty to the auto manufactur- 
ing firms, even though it does not 
extend to the individual makes. 

For example, 63 percent of per- 
sons whose previous car was a 
General Motors product now own a 
GM used car, and 53 percent of 
previous Ford Motor Co. owners 
now own a uSed car made by Ford. 

The study also revealed. a ten- 
dency for used-car owners to resist 
efforts to be “traded up.” If the 
used-car shopper owns a low-priced 
car, the survey showed, chances 
are two to one he will look for 
another low-priced used car. 

Women are directly involved in 
only 20 percent of used car pur- 


woman’s role in these cases is not 
so much to make a judgment as it 
is to “bail out the husband in case 
he gets too involved in a deal she 
doesn’t like.” 

In two out of every five cases, 
the man reported that his wife had 
aot seen the car before he bought 

Following a press conference, at 
which results of the Tribune study 
were detailed by Pierre Martineau, 
research and marketing director, 
and A. E, Rozene, classified adver- 
tising manager, AvuTomoTive News 





single hydraulic cylinder and control lever opens, lowers, lifts, 
closes lift gate under power. 


Safest of all lift gates— automatic “Safetymatic” control, latches 
and locks guard against accidental operation. 


Capacities for every need — 800 to 4000 Ib. lifting capacities, 
various types and dimensions . . . more lift, less deadweight. 


Easiest of all lift gates to install. 


ANTHONY 
one oe £.' 


DUMP TRAMLERS Lift GATE TRUCK-CRANE 





DUMP BODIES AND HOISTS 





made a sample survey of average 
families and asked them if, in view 
of the steel] strike and a possible 
curtailment in the manufacture of 
new cars, they would turn their 
attention to a “good used car.” 

Unanimously, they indicated 
that a steel strike or lack of 1960 
models would have no effect on 
their choice to buy a new car. 
While their reasons varied, their 
opinions were the same, 

Some of the answers were: 

“I do work related with the au- 
tomobile industry and have been 
assured there will be no shortage. 
Therefore, if I were to buy an au- 
tomobile at the present, I would 
wait for a new car before I would 
get excited and rush out to buy a 
used car.” 

Another answer: “I think the 
auto shortage publicity is a lot of 








years of age or older, 70 percent 
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baloney, and I would wait for a 
new car before I would buy a used 
car.” 

Imports entered the used-car pic- 
ture in this answer given by an- 
other person: “I must warn that 
I am opposed to foreign cars, but I 
am also opposed to used cars. 
Should the steel strike present a 
situation wherein I could not buy 
a new American-built car, I would 
prefer to buy a new foreign car 
before I would invest ,my money in 
a used American car.’ 

Among others reporting, the 
majority said that a steel strike 
or any shortage of new cars 
would make no difference to 
them, and they would prefer to 
wait, if necessary, for a new 
U. S. car. 

Most owners of domestic autos 
felt that any trend toward an in- 
creased used-car market would 
give their present cars a higher 
tradein value. 





Switalla Opens Import Deal 


SAN JOSE, Calif——The Japanese- 
built Prince Skyline is being han- 
dled by International Trade Center, 
which has opened at 4855 Stevens 
Creek Bivd. The firm is operated 
by R. C. Switalla. 


FARBER’S 


GENUINE 
CARPET 


By the Makers of Famous 
Farber Seat Covers 


it has the custom-fit, ———aa- 
the fabric, the colors 
of original equipment 


@ Fine curl loop weave 

© 7 manufacturers colors 

@ One-piece construction 

© For front and rear compartments 
Write for swatched Display and Size Chart 


FARBER BROS.,INC. 


821-41 Linden Ave., Memphis, Tenn. 
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Question: What new car price guide 


chases. The study indicated that| dees GENERAL MOTORS use? 


CAR FAX 


Join GENERAL MOTORS and “other indus- 
try leaders by subscribing now to the most 
complete, detailed new car wholesale-re- 
tail price guide on ALL U. S. and foreign 
makes—CAR FAX for 1960. Only $4 with 
free supplements. Send check today for 
fast service. Money-back guarantee. 


CAR FAX 


Answer: 


550 Fifth Ave., 
New York 36 














M. H. BURY’s 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitier + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 
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Fewer Changes Than in 58... 





+ Quiet Year for Top-Level Shifts 


(Continued from Page 1) 
bile and Ford division named new | 


sales Managers. 
Dodge, Chrysler-Imperial and 


Plymouth-DeSoto-Valiant also se-| 


lected sales chiefs after Chrysler 

Corp. returned field sales respon- 

sibility to the divisions. The ap- 

pointees formerly had directed 

sales of the various car lines under 

Chrysler’s group marketing setup. 
* * a 


a a personnel standpoint, GM 
accounted for the top story of 
the year as it promoted Sherrod E. 
Skinner and Cyrus R. Osborn to ex- 
ecutive vice-president. 

At the same time, GM assigned 
Executive Vice-President Louis C. 
Goad a number of new duties 
which firmly established him as the 
No. 3 man in the corporation, 

Every auto company added at 
least one director during . 1959, 
and GM bid farewell to the five 
duPont representatives who re- 
signed in compliance with a Fed- 
eral Court order that the two 


- firms may not have interlocking 


directors. 

NADA chose a new chief last 
year, picking James C. Moore as 
executive vice-president. Moore 


formerly was general counsel and, 
had been acting head of the dealer | 


association after Frederick J, Bell 


resigned late in 1958. 
* * oe 


ELL now is senior vice-president | 
of industrial and public rela- | 
tions for Sylvania Electric Prod- 


ucts, Inc. He returns to Washing- 
ton this week as vice-president of 
the Washington office of General 
Telephone & Electronics Corp., Syl- 
vania’s parent company. 

S. A. Girard was elected president 
and chief executive officer of 
Willys Motors, Inc., last year, mov- 
ing up from executive vice-presi- 
dent. 

He succeeded Edgar J. Kaiser, 


who now is chairman of Willys | 


and of the aluminum, steel and 
cement concerns of Kaiser In- 
dustries Corp., Willys’ parent 
firm. 

In the import field, C. H. Hahn 
was appointed managing director 
of Volkswagen of America, Inc., 
succeeding W. W. van de Kamp, 
who resigned to become executive 
vice-president of Import Motors, 
Chicago, a VW distributor. Van de 
Kamp later was killed in an auto 
accident near Stuttgart, Germany. 

A summary of major changes by 
the five U. S. auto makers appears 
below. 

* * 


American Motors 
MERICAN MOTORS added 
three directors last year but 

made no front-row management 
changes. 

Joining the board were Don G. 
Mitchell, president, General Tele- 
phone & Electronics Corp.; Wil- 
liam C. Scott, pregident, Outboard 
Marine Corp., and J. Willard 
Marriott, president and chairman 
of Hot Shoppes, Inc., Washing- 
ton. 

John F. Adamson was appointed 
chief engineer of AMC’s Wisconsin 
automotive operations, succeeding 
Floyd Kishline, a 45-year auto vet- 
eran who retired after 20 years 
with the company. 

* of 


Chrysler Corp. 


HRYSLER named B. W. Bogan 
vice-president in charge of pur- 
chasing and supplier relations and 
elected three men to the board. 
New directors are Robert G. Page, 
president of Phelps Dodge Corp., 
and John D. Leary and Lynn A. 
Townsend, Chrysler vice-presidents. 
John P. Mansfield retired as a 
vice-president and director, and 
Byron C. Foy also resigned from 
the board. Foy, a son-in-law of 
Walter P. Chrysler, had been a 
director since 1930. 

Two vice-presidents were reas- 
signed. Nicholas Kelley jr. be- 
came general manager of the 
new overseas division and direc- 
tor of the international opera- 
tions group staff. 

James B. Wagstaff was appointed 
director of the corporate sales staff. 
He was DeSoto general manager 
before the division was merged 
With Plymouth, 

+ ” of 
HE return of field sales respon- 
sibility to the divisions resulted 








in several changes. At Plymouth- 
| DeSoto-Valiant, Jack W. Minor was 
named marketing director; Edward 
P. Letscher was appointed general 
sales manager, and W. Heartsill 
Wilson became assistant sales chief. 

The new Dodge lineup has Wil- 
liam J. Bird as assistant general 
manager; Lee F. Desmond as ex- 
ecutive assistant to the general 
manager; J. B. Naughton as gen- 
eral sales manager, and Robert B. 
McCurry as Naughton’s assistant. 

E. M. Braden is Chrysler-Im- 
perial general sales manager with 

W. E. Foraker, as his assistant. 
The three vehicle divisions con- 
tinue to be headed by Harry E. 
Chesebrough (P-D-V), M. C, Pat- 
terson (Dodge) and Clare E. 
Briggs (C-I). 

J, B. Neal now is Dodge plant 
manager, and Kenneth S. Crawford 
fills that spot for Plymouth. Roy 
W. Utley, a 47-year auto. man, re- 
tired as DeSoto service director, a 
post he had held since 1944. 

New general managers were ap- 








pointed for two non-vehicle divi- 
sions. They are Carl J. Demrick, 
Amplex, and Sumner B, Twiss, 
Cycleweld Chemical Products, 

+ * * 


Ford Motor Co. 


HE 1959 box score at Ford 

Motor shows four new vice- 
presidents and one new director. 
Two vice-presidents and one direc- 
tor retired, and one vice-president 
resigned. 

The new vice-presidents are Mer- 
ritt D. Hill, general manager of the 
tractor and implement division; 
Gerald J. Lynch, general manager 
of the Aeronutronics division; Ken- 
neth D. Cassidy, industrial rela- 
tions, and Malcolm L. Denise, labor 
relations. 

The appointments of Cassidy 
and Denise came after John S. 
Bugas, group vice-president, re- 
linquished his industrial relations 
duties to devote full time to work 
with foreign affiliates. 

Charles H. Kellstadt, president of 
Sears, Roebuck & Co., was elected 





a director, and Lewis D. Crusoe, a 
former Ford executive vice-presi- 
dent, retired from the board. 

+ * of 
i. a vice-presidents were 

D. S. Harder and Ray H. Sulli- 
van, two of Ford’s top manufactur- 
ing executives of the postwar per- 
iod. Harder continues as a director. 
Richard E. Krafve resigned his 
Ford vice-presidency to become a 
vice-president of Raytheon Mfg. Co, 

He had been Edsel general man- 
ager when Edsel was a separate 
division. 

Joseph E. Bayne rejoined the 
Dealer Policy Board in an advi- 
sory capacity, and Thomas J. 
O'Neil, a 45-year Ford man, re- 
tired from the dealer board and 
joined Ford’s civic and govern- 
mental affairs office as a consult- 
ant, 

Ford division has a new general 
sales manager. M. S. McLaughlin 
replaced Walter J. Cooper, and 
Cooper moved to McLaughlin’s post 
as Western regional sales manager. 
Cooper served in the Western spot 
before going to Dearborn. 

Ford Motor combined its assem- 
bly plant operations under Ford 
division, and D, J. Bracken, Lin- 





to 


S-P Signs Deal— 


Amesbury Motor Sales, Inc., has been 
awarded a Studebaker-Packard franchise 
in Amesbury, Mass. Signing the franchise 
are, seated, from left, Benjamin Kaplan 
and James Jackman, treasurer and presi- 
dent of the firm, respectively. Witnessing 


coln-Mercury general manufactur-| the signing is Frederick E, Wood, S-P 


(Continued on Page 48, Col, 1) 


Boston district manager. 





‘Warm Engine” Starting in Coldest Weather with 
THERMO-TEMP 


ENGINE HEATER 





Ends pushing to start due to cold engines... reduces starting battery drain 


With the new Thermo-Temp Engine Heater you 
can put an end to the problem of cold engine start- 
ing—save fuel, reduce cold engine wear and start- 
ing battery run-down, and eliminate costly “warm 


up” engine idling. 


Thermo-Temp automatically maintains the 
operating temperature of the coolant in gasoline, 
diesel and propane-fueled engines, even when the 
engines are not running. 


The unit becomes an integral part of the cooling 
system, operates from the vehicle’s own fuel sup- 
ply, and is thermostatically controlled. When the 
engine has reached operating temperature, Thermo- 
Temp automatically shuts off. Whenever the engine 
temperature drops below a pre-determined degree, 
Thermo-Temp restarts and repeats its cycle. 


Copyright 1959 Thermo-Temp industries, inc. 


Thermo-Temp Industries, Inc. 


IBM BLDG. + 


7708 SECOND BLVD. -+ 


DETROIT 2, MICH. 


in Canada: Thermo-Temp industries, 


Available as optional equipment is a Timing 
Device which mounts on the dashboard and can be 
pre-set up to 12 hours in advance so the Thermo- 
Temp unit will start automatically at a pre- 
determined time . . . another fuel-saving feature 
when vehicles are parked for long periods of time! 
Start saving—mail the coupon for full details. 


SEND THIS COUPON FOR FULL I 


FORMATION 





pocctrer rr EE 


Thermo-Temp Industries, Inc. 
7708 Second Bivd., 
Detroit 2, Mich. 


Engine Heater. 
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COMPANY 
ADDRESS. 





CORT 
Limited @© Oshawa, Ontario 


Send complete details on the money-saving Thermo-Temp 
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Quiet Year 


(Continued from Page 47) 
ing manager, became assistant to 
W. A. Folsom, who holds that job 
for Ford division. 
FJ 


General Motors 


ENERAL MOTORS was busy 
on the personnel front last 


year. The corporation named two) 


executive vice-presidents, four vice- 
presidents and three directors. Five 
vice-presidents were reassigned; 
four retired, and six men left the 
board. 

New executive vice-presidents 
are Sherrod E, Skinner, who 
heads the automotive, body and 
assembly and parts divisions, and 
Cyrus R,. Osborn, chief of the en- 
gine divisions, the Dayton, house- 
hold appliance and Electro-Mo- 
tive group and the overseas and 
Canadian group. 

Skinner succeeded Executive 
Vice-President Louis C. Goad, who 
was given jurisdiction over all gen- 
eral-staff activities — distribution, 








engineering, - manufacturing, per- 
sonnel, process development, public 
relations, research and styling. | 

Roger M, Kyes, a vice-president, 
succeeded Skinner as accessory 
group vice-president. He formerly 
headed the Dayton, household ap- 
pliance and GMC Truck Group. 

* * a 

ELSON C, DEZENDORF, also 

a vice-president, was appointed 
chief of the Dayton, househo]d ap- 
pliance and Electro-Motive group. 
Richard L. Terell, who was elected 
a vice-president this year, succeed- 
ed Dezendorf as general manager 
of Electro-Motive division. 

Other new vice-presidents are 
Edward D. Rollert, Buick general 
manager; Harold R. Boyer, de- 
fense systems division general 
manager, and Calvin J. Werner, 
GMC Truck & Coach division 
general manager. 

Rollert succeeded the retiring 
Edward T. Ragsdale, and Werner 
moved up when Philip J. Monag- 














SELLING CORVAIR? 


Here's a quick EXTRA! 


STAINLESS 
STEEL 


By 


The “‘bare-front { 
look’’ overcome 
in minutes! You 
net a quick, 

trouble-free profit. 
Pre-assembled, ready 
for fast mounting. 

A MUST for each car. 


Economically priced for volume sales. 
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Chevrolet, Ford, G.M.C., 1.H.C. or Dodge to % fons 4 
Warehoused in 60 principal cities + Order from your fa- 
or truck equipment distributor 4 


vorite Automotive 
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different models to 5 ton * Write for free catalogue and 
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DUALMA Tic PRODUCTS CO. 


VISIT OUR DISPLAYS AT THESE SHOWS 


A.S.A.!. Show Booth No. 5042 


Pacific Automotive Show, Denver, Colorado 


Southwest Automotive Show, Dallas, Texas 


for Top-Level Shifts 


han replaced Robert M. Critchfield, 
who retired as head of GM’s proc- 
ess development staff. Monaghan 
is a vice-president, as were Rags- 
dale and Critchfield. 

Vice-president Edward Riley re- 
tired as general manager of the 
overseas operations division and 
was replaced by Elis S. Hoglund, 
a GM vice-president who had been 
assistant general manager. 

ok * * 

HE final retiree was Thomas H. 

Keating, who ended a 42-year 
GM career that took him from 
clerk to Chevrolet general manager 
to corporate group vice-president in 
charge of the passenger-car divi- 
sions, 

Keating also retired from the 





board of directors, Others leav- | 


ing the board last year were the 
five duPont representatives — 
Walter S. Carpenter jr., Lammot 
duPont Copeland, Henry P. du- 
Pont, Emile F. duPont and Don- 
aldson Brown, 

Alfred P. Sloan jr.. GM honorary 
chairman, resigned as a duPont di- 
rector. 

GM’s new board members are 
Dezendorf, Dr. James M. Killian 
jr., chairman of Massachusetts In- 
stitute of Technology, and Lloyd 
D. Brace, chairman of the First 
National Bank of Boston. 

+ x * 


T THE divisional level, Chevro- 

let’s W. E. Fish retired as gen- 
eral sales manager, and William G. 
Power retired as advertising man- 
ager. K. E. Staley replaced Fish, 
and Jack Izard succeeded Power. 

Emmett P. Feely moved to 
Staley’s post as executive assist- 
ant general sales manager, and 
L, H. Averill and Norman J. 
Johnson became assistant gen- 
eral sales managers. 

Averill heads sales in the East- 
ern U. S., and Johnson is assigned 
to division headquarters in Detroit. 
L. N. Mays, who held Johnson’s job 
a year ago, now is sales chief for 
the Western U. S, A. W. Famular, 
who formerly filled that post, has 
retired. 

S. F. Mehring succeeded the late 
Victor H. Sutherlen as Oldsmobile 
general sales manager, and Harvie 
L. Waite took over Mehring’s du- 
ties as assistant general sales man- 
ager for the West. 

* ” ~ 
Buck has a new chief engineer 
as well as a new general man- 
ager. Heading the division’s engi- 
neering activities is Lowell A. Kin- 
tigh, formerly assistant chief 
engineer for Oldsmobile. 

Five other GM divisions named 
new general managers to succeed 
men who retired or were pro- 
moted, 

The new bosses are: Martin J. 
Caserio, Delco Radio; William Har- 
vey III, Motors Holding; Lawrence 
A. Zwicker, Harrison Radiator 
(succeeding Rollert); Norman L. 
Gebhart, Delco Moraine (succeed- 
ing Werner), and W. Harold Rowe, 
Yellow Mfg. Acceptance Corp. 
Rowe carries the title of YMAC 
president, 

* + os 


Studebaker-Packard 


ILLIAM D. MEWHORT was 

appointed vice-president in 
charge of diversification for Stude- 
baker-Packard, and Randall Faurot 
was named styling director. Faurot 
succeeded Duncan McRae, who 
went to Curtiss-Wright Corp. 

Two men joined the S-P board 
last year. They are H. R. Mar- 
schalk, executive vice-president, 
Vick Chemical Co., and Randolph 
G. Guthrie, a member of the New 
York law firm of Mudge, Stern, 
Baldwin & Todd. 


DeSoto Dealers Elect 
Isaacson in Chicago 


CHICAGO.—DeSoto dealers in 
the Chicago area have elected 
Myron Isaacson as president; Har- 
old Sandblom, vice-president, and 
A. P. Wurtlin, secretary-treasurer. 

Directors are Norman Towne jr., 
L. W. Whitney, J. Christiansen, M. 
Schwartz, Sterling Dietz and 
Charles Ugaste. 














Counting the Dart's "Blessings'— 

L. H. Houck, Automotive News travelling correspondent, has removed the pancak tims 
dry-type air cleaner to count the barrels 
mounted outboard on the ram induction 
he sales-tested. . 


* * 


in one of the two four-barrel carburetors 
D-500 Special engine in the Dodge Dart 





Dodge with D-500 Engine . . . 





Sales Testing the Dart 


(Continued from Page 8) 


and a step that takes the auto en- 
gine into the future. 

While the history of ram induc- 
tion is old and varied, it usually 
has been associated with racing en- 
gines. Until now no manufacturer 
has been able to develop a worth- 
while system for the domestic en- 
gine, and in its present state, as of- 
fered by Dodge on the D-500, it is 
superior to injection without the 
penalty. 

The system requires a special 
cam which is already present in 
the D-500 engine and the owner 
gets more than 10 percent more 
torque, or power to twist for noth- 
ing. 


*~ 
Ride Is Quiet 
7s test Dart had 8.00 by 14-inch 

tires, up from the 7.50 by 14 
standard size. It had the new unit- 

welded body, and there wasn’t a 
body sound or rattle during the 
trip. 

The speedometer scale of tran- 
slucent plastic extends above the 
dashboard just below the line of 
vision and I found this to be an 
excellent place. A slender canopy 
arches over it to prevent reflec- 
tions. 

While I preferred the pull-out ac- 
tion of the light switch to the ro- 
tary switches of last year, I found 
the slender knobs a little hard to 
use. I'd prefer one with more 
“knob.” 

I can’t speak too highly of all the 
pushbuttons—everything from 
transmission to heater is operated 
by buttons. I found these the eas- 

* * + 


Car Tested: 
DODGE DART 


Body type: Four-door Phoenix 
hardtop. 

Engine: D-500, ram induction, 
two four-barrel outboard car- 
buretors. Bore and stroke, 4.12 
by 3.38 inches; 310 h.p. at 4,800 
r.p.m.; torque, 435 at 2,800. Com- 
pression ratio, 10 to 1; fuel, pre- 
mium. 

Transmission: Torq ue-Flite 
automatic, controlled by me- 
chanical pushbutton. 

Running gear: Hotchkiss 
drive, torsion-bar front end; 
rear suspension, semielliptical 
springs, 57 inches long, 2% 
inches wide, with interliners. 
Shock absorbers, direct-acting 
Oriflow. Brakes Cyclebond (no 
rivets) 230 square inches of 
braking surface on all units with 
ram induction engines. Frame, 
unit body, welded construction. 

Some quantities and dimen- 
sions: Gas tank holds 20 gallons; 
overall length of the Phoenix, 
210.5 inches, width, 78 inches; 
D-500 crankcase holds five 
quarts; cooling system, 17 quarts. 

Tire size: 8.00 by 14 inches. 


* * 





iest buttons to push, a minimum of 
pressure and they always work. 
I didn’t think I'd like the foot- 
operated parking brake—which is 
new this year—because that hand- 
pull brake on previous models was 
had to beat. But I got to liking the 


new brake the more I used it. 
* a + 


Interior Roomy, Luxurious 


HE four-door hardtop, was 

roomy and luxurious inside, re- 
markably spacious for a wheelbase 
of 118 inches, And it also had many 
new and important safety features. 

For instance, permanent eye- 
bolt anchors for seat belts in the 
rear bottom make it possible to 
transfer your favorite seat belts 
from car to car. Seat-belt use is 
declining because of the difficulty 
of installing and using them. 

These eyebolts make it easier. 

The driver’s seat has a high back, 
which serves to reduce fatigue. 
This Dodge has improved steering 
wheel and front seat, an area re- 
sponsible for more than 55 percent 
of injuries in accidents, 

Something should be said about, 
but not for, the gasoline economy 
of the D-500 Special. Gasoline mile- 
age on the open road was fair for 
the horsepower and speed, but was 
quite low in city traffic. 

The solution to this problem did 
not require the services of an en- 
gineer. It was the result of the high 
idle speed while waiting on signal 
lights, 


ca + + 
It Has Lots of Appeal 
WwHe will buy this “guided mis- 
sile?” 

The same young bucks who 
bought high-stepping horses in 
the horse and buggy days; the 
same youngsters who planed off 
Model T cylinder heads and spent 
their nickels for cut-outs; the 
boys who have been showing auto 
manufacturers how to manifold 
last year’s engines and all the 
angles of building “hot rods.” 
And police and highway patrol 

fleets. I'd like to see them use this 
engine. They catch ’em now, most 
of the time, but with this they 
could do it quicker. 


Mutual Abandons 


Auto F inancing 


CLEVELAND. — Mutual Finance 
Co., which was involved in’ the 
auto-title case with the former 
N. J. Popovic dealership, has gone 
out of the auto-financing business. 

Bert Winston has resigned as 
president and treasurer. He pur- 
chased the company’s office in sub- 
urban Painesville, which will con- 
tinue to offer auto financing. 

Winston said the move had noth- 
ing to do with the Popovic case 
but was brought on by the tight 
money market. The Cleveland com- 
pany will continue in the small- 
loan field. 
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Tieup with Toyota 
Denied by Ford; 
Talks Admitted 


DETROIT.—Ford Motor Co. has 
called “erroneous” a report pub- 
lished in Tokyo that Japan’s Toy- 
ota Motor Co. is considering a 
multimillion-dollar tieup with Ford. 


The report said that under the 
proposal, the Toyota plant might 
build Ford vehicles and that Ford 
dealers in the U. S. would handle 
Toyota’s Toyopet car, which was 
introduced in the U. S. in 1958. 


“The story is erroneous,” said a 
Ford official. “We are continually 
studying the auto industry in other 
countries and have had discussions 
with Toyota off and on for 25 years. 
But we have no definite proposal in 
mind at this time.” 

A Toyota spokesman in Japan 
said only that “the matter is not 
yet in a concrete stage.” 

Japanese plants now are produc- 
ing the British Hillman Minx and 
the French Renault under agree- 
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Dealer Forum By Robert M. Finlay 


(Continued from Page 3) 


message always comes through the 
same way. 

“What really moves people?” we 
asked, and Power replied with 
candor: 

“Self-interest, Motivation must 
be expressed in terms of the in- 
terest of the people to whom you 
are speaking. And so I tell the 
salesmen: 

“I love dealers, but much as I 
love them, don’t sell more cars for 
the dear old dealer. 

“And, as much as I love Chevro- 
let, don’t sell more cars for dear 
old Chevrolet. 

“As much as I love dear old Gen- 
eral Motors, don’t sell more cars 
for dear old General Motors. 

“Sell more cars for dear old you. 
Sell them to give yourself the good 
things of life. Sell them to buy 
your wife a new dress and make 
her happy. Sell them to give your 
children the benefits of a college 
education.” 


around, Soon he got an invitation 
from the Flint zone manager to 
speak there. 

“I'd love to do it,” he said, “but 
that’s out of my territory.” 

Next thing he knew he was sales 
promotion manager in Flint. 

Then the regional manager called 
him from Detroit to speak there. 
That also was out of his territory. 
So guess what his next stop was? 
From Detroit he went to the cen- 
tral office and, before long, was 
speaking to groups all over the na- 
tion. 

















* * * 


Power said, “auto people were say- 
ing: ‘You can’t get auto salesmen 
to work anymore.’” 

“They were saying you can’t get 
salesmen to work anymore 2,000 
years ago. But then remember 
what the apostles did when touched 
with the holy spirit?” 

* 


Story of Life 


* * * 
Heart of Story 
EREVER he went, the heart 
of his story was always the 
same: 

“You know how to sell, but you 
aren’t selling as well as you know 
how. Do your job a little better, 
and do it a little better every day.” 
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happened to some of the salesmen 
they knew in the early days. Many 
got discouraged and left the busi- 
ness, But just as many got inspired 
and went on to become outstanding 
dealers. Power recalled that it is 
the same way with children in a 
family. They all have the same 
background, and similar opportuni- 
ties, yet some will go on to higher 
things, some will move along on 
the same plane, and some will 
sink. 

“The story of my life is that 
the richest rewards came from 
the extra things I did,” he said. 
For modesty’s sake, let me say it 

rather than Power. His rich re- 
wards come from the appreciation 
of millions he inspired to reach a 
little higher. From the kids in 
Sunday School, to whom he gave 
a sense of destiny through relating 
the story of God. Through all those 
whose hearts he lifted by going a 
step or two out of his way. 

These things were not part of his 
job. He did them because he was 
Bill Power, the kid from a family 
of 12 children who was willing to 
pay the price—who was willing to 


There is infinite variety in a talk 
by Bill Power, but the core of the 


ments with the autos’ parent com- 
panies, 








Customer Tailored 


to "PULL" 


more sales 








Custom HITCHES for 1960 Cars! 


Draw-Tite makes a Custom Hitch for every car make and 
model you sell—including 1960’s! Only a one-piece Draw- 
Tite insures proper fit with both the car’s frame and 
bumper for complete safety. Only Draw-Tite gives you pro- 
fessional, ‘“‘made-for-the-car”’ styling for fast sales! Pull 
’em in and sell ’em with this top-quality, full-profit line. 


New “TRIGGER LOCK” Couplers 


Just ‘“‘pull the trigger’’ for fast, safe 
release. Family-safe! 


@ Exclusive “Trigger-Lock” Action. 
@ Sturdy, deep-channel construction. 
@ 2500-lb. G.W. capacity. 


@ Cadmium-pleted to prevent rust. 


Draw-Tite Couplers for boat and utility trailers feature 
heavy-duty construction with family-safe dependability. Your 
customers can’t buy a better coupler for the money! 


Nothing PULLS like 


Draw-Tite 


HITCHES » COUPLERS « WINCHES 
— Performance Proved 
TRAILER WINCHES 


Y@ 500-Ib., 700-Ib., 3500-Ib. guaran- 
teed pull. 
@ Long-life, precision-cut, 
mounted gears. 


straddle- 


@ Spring-loaded ratchet holds in any 
mounting position. 


@ Mechanical handbrake on 3500 model. 

@ Field-proven for boats, farm use. 
Top pull and smooth performance are the reasons why trailer 
owners buy thousands of these winches each year—the same 


owners you sell to! Stock a few for display and order as you 
need them, 


TRAILER PRODUCTS DIVISION 


DRAW-TITE MFG. CO. 
Factory: Belleville 6, Mich. + Branch: Starke 15, Florida 









This was the speech in which 
Power threw silver dollars out to 
the audience, One of Power’s most 
telling points was done with a chair 
as a prop. He would tell the audi- 
ence that he had made this speech 
so many times that he could make 
it sitting down, At this point, he 
would sit down. 

“But then,” he would say, “Gen- 
eral Motors would pay me sit- 
* * * 





Remember Fundamentals 
* * * 

ting-down money. I don’t want 
sitting-down money. I want 
standing-up money.” 

“How many auto salesmen are 
making sitting-down money when 
they could be making standing-up 
money ?” 


* * 
How They Feel 


MONEY motivates a lot of peo- 
ple, if expressed in terms of 
their desires, but there is more to 
life than money. Ask some of the 
people who have worked with 
Power, and they’ll tell you that it 
isn’t the money that makes them 
work hard, but the fact that Power 
makes them feel important. 

This, said Power, is the biggest 
job of the dealer. He is the sum 
total of all his salesmen, If he 
makes them feel important, and 
they gain confidence and sell more 
cars at a profit, the dealer profits 
in proportion to his salesmen, 

The business is out there, said 
Bill, if you can get your salesmen 
to go out there and get it. This 
recalls the bell-ringer story, of the 
days when he was earning very 
little and stayed in a boarding 
house. Every morning when break- 
fast was on: the table, the landlady 
would ring the bell, You didn’t have 
to get up and eat breakfast unless 
you wanted to. But it was there, 
and if you were hungry enough, 
you’d hurry downstairs to get your 
share. 

And so it is with the auto busi- 
ness, It is out there, Power says, 
if you'll get up and go after it. 

What about the auto business 
today? Is it any worse than it was 
in bygone days? 

“When I entered the business,” 


Oregon Shifts Hotel 

For May Convention 
PORTLAND, Ore.—The Oregon 

Automobile Dealers Assn, has 

changed its 1960 convention dates 

to May 8-10 at the Hotel Benson, 

instead of the Portland-Sheraton. 


* 


work hard enough to grow out of 
his job, 


OWER and a veteran zone man- 
ager were seeking to trace what 


The more you look 
into SIMGA the 
more interesting 
it gets => +>>>> 








A limited number of SIMCA fran- 
chises are still available to aggres 
sive automobile dealers, regardless 
of their present affiliations. Why 
don’t you look into SIMCA? As 
we show in the picture, it certainly 
can be interesting! 

SIMCA has climbed into one of the 
top spots of the import car market. 
And now, with Chrysler’s parts net- 
work in top gear, and one of the 
soundest promotions an import ever 





WORLD'S MOST LUXURIOUS ECONOMY CAR 
IMPORTED FROM PARIS BY CHRYSLER 


had, we are shooting for the top. 
And why not?SIMCA’s beauty, size, 


performance and features aren't 
matched by any other caron the mar- 
ket today. It’s not too late to climb 
on the bandwagon, if you qualify. 


SIMCA prices start at $1698 
East and Gulf Coast ports’ of entry. 


SIMCA Sales Office 

Chrysler Motors Corporation 

P.O. Box 857, Detroit 31, Michigan 
Gentlemen: 


I would like to investigate the ae ility 
of becoming a franchised SIMCA dealer. 


FIRM NAM 
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EQUIP YOUR DEMONSTRATORS WITH 
BUMPA-TEL SIGNS 


DESIGNED BY AN AUTO DEALER TO FIT YOUR NEEDS! 
e NO HOLES TO DRILL! 

(Does not mar or scar your car in any way.) 
© ON OR OFF IN 5 SECONDS WITHOUT TOOLS! 


(After original 30 minute installation.) 


@ LARGE 40”x12” AREA FOR YOUR SALES MESSAGE! 


Signs may be changed to new model cars each year with only the purchase 
of correct mounting brackets at $4.00 per set. The frame is constructed of 
heavy polished aluminum tubing, sign panel of 20 gauge sheet steel: All 
bolts and fittings are plated to avoid rust. 


SEMI-UNIVERSAL 40” x12” Turned-edge Panel 

Lettered on enamel . ... . =. . . $26.50 
Lettered on Scotchlite . ... . . . $36.50 
Complete with One Set of Mounting Brackets 





Give make and model of car ALL PRICES DELIVERED IN U. S. A. 


BUMPA-TEL’ “:'::22"" 
ed 201 NORTH FRONT 
MOUNDS, ILLINOIS 


U, S. Pat. No. 2,816,377 Can. Pat. No. 549499 
LEE C. BARRETT, Representative 


205 Haddon Avenue Haddonfield, New Jersey 


THE WHELAND COMPANY 


FOUNDRY DIVISION. 


ATN FFICE AN Ws 


CHATTANOOGA 2, 


" Tas : 


TENNESSEE 





Openings Set in Seven Cities .. . 











Auto Shows Back in Spotlight ~ 


(Continued from Page 4) 
staged by the Buffalo Automobile 
Dealers Assn., will open Saturday 
in the Masten Ave. Armory and 
continue through Jan, 17. 

Open houses were held by dealer 
members of the BADA last year in 
place of the usual armory show, 
for reasons of economy, according 
to Gilbert M. Tinney, BADA presi- 
dent and general chairman of the 
show. 


He attributed the greater de- 
mand for exhibit space to the 
new domestic compact cars and 
“the growing popularity of the 
many makes of foreign cars.” 


The show committee announced 
that an all-expense trip for two 
will be awarded nightly, The major 
award will be an around-the-world 
trip. 

W. Heartsill Wilson, assistant 
general sales manager of the Plym- 
outh-DeSoto-Valiant division, will 
be the principal speaker at a break- 
fast rally for dealers and salesmen 
on Friday. 

+ * * 
AM exhibit space has been re- 
served for the annual Pitts- 
burgh auto show, which opens 
Saturday in the Hunt National 
Guard Armory and runs through 
Jan. 16. 


A spokesman for the show 
committee said that a number of 
firms seeking space had to be 
turned down because of the lack 
of accommodations, 


Attendance at the Steel City 
show last year totalled 78,712, a 


Hydraulic Wiper 
Due on ’61 Cars; 
Other Trico Gains 


BUFFALO.—Trico Products dis- 
closed that its new hydraulic wind- 
shield wiper motor system will be 
installed as standard equipment in 
a ’61-model car. It will be the first 
hydraulic wiper system ever used 
as standard equipment on any 
American-made car, the company 
said. 

Trico also disclosed that its new 
automatic car-door latch-locking 
system, which is offered as optional 
equipment on six ’60-model cars, 
will be on additional cars “in the 
near future.” 

In addition, the company said its 
new automatic trunk unlocking 
system, now offered optionally by 
two makes of cars, will be an op- 
tional-equipment item on two more 
cars for the ’61 models. 

Trico’s new hydraulic wiper 
motor system is powered by the 
hydraulic pump that operates the 
car’s power-steering. Trico now is 
setting up production lines for the 
new product. The system was de- 
veloped by Trico engineers. 

Trico’s present windshield-wiper 
system is powered by engine vacu- 
um and is on Ford Motor cars, 
which also offer an optional elec- 
tric system, as well as on American 
Motors’ line. 

Trico declined to name the car 
that the new hydraulic system will 
be used on, but described it as “a 
fine leading make of car.” A com- 
pany executive said such systems 
have been worked on experiment- 
ally in the past but this represents 
the first successful hydraulic wiper 
motor to be adopted by any car in 
the U. S. 








decrease of 20 percent under the 

1958 turnout. The show is spon- 

sored by the Pittsburgh Automo- 

bile Dealers Assn. 
ok * * 

— March of Dimes polio fund 

again will receive the proceeds 

of the three-day Birmingham show, 

which gets under way Friday in the 
Municipal Auditorium. 

Jim Skinner, show chairman, 
said a feature of the event will 
be the selection of a “Miss Classy 
Lassie” from among high school 
girls throughout the county, 


The winning girl’s school will 
receive a cash award of $500, Skin- 
ner said, with the second-place 
school getting $400, the third place, 
$300, and the fourth place, $100. 
The money will be presented by 





Increased Sales 


Claimed by Makers 


Dealer Deliveries 
Exceed a Year Ago 


(Continued from Page 6) 


for the year also kept Plymouth in 
third place, he said, with a total 
of 394,144 units built as of Dec. 19, 
1959. 
* ok + 
Simca 

OTAL sales of Simca cars dur- 

ing 1959 were 35,000, more than 
double sales in 1958 of 16,472 cars, 
according to D. R. Crandall, na- 
tional director of Simca sales. 

Crandall said the market for im- 
ported economy cars in Simca’s 
price class so far has not been ma- 
terially affected by the advent of 
the new American makes. Imports 
with quality and nationwide sales 
and service availability, should con- 
tinue to prosper in the new year, 
he said. se 


Dodge Truck 


ODGE truck sales for the first 
60 days of the 1960 model year 
were 35.2 percent higher than for 
the corresponding period a year 
ago, it is announced by M. C. Pat- 
terson, Dodge general manager. 
Despite the fact that a shortage 
of steel forced Dodge to suspend 
truck production from Oct, 31 
until Dec, 9, sales of Dodge trucks 
in the Oct. 10-Dec. 10 period total- 
led 7,935 units, compared with 
5,869 units for the same period in 
1958, Patterson said. 


* * * 


Ford Truck 


Ford truck sales during the 1959 
calendar year exceeded 300,000 units 
and were the highest since the 
record-making year of 1955, accord- 
ing to Wilbur Chase, Ford truck- 
marketing manager. 

“During this year, Ford increased 
its penetration of the truck market 
more than any other manufacturer 
and attained approximately 31 per- 
cent of the industry’s 975,000 esti- 
mated 1959 truck sales,” he added. 

Commenting on the trucking in- 
dustry’s future, Chase estimated 
that truck sales in 1960 would ex- 
ceed one million units, and said a 
normal new-truck market of ap- 
proximately 1.3 million units a year 
can be expected by the end of the 
decade. 





Wilkie Views... 


Banner Year Due in 60 


(Continued from Page 2) 


cut into the market for the smaller 
imported vehicles like Volkswagen, 
Renault, Fiat, Simca and others. 

Whether the Corvair, Falcon and 
Valiant will do so has yet to be 
determined. The imported models, 
which account for most of the for- 
eign car sales in this country, sell 
for substantially less than do any 
of the presently offered compact 
units. 

It is true that nearly all the 
American-built smaller cars offer 


considerably more in riding com- 
fort than the more popular of the 
imports, but most of them are 
longer and larger generally. 

It has been said in some quarters 
that price discounting might be 
undertaken by retailers to cut into 
the import-car market here. The 
suggestion doesn’t seem sound, be- 
cause most of the foreign makers 
could do some price cutting on 
their own lines if they had to do it 
to maintain their sales volume in 
this country. 











the Birmingham Automobile Deal- 
ers Assn., he added. 

About 115 domestic and foreign 
cars will be on display at the To- 
ledo show starting Saturday at the 
Toledo Sports Arena and Exhibit 
Hall, Last year’s show drew more 
than 80,000 persons. 


Thompson Ramo 


Loses Crawford 
CLEVELAN D—Frederick C. 
Crawford has retired from active 
management of 
Thompson Ramo 
Wooldridge, Inc. 
Crawford, who 
had been with the 
Tapco division of 
TRW for 44 years, 
retired as vice- 
chairman of the 
board, vice-chair- 


chairman of the 
executive com- 

F. C. Crawford mittee. He will 
continue as a director, a member 
of the executive committee and a 
TRW consultant. 





WEIGHTLIFTER 


... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2 tons. 


* 3 Sizes... 


Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 24% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS ! , Lib- 
eral dealer discounts, too! 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please address Dept. }4. 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 
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Ford Works First ’60 Saturday aes 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 














al- | (U0. S. PRODUCTION ONLY) 
; Week Week 
ign 4 Ended Same Ended Total 
lo- 3 dan. 2, Week, Dec. 26, Output, Output, Output, 
ch [ 1960 1959 1959* December 1958** 1959 
bit. | AMERICAN MOTORS 
we ; SE xixcciuhanitaitnsiicwnce 6,700 6,222 5,329 40,482 217,332 401,403 
CHRYSLER CORP. .... 18,525 12,740 18,711 60,544 581,244 737,365 
EEE Sa\ccusceheresveustiyscs 1,850 1,168 1,847 5,689 49,513 69,335 
IEEE... ditcdacantevbtesttaknltivies 550 935 543 1,875 36,556 41,275 
PLT victnsnesstelbiivvecstseried 6,000 2,878 6,072 18,803 114,206 192,291 
PI iecacscbinnscocnscsteers 525 328 514 2,177 13,673 20,969 
Cc Plymouth Total ...... 9,600 7,431 9,735 32,000 367,296 413,495 
, ° So ee 6,800 7,431 6,887 20,981 367,296 393,713 
| of 4 ED |, Dilinenesesdivahsarideeve | __ Fe eee? eae 19,782 
38 - FORD MOTOR. .............. 31,090 27,293 26,537 165,383 1,219,422 1,743,965 
ea ER SR sO EE Bee) iets Ss 26,563 29,677 
‘ e Ford Division .............. 27,370 22,665 22,910 145,433 1,038,560 1,527,329 
he IE sien sounssvccayesvolesds a seen GIES Bas ceyveivens 100,677 
of Ford (Standard) .... 19,000 21,593 16,166 100,452 985,153 1,350,919 
7. Thunderbird ............ 1,050 1,072 1,032 7,138 53,407 715,733 
e SE © SyatenaSusdivivienctsteres 550 630 548 3,739 25,871 30,387 
—— NEE LiccieeiSscesicenchoc 3,170 2,937 3,079 16,211 128,428 156,572 
ie. | GENERAL MOTORS .. 50,861 48,618 50,640 211,512 2,169,178 2,553,884 
; i iiincissiekchihiadensaldevartieve 5,145 6,062 5,408 23,033 257,124 232,234 
r CO re 2,550 3,046 2,626 11,811 125,501 138,462 
an Chevrolet Division .... 30,500 26,570 29,254 119,656 1,255,935 1,428,716 
11 INL: idcct\spsitenenoussobs OO _- GSB BBACB once. 99,477 
” Chevrolet (Std.) 25,000 26,570 24,062 97,191 1,255,935 1,349,239 
Oldsmobile .................... 6,366 6,966 6,672 28,859 310,795 366,046 
ED cisicncscchcenteagheres 6,300 5,974 6,680 28,153 219,823 388,426 
= S-P CORP. 
Studebaker .................. 2,638 2,768 2,002 13,765 55,124 153,811 
Total Cars, U. S.**......109,814 97,641 103,219 491,686 4,244,045 5,590,428 
*Revised. 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Total Total Total 
Jan. 2, Week, Dec. 26, Output, Output, Output, 
1960 1959 1959* December 1958* 1959 
CHEVROLET. ................. 6,200 6,086 5,523 20,748 278,615 325,992 
DIAMOND T .................. 60 123 42 269 6,017 5,388 
69 64 322 2,827 3,536 
: 794 1,217 5,018 58,668 71,572 
4,806 3,771 25,069 242,890 330,838 
1,177 1,190 3,978 61,768 76,291 
cobeiitie 1,501 10,422 $1,213 143,248 
277 179 1,277 14,308 17,126 
ee? <eemne’ 50 10,563 10,745 
244 295 1,834 17,403 20,026 
IND — sictinisesseoessssdiocicon RD kckverdexe 2,050 6,928 92,327 114,106 
“MISCELLANEOUS ** .. 42 60 40 272 4,163 4,323 
Total Trucks, U. S..... 17,668 13,854 15,872 76,187 870,762 1,123,191 
Total Cars, Trucks, 
SEW SU Siness dociteneaseehawvoxebete 127,482 111,495 119,091 567,873 5,114,807 6,713,619 
Total Cars, Trucks, 
I i iscaccdinecaiaiy 6,465 6,361 4,966 27,800 355,317 367,862 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....133,947 117,856 124,057 595,673 5,470,124 7,081,481 
Revised. 
**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals, 
N.B. All U. S. totals include cars and trucks for military orders. 
Steel Strike Is Next... 
| | New Compacts Top Story 


. (Continued from Page 1) 


tions for 1959 registrations stood 
last week at 5,436,000 domestics and 
600,000 imports. 

Sales forecasts among staff- 
men for 1960 ranged from 4% 
million to 6.9 million on domestics 
and 400,000 to 675,000 on imports. 

For 1959, the poll's sales outlook/ ;,, the ae all aeaih sad 

‘Concensus was 5,229,000 domestics/ small cars also dominated predic- 
and 495,000 imports. Actual projec-|tjons of 1960's story of the year. 


Other 1959 stories which received 
Olds Appoints 


votes were as follows: 
2 Zone Managers 


Renault ousts VW from import 
LANSING. — Edward K. Mueller 


sales leadership (in September). 
GM’s Guardian Maintenance 
has been appointed Oldsmobile’s 
Houston zone manager, and Ed- 


service campaign. 
ward G. Heidig has been named 


6,654,000. The domestic prediction 

fell short of industry leaders’ ex- 

| pectations of 6% million or more 

_ gales of U. S.-made cars in 1960, 

OPE but staffer’s import guesses agreed 
with those of auto executives. 








GMC’s new V-6 truck engine. 

Valiant’s alternator. 

Corvair’s rear engine. 

New-car dealer total declines to 
35,774. 

Ford re-enters financing field. 

Rambler nears third place in 
new-car sales. 





Compact Buyers Like 


Rambler in Virginia 

RICHMOND, Va.—According to 
November reports of new-car reg- 
istrations in Virginia, compacts 
were ranked as follows: 

Rambler, 465; Falcon, 444; Cor- 
vair, 354; Studebaker, 235, and 
Valiant, 62. 





E. G. Heidig E. K. Mueller 


Memphis zone manager, according 
to S. H. Mehring, Oldsmobile gen- 
eral gales manager. Mueller suc- 
Ceeds the late I. A. Kirksey. 














| bile dealer, died Dec, 21. 


3.6 Million 


Cars Built; 


om om |Lrucks Near 55 Clip 


(Continued from Page 1) 


tions for varying periods due to| 26.5 percent of all compacts turned 


steel shortages. 
* * ok 
IGGEST news on the production 
scene during 1959 was _ intro- 
duction of the Big Three’s compact 
cars—Corvair, Falcon, and Valiant. 
The three newest entries into 
the American car parade didn’t 
get into production until the 
startup of the ’60 model run, but 
turned out a combined total of 
an estimated 199,936 cars by the 
end of the year. 
That’s only 3.6 percent of total 
industry output for the year, but 





Obituaries 
Monte Mansfield, 75; 


Former Tucson Dealer 


TUCSON, Ariz.—Monte Mansfield, 
75, a Ford dealer here for 44 years 
and considered Tucson’s No. 1 citi- 
zen, died Dec. 18. He retired from 
the auto business in 1958. 


Mr. Mansfield was regarded as 
the man most responsible for Tuc- 
son’s growth, and was credited with 
bringing a number of industries to 
town, foremost of which was 
Hughes Aircraft Corp. 


Leander F, Tank 
TOLEDO.—Leander F, Tank, 54, 
founder of Lee Motors, died Dec, 20, He 
had been in the auto business 32 years. 
Two brothers associated with the firm, 
Raymond and Matthew Tank, died ear- 
lier in the year. 


James B. Dorsey 
ABBEVILLE, Ga.—James B. (Jake) 
Dorsey, 49, co-owner of Dorsey-Carswell 
Chevrolet Co, and a member of the Wil- 
cox County legislative delegation, died 
Dec, 16 at his home here. He was a mem- 
ber of city council here for 20 years. 


J. Frank Thompson 

DILLON, 8. C.—J, Frank Thompson, 73, 
prominent auto dealer and former mayor 
of Dillon, died Dec, 20 in a Columbia 
hospital, In 1929 Thompson entered the 
auto business here as Ford dealer. In 1933, 
his company, Thompson Motor Co., Inc., 
relinquished the Ford franchise and became 
the Chevrolet dealer, a connection he con- 
tinued until his death. 


Eccles E. Hedrick 
GREENSBORO, N, C.—Eccles E, Hed- 
rick, 68, a partner in Gate City Motor 
Co., died unexpectedly Dec, 19. He became 
a partner in the company in 1919 and 
served as vice-president and general sales 
manager until his retirement in 1953, 


Schyler S. Dickens 
MOUNT AIRY, N. C.—Schyler Silas 
(Dick) Dickens, 54, Mount Airy automo- 





Raymond A, Balom 
MESA, Ariz.—Raymond A. Balom, 64, 
retired auto dealer from Coldwater, Mich., 
died in the Mesa Southside Hospital here 
Dec. 15. He retired in 1956 after being 
a Chevrolet dealer in Chicago and Glens 
Falls, N, Y., for 35 years. 


Alma Van Wagenen 

PROVO, Utah.—Alma Van Wagenen, 87, 
former local mayor and veteran in the 
auto business, died at his home here Dec. 
17. He was first a travelling auditor for 
Studebaker Carriage Co., out of Salt Lake 
City. Then he moved to Provo in 1898, 
where he opened and operated a Stude- 
baker agency. In 1900 he organized his 
own carriage business, and with the ad- 
vent of the automobile in 1907, became the 
first auto dealer in Utah south of Salt 
Lake City, In 1921 he retired from the 
auto business. 


Otto P. Kissel 

MILWAUKEE.—Otto P. Kissel, 87, who 
with his father and brother founded Kissel 
Motor Car Co. in 1905, died Dec, 24. 
At the time of his death, he was a direc- 
tor of the First National Bank of Hart- 
ford, which he helped found, The Kissel 
auto firm, which ceased operations in 1931, 
turned out some of the most interesting 
cars of its era, Before the ‘20s began, 
Kissel offered a model with a removable 
hardtop which could double as a phaeton 
for summer and a closed sedan for winter. 
Another was a’sedan of ordinary four-door 
dimensions, but equipped with only two 
doors—one for the driver on the left and 
one for the rear-seat passengers on the 
right. The Kissel Gold Bug, still avidly 
sought by collectors, had special seats that 
pulled out from the deck, providing room 
for one passenger to sit outside the body 
on each side of the car. This precarious 
arrangement was fondly termed a ‘‘mother- 
in-law’’ seat by Kissel owners. 


Charles W. D. Hanson 

NEW YORK.—Charlies W. D. Hanson, 
advertising manager of Life magazine, 
died Dec. 27. He was 48 and lived in New 
Canaan, Conn, Before becoming advertis- 
ing manager in 1958, Mr. Hanson headed 
Life’s marketing department for a year. 
He also had been a salesman for the 
magazine and Chicago and Western adver- 
tising manager. 


Wayne W. Wright 
OKLAHOMA CITY.—Wayne W. Wright, 
55, a partner in Eskridge-Wright Oldsmo- 
bile Co., died Dec, 25, Before joining the 
Oldsmobile dealership seven years ago, he 
was general manager of George Broyles 
Hudson Motor Co, 



















; out in the U. S, last year. 

All compacts — which include 
Rambler, Studebaker, Corvair, Fal- 
con and Valiant—accounted for 13.5 
percent of total industry output on 
an estimated 755,150 units last year. 

The low-price field of Ford, Chev- 
rolet and Plymouth (excluding the 
compacts) accounted for 55.3 per- 
cent on an estimated 3,093,871 as- 
semblies; the medium-price class 
captured 27.8 percent on 1,551,589 
units, and the high-price field took 
3.4 percent of total industry output 
on 189,818 assemblies, 

* ae ok 

N AN individual basis, the spot- 

light was on Ford division, 
Rambler, and Studebaker—F ord 
for topping Chevrolet in calendar- 
year output for the first time in 
postwar history; Rambler for its 
climb from seventh place among 
the car producers in 1958 to third 
place in 1959, and Studebaker for 
its near tripling of 1958 output. 

The AMC unit turned out an 
estimated 401,403 cars during 

1959 to take third place over 
Plymouth, which built an esti- 
mated 393,713 cars. 

If the 19,782 Valiants made dur- 
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ing 1959 are added to Plymouth’s 
total, it gives the Chrysler Corp. 
unit third place with 413,495 as- 
semblies and drops Rambler into 
fourth place. 
+ * oe 

roe DIVISION passed Chevro- 

let in calendar-year output 
while the GM division was closed 
due to steel shortages, and despite 
near-record operations since re- 
turning to work, Chevrolet was un- 
able to catch the Ford Motor unit. 

Year-end totals for Ford stood at 
an estimated 1,527,329 units, while 
Chevrolet finished the year with an 
estimated 1,428,716 assemblies, 

In commercial-car output, Ford 
also topped Chevrolet by a score of 
330,838 to 325,992 assemblies. Com- 
bined, Ford outbuilt Chevrolet by 
1,858,167 to 1,754,708 vehicles, 

Studebaker entered the spotlight 
by jumping its output from 55,124 
cars in 1958 to an estimated 153,811 
assemblies in 1959—a 178-percent 
increase in production since the in- 
troduction of its Lark series. 

* + + 


N CANADA, the auto industry 
produced an estimated 367,862 

cars and trucks in 1959 to register 
a 3.5 percent gain in output over 
1958, when 355,317 vehicies were 
produced. 

Last week, with Ford back in 
production, the Canadian indus- 
try turned out €,465 vehicles, com- 
pared with 4,966 car and truck 
assemblies a week earlier. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 5,432 cars and 1,033 trucks last 
week, compared with 3,970 cars and 





996 trucks a week earlier. 


of Autos 


Rise 1.3 Million in 1959 


DETROIT.—The year 1959 was 
marked by increases in just about 
all statistics on the auto industry, 
including a 1.3-million boost in fac- 
tory sales of new cars. 

That is the word from the Au- 
tomobile Manufacturers Assn., 
based on preliminary figures. 

Factory sales of cars totalled 
5,590,000; trucks and buses reached 
1,120,000 for a total of 6,710,000. The 
1958 figures were 4,257,812 cars, and 
877,294 trucks and buses for a total 
of 5,135,106. 

The wholesale value of factory 
vehicle sales amounted to $12.7 bil- 
lion in 1959, compared to $9.7 billion 
a year earlier. Vehicles exported 
totalled 305,000 in 1959 and 304,346 
the year before. 

The wholesale value of replace- 
ment parts and accessories sold in 
the domestic market reached $2.2 
billion last year, up from the $2 
billion in 1958, 

The number of vehicles regis- 
tered in the U, S., including those 
publicly owned, crossed the 70- 
million mark in 1959 to reach 
70,446,000 on Dec. 31. A year ear- 
lier, the figure was 68,328,000, 

The vehicle totals included 58,- 


Coast Lot Awaits 


Sticker Sentence 


SAN FRANCISCO, — Columbus 
Motors Co., Inc., has pleaded guilty 
in U. S. District Court to illegally 
removing price stickers from new 
automobiles. The company operates 
used-car lots in Oakland and Daly 
City. 

Sentencing was scheduled for 
today (Jan. 4). The maximum pen- 
alty is a $1,000 fine on each count. 
The Government dismissed charges 
against the owner of the company, 
Robert W. Richard. 

John A. Thompson, operator of 
Scotchman’s Corner in San Jose, 
pleaded innocent to similar charges 
and will be tried Jan. 25. 


Caruso Ordered to Start 


One-Year Jail Term 


LOS ANGELES.—Ex-auto dealer 
H. J. Caruso, of Los Angeles, has 
been ordered to surrender in Su- 
perior Court on Jan. 14 to start 
serving a one-year county jail term 
for bilking customers. Caruso, 36, 
had been free on bail since Judge 
H. Burton Noble fined him ;$10,000, 
suspended a one-to-10-year prison 
term and placed him on 10 years 
probation in January, 1958. 


591,000 cars at the end of 1959 and 
56,871,000 cars a year earlier. 

By the end of last year, 38.2 mil- 
lion families owned autos, com- 
pared to 37.6 million a year earlier. 
Both figures represent 74 percent of 
all families, ° 

Governments at all levels took 
in $9.4 billion in revenue for all 
types of streets and highways and 
spent $10.5 billion on roads last 
year. 


All of these figures excluded 
money received from the sale of 
bonds and money spent to meet 
bond obligations, 

Gasoline consumed last year 
amounted to 55 billion gallons, up 
from the 53.4 billion gallons con- 
sumed in 1958. 


Renault, Peugeot 
Deny Antitrust 
Charges by U.S. 


(Continued from Page 2) 


against high prices. Certainly from 
this standpoint the present lawsuit 
is unnecessary. Renault prices are 
far lower than the lowest price of 
any large or compact car. On this 
score and on the score of low-cost 
operation and maintenance, the 
Renault Dauphine and 4CV are 
meeting a definite need of the 
American motoring public.” 


“The principle of territorial distri- 
bution of our products, which this 
suit attacks as ‘unlawful,’ has 
been upheld in numerous courts 
and has never been ruled unlawful. 
Contracts covering this and all 
other phases of Renault’s relations 
with distributors and dealers have 
been drawn up with scrupulous 
attention to their legality .. .” 

Francois Daeschner, general 
manager of Peugeot, said in a 
statement: 

“The allegations made by the 
government are without foundation 
in fact or law, and we are confident 
of our ability to prove this to be 
true, when and as this legal action 
is brought to trial...” 

“An effort is being made by the 
Government to introduce entirely 
new and legally unsupported inter- 
pretations of contracts which many 
manufacturers of consumer 
have with their distributors, If 
the Government’s contentions were 
to become the law of the land, 
practically every concern in the 
U. S. marketing its products 
through independent distributors 
would be forced to alter drastically 
their long-established marketing 
procedures , . .” 








meee eo 


Pete palenny 2 


“4S Te oe 


ee 


qr 


Kee 





ee 


ee eT ee 


ee 


52 
Car Population 
Tops 55 Million 


Rate of Gain Doubled 
From 758 to ’°59 


(Continued from Page 2) 


War II. A year earlier, the prewar- 
car total had been 1,394,646, During 
the 12 months, therefore, 327,319 
units made the transition from 
clunker to junker. 

By makes, cars of all vintages 
in operation as of July 1 ranked 
as follows: Chevrolet, 13,580,261; 
Ford, 11,464,482; Plymouth, 5,- 
214,348; Buick, 4,173,203; Pontiac, 
3,469,271; Oldsmobile, 3,387,631; 
Dodge, 2,513,774; Mercury, 2,308,- 
806; Chrysler, 1,283,621; Stude- 
baker, 1,214,965, and Cadillac, 1,- 
189,891. 


Also, DeSoto, 976,040; Nash, 765,- 
960; Rambler, 446,430 (Rambler was 
not registered as such until 1957, 
with earlier models counted under 
Nash and Hudson totals); Packard, 
408,449; Hudson, 399,351; Willys, 
356,167; Lincoln, 312,489; Kaiser- 
Frazer, 201,288; Edsel, 83,849, and 
miscellaneous, 1,896,485. 

+. 


| amare the standpoint of longev- 
ity, cars still in operation that 
were built prior to 1941 are: Ford, 
222,611; Chevrolet, 210,688; Plym- 
outh, 80,561; Dodge, 43,353; Buick, 
41,140; Pontiac, 29,005; Oldsmobile, 
21,821; Chrysler, 14,388; Packard, 
11,166; DeSoto, 10,155; Studebaker, 
10,101; Cadillac, 9,013; Mercury, 
6,445; Nash, 4,863; Hudson, 4,286; 
Willys, 3,084; Lincoln, 1,862, and 
miscellaneous, 9,623. 


Dealer Awarded 
$60,000 in Injury 
Suit Against S-P 


DETROIT.—Walter Husak, part- 
ner in Husak Brothers (Stude- 
baker-Mercedes-Benz), has been 
awarded $60,000 by a Circuit Court 
jury for injuries suffered in the 
1957 crash of a Mercedes sports car 
which he was driving. 

Husak, who had sued Stude- 
baker-Packard Corp. for $250,000, 
claimed complete loss of smell, loss 
of memory, personality change, and 
injuries to his head, collar bone, 
ribs and right hand. 

He charged that while he was 
driving a Mercedes 300-SL at a 
speed of 130 miles per hour on the 
old Packard proving-ground track 
in nearby Utica, Harry T. Haw- 
thorn, S-P sales representative with 
whom he was riding, attempted to 
grab the wheel. 

Husak said the car skidded down 
the track and turned end over end 
several times. Both he and Haw- 
thorn were thrown out, he added. 

He also charged that the com- 
| sand was negligent in assuming he 

ew how to handle the car and 
for not warning him it was capable 
of such high speeds. Hawthorn, 
who denied he tried to grab the 
wheel, has a suit pending against 
Husak in Federal Court. 








DeSoto for Alexander 
PORTLAND, Ore.—Alexander 
Motors has been awarded a DeSoto 
franchise. The firm is headed by 
Alton H. Alexander. 





HELP WANTED 


th nsiclllaceceeeeegletcemeeenentingebeteenhsnaniatnectireesmmassinas 
‘OPEN OPPORTUNITY'’—If you are a 
qualified truck salesman-specialist, or an 
assistant truck sales manager, or a 
truck sales manager with limited oppor- 
tunities, then you should be interested 
in talking to this super duty franchised 
Ford store about closing this opportun- 
ity. We are located in the midwest in a 
trade area of 125,000 immediate popula- 
tion and 80,000 population city limits. 
There is large truck ownership in our 
area, therefore, there is a tremendous 
unity for someone who is qual- 
. We are a six-year-old organization 
with still rather unlimited opportunity 
for the right person. Please write Box 
1012, c/o Automotive News, Detroit 7. 


SALESMEN capable selling intangibles to 
dealers. Wide travel, $15,000-$30,000 
commissions no pipe dream for workers. 
Annual repeats from 80% of clients 
builds permanent annuity for men of in- 
tegrity. Write fully or please don’t reply. 
Edward Fiske Co., 2 Depot Plaza, White 
Plains, New York. 

WANTED—MECHANIC. Experienced Gen- 
eral Motors, Hydra-matic training. Ref- 
erences. Bob Ford Pontiac, 510 High 8t., 
Auburn, California, 
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HELP WANTED 


FINANCE 
MANAGEMENT 
and 
SALES 
PERSONNEL 


Large national automobile instalment sales 
finance company operating throughout the 
United States has openings at the Man- 
ager Supervisory and Automotive Finance 
Sales Levels. If opportunity of advance- 
ment in present job is limited, the posi- 
tion will present a challenge to a man 
with managerial ability. 


Applicants must have proven records as 
Managers or supervisors, or experience in 
the automotive finance field which would 
qualify them for these positions. Can offer 
choice of locations from Midwest to West 
Coast. Compensation commensurate with 
experience; excellent fringe benefits, Sub- 


mit resume of your education and experi- 
ence with complete details of present posi- 
tion, All replies confidential. Box 1063, 
c/o Automotive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER, As- 
sume complete responsibility, Prefer Ford 
experience, but not necessary, Salary 
open—45 employes, 600 plus new units 
per year, 28,000 population, Permanent 
position. Growing dealer with no relatives 
in this operation. Write and give com- 
plete resume first letter. Spaniol Ford 
Company, Box 2227, Hobbs, New Mexico. 


GOLD DISCOVERED!! Come on pardner, 
stake your claim, Countless shivering 
Yankees have already struck it RICH 
under the tropical skies that smile on 
the great state of Florida. If you are a 
good truck salesman, and are interested 
in your future and your family’s welfare, 
send resume to Box 1046, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER—Oldsmobile-Cadillac 
dealer. Immediate opening for experi- 
enced man, must know products. Capable 
of taking complete charge of Service De- 
partment, Best working conditions, Sal- 
ary and bonus. Write or call: Curran 
Motor Company, 102-108 E. Main St., 
Newark, Ohio, Phone: FA 2-2131. 





Automotive Fleet 


Sales Representatives 


For Western, Midwest and Eastern Regional 
Sales areas. Position requires extensive travel, 
alert, experienced men who have the ability 
to promote existing business and develop 
new accounts, Commercial vehicle sales en- 
gineering experience would be a definite 
asset, but not essentially required. Special 
consideration will be given to a qualified 
truck salesman or a factory representative 
having fleet sales experience and who desires 
to become associated with a national manu- 
facturer. Send detailed resume and recent 
photo to: 

R. J. Kreusser, Fleet Sales Manager, Willys 
Sales Corporation, Toledo |, Ohio. 





CHEVROLET DEALERSHIP located near 
large southeastern city requires combin- 
ation general manager and sales man- 
ager. This man should have successful 
sales background with general knowledge 
of overall operation. Some capital re- 
quired to buy into business, Dealership 
has been selling 200 units per year but 
has much higher potential, Taking on 
one new account with guaranteed re- 
quirements of upwards of 125 units per 
year, Good opportunity, Please submit 
references, resume and a photograph, All 
replies confidential, Box 1047, c/o Auto- 
motive News, Detroit 7. 


SALES MANAGER—Buick dealership in 
California, selling 40 units monthly. We 
have a marvelous opportunity for an 
aggressive man with sales ideas and 
leadership capability to handle 10 new 
car salesmen, Send complete resume to 
von 1048, c/o Automotive News, Detroit 





SALES REPRESENTATIVES 
For National Manufacturers 


Feature exclusive dealer identification items 
from first line multi-plant mfg. Largest in 
field. Recognized leaders. Quality line of 
name plates and license plate frames, Good 
income opportunity and sound future if you 
qualify. “Select territories include: Los An- 
geles, New York City and 5 boroughs, New 
York state, northern New Jersey, Florida, Wis- 
consin, Minnesota and lowa. Write in detail 
to: Sales Manager, Box 1058, c/o Automotive 
News, Detroit 7. 








HELP WANTED 


USED CAR MANAGER: The man we are 
looking for must be honest, aggressive, 
age 35-45, full of enthusiasm and have 
thorough knowledge of all phases of the 
used car business. This position is in a 
fast growing dealership located in one 
of the nation’s fastest growing cities in 
the heart of the ‘‘Gold Coast of Florida.’’ 
Pay plan open for the right man, Write 
Box 1041, c/o Automotive News, Detroit 
7 giving complete resume and recent 
photo. All replies held in strict con- 
fidence. 





AVAILABLE FOR FLORIDA, general, 


sales or used car manager, Aggressive, 
35 years old, married, six years’ man- 
agerial experience with profitable GM 
dealership. Familiar with all phases of 
dealership operation, Best of dealer and 
factory recommendations, Complete res- 
ume of experience and recent photo on 
request, Box 1059, c/o Automotive News, 
Detroit 7. 


USED CAR MANAGER—Thoroughly ex- 
perienced wholesale-retail all phases, in- 
cluding complete knowledge of body shop 
business. Can estimate and appraise 
wrecks, Interested in buying-in under 
right conditions, Location within 30 
miles New York City. Short term trial 
period will answer all questions, Box 
1027, c/o Automotive News, Detroit 7. 


FORMER NEW AND USED CAR DEAL- 
ER, age 40, college graduate, 20 years’ 
experience all phases new and used car 
retailing and wholesaling, Experience in- 
cludes new and used car management 
and used car buying and wholesaling. 
Would like connection with progressive 
dealership in the New York metropolitan 
area as general, new or used car man- 
ager. Box 1049, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER: Have highest per- 
formance record, character references, 
experience, factory confidence, employe 
relations, owner relations, as well as 
company department head level, Have 
held 22 successful years new, used, gen- 
eral, parts, service manager positions. 
Complete operational knowledge. Am ab- 
solutely second to none as service man- 
ager. GM preferred. Just resigned from 
2.500 car GM dealership in southeastern 
U. S.—will relocate. I feel sure that the 
reader will have heard of past record. 
Immediate availability after mutual in- 
terview and agreement, Service absorp- 
tion in past position was increased 63% 
in four years. I feel that I am your man 
for service at its best. Will consider buy- 
in deal, Write Box 1050, c/o Automo- 
tive News, Detroit 7. 


AUTOMOTIVE GENERAL MANAGER — 
Ambitious man, married, three children, 
age 35, desires position with dealer— 
preferably with buy-in opportunity, Ex- 
perience includes one year service man- 
agement, three years sales and general 
management with individual dealer. The 
past three years have been with a man- 
agement chain in the capacity of gen- 
eral manager, Box 1051, c/o Automotive 
News, Detroit 7. 


ASSISTANT TO OWNER or manager— 


western location. No promises, Middle- 
age. Character references’ unlimited. 
Write Box 1021, c/o Automotive News, 
Detroit 7. 


43 YEARS OLD, happily married. Own 
and operate Ford-Mercury dealership, 
fourteen years. Annual volume average 
$500,000. Have buyer. Looking for em- 
ployment. Will send references and de- 
tailed information upon request. Box 999, 
c/o Automotive News, Detroit 7. 


CARS, TRUCKS DELIVERED. Anywhere. 
Rubbish, ambulance, etc. Tow-bar, 3- 
way. Carls, 6381 Ellsworth, Detroit. 
UNiversity 2-4895, 


DEALERSHIPS AVAILABLE 


REAL OPPORTUNITY to buy volume used 
car dealership in Florida’s capital city. 
Doing excellent business, Reason for sell- 
ing is due to other interests. For full 
details contact Box 1052, c/o Automotive 
News, Detroit 7. 


FOREIGN CAR AGENCY handling four 
of the most popular imported cars, Lo- 
cated in the county seat of state’s rich- 
est territory, Complete facilities, Long 
lease, Available immediately. Reply Box 
1053, c/o Automotive News, Detroit 7. 


AGENCY HANDLING CHEVROLET FOR 
SALE — 110 planning potential, doing 
84% fixed expenses coverage, 1,156 Chev- 
rolet cars and trucks in operation in 
trade area. Address all inquiries to Box 
1054, c/o Automotive News, Detroit 7. 
All inquiries confidential, 


HANDLING PONTIAC, BUICK, Rambler, 
GMC, County seat in central Ohio. New 
building. Profitable. Will help finance. 
Lease property, Box 1060, c/o Automo- 
tive News, Detroit 7. 


HANDLING FORD, FALCON, THUNDER- 
BIRD, trucks. Ohio, 300 cars, 50 trucks. 
Old, established. A little money—A lot 
of know-how. Box 1061, c/o Automotive 
News, Detroit 7. 
























DEALERSHIPS AVAILABLE 


I HAVE A SMALL DEALERSHIP han- 
dling Chevrolet, selling about 150 new 
cars without much effort, 300 with a 
little work, and an equal number of 
used cars—located in the most ideal part 
of east Texas. It is a county seat town, 
hub of state highways and farm-to-mar- 
ket roads. A good place to live if you 
like peace and calm. Good location to 
prepare yourself for a larger dealership. 
Chevrolet usually promotes its smaller 
dealers first. Own nice building and lot— 
will sell or rent. This town is not far 
from East Texas oil field and not far 
from Dallas in case you prefer the high- 
life. Better look into it. Reason for sell- 
ing is that I have other, more demanding 
interests. It’s not free, but it is cheap. 
E. E. Holman, 8311 San Benito Way, 
Dallas 18, Texas. 

in- 


HANDLING RAMBLER: Permanent 
juries suffered in auto accident necessi- 
tates change in management of success- 
ful, profitable Rambler dealership, Buy- 
in and manage, or buy-out completely. 
Located in Stillwater, Oklahoma, home 
of Oklahoma State University, county 
seat of Payne County. Planning potential 
100 cars. Same location 10 years, pres- 
ently increasing floor space. Contact 
owner, Forrest E. Barnett, P. O. Box 
21, Stillwater, Oklahoma. Phone: FR 
2-2242. 


DEALERSHIP HANDLING FOR D—In 
rapidly expanding small southern town. 
Will take partner and train to eventu- 
ally take complete charge, or sell all. 
Box 1043, c/o Automotive News, De- 
troit 7. 


FLORIDA COAST—handling Plymouth 
dual and economy import. A _ profitable 
small deal, 70 new, 132 used vehicles 
sold January-November, 1959. Future 
potential excellent. No real estate or 
used vehicles, no obsolescence. Modern 
equipment, special tools, fast moving 
parts, signs, prepaid rent, $12,000 or 
best offer. Box 1038, c/o Automotive 
News, Detroit 7. 


DEALER HANDLING RAMBLER wishes 
an active partner who knows the auto 
business, Now doing a wonderful busi- 
ness, would do better with the right 
man. Located in central New Jersey. Box 
1055, c/o Automotive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP han- 
dling Pontiac and Rambler, midwest city 
10,000, Excellent farm area, Finest sales 
and service building in city, built 1947. 
Liberal terms to right party, Write 
Broker, Box 1056, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 





SPORTS CAR AND ECONOMY PASSENGER 
IMPORT LINE, RANKING AMONG THE TOP 
TEN, CAN NOW FRANCHISE RETAIL DEAL! 

IN THE FOLLOWING TOWNS: 


OHIO INDIANA MICHIGAN 
Akron Bloomington Ann Arbor 
Canton Evansville Battie Creek 
Cleveland Fort Wayne Detroit 
Marion South Bend Grand Rapids 
Middletown Indianapolis Lansing | 
Portsmouth Gary Pontiac 
Warren Elkhart Saginaw 
Hamilton Lafayette Muskegon 
Springfield Kokomo Flint 
Coshocton Marion Bay City 
Newark Anderson Port Huron 
Zanesville Richmond Ypsilanti 
Athens Terre Haute Jackson 
Defiance Vincennes Kalamazoo 
Sandusk KENTUCKY Traverse City 
New Philadelphia Owensboro Monroe 
Niles Covington Adrian 
Findlay Ashland Midland 
Marietta Paducah 

Washington C. H.Hopkinsville 

Ashland Bowling Green 

Cambridge Corbin 

Chillicothe Middleboro 


Write Box 1040, c/o Automotive News, 
Detroit 7 for complete details. 





OWNER, dividing time between three full- 
time businesses, will lease/sell Ozark 
lakes large franchise area dealership 


handling Chrysier-Piymouth-Vanan* aay 


Large, modern building, minimum com- 
petition, high shop absorption, potential 
150 new. Nothing to buy . . . parts, 
equipment, furniture, supplies turned 
over without charge. Rent 10 years and 
it’s yours; first and tenth year in ad- 
vance, Wonderful opportunity for young 
‘businessman with modest capital, am- 
bitious to own substantial, permanent 
dealership netting $2,000 monthly in 
spite of neglect. Factory approval not 
required. Operate under my franchises 
until established, Box 1037, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP WANTED 

CADILLAC DUAL—Prefer Chevrolet in 
southeast, Have capital, Approval as- 
sured. Box 1062, c/o Automotive News, 
Detroit 7. 

WANTED: General Motors, Ford or Ram- 
bler agency in Midwest, Will lease or 
buy facilities. Pay your price, All cash. 
Factory approval assured. Box 979, c/o 
Automotive News, Detroit 7. 

100 TO 200 CAR DEALERSHIP, Cash. 
Confidential, Immediate action, Box 454, 
Brownsville, Pennsylvania, 


DEALER SERVICES 








1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
'60 edition today for only $!0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Box 224, Dept. 6, New York I, 
N. Y. 








HELP WANTED 


Bob Rockwell, Successful Car Dealer, Makes 
$1,100 Commission from One Week's Sales to 
Pennsylvania Dealers 


If you are a top salesman now earning $10,000 . . . or if you 
have been a successful car dealer . . . you can earn $15,000 
or more the first year as exclusive agent selling Childers Carports 
to car dealers. National advertising and direct mail support. No 
investment. 400 car dealers already using. Agents will be ap- 
pointed in these key territories immediately: 


CALIFORNIA PHILADELPHIA KENTUCKY NEW YORK 
TENNESSEE LOUISIANA OHIO 


FLORIDA GEORGIA 


INDIANA 


Airmail your business background with references. We will send 
you complete information immediately with names of recently 
appointed agents who are already proving what can be earned 
by men who can qualify. Bob Childers, Childers Mfg. Co., 
P. O. Box 7467, Houston 8, Texas. Our references: First City 
National, Houston; Dun & Bradstreet rating B + 1. 





DEALERSHIPS AVAILABLE 





MISSOURI ° 





5220 Natural Bridge 





ATTENTION DEALERS! 


Some Dealerships Available 
KANSAS e 


The No. 1 Sports Car in America 


TRIUMPH’S TR-3 
Also the Fabulous New 


TRIUMPH HERALD 


Write or Call 
JONES-BISCHOFF TRIUMPH DISTRIBUTORS 


Phone: EVergreen 5-2222 


NEBRASKA 





St. Louis 15, Mo. 











World 


—_—_— 


= 
IN 
Par' 
Al 
Furnt 


For | 
« 


unos 


FEE PT gy orersareei= ll | 


| 


n° 


a A a= er ce 






















AUTOMOTIVE NEWS, JANUARY 4, 1960 


a | 


DEALER SERVICES BUSINESS OPPORTUNITIES 


Let + Military Acceptance Sales Force For Hire! 
ip You SELL | National Manufacturer selling quality auto 


MORE MILITARY PERSONNEL | accessory item through own sales force will 


consider handling compatible items that 
ilitary Acceptance Corporation will help need coast-to-coast sales support. Will con- 
y ma'e more auto sales to Military per- 
nnel . 





| sider new product or established line suffer- 
because: a from — ‘ter’ be ‘ideat “Bos “a, 
j and recogniz rite: Presiden x 
vee ae os aS —, without | °/° Automotive News, Detroit 7. 
refinancing. 
ts, We make auto loans, finance, or re- 
ancl anywhere in the world, at low, | 
“savin cone. for officers and non- 
on naeeh officers of pay grades ES | 
and ~ . . « On a simplified, non- 
recourse basis. } 


MILITARY ACCerT ANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
$an Antonio, Texas—Telephone CApitol 5-6756 
®Worldwide Financing for Military Personnel" 
USAA Insurance available 
to qualified officers) 





OARS FOR SALE 


1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 
TOD-O-CAR, INC. 


ALL AMERICANIZED 
* 
| 
} 








TST TTT SS - 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
 Tetoyroal Remen, Amnea Rcl 
= 


Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland po Detroit 27, Michigan 


On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 








VOLKSWAGENS 
1960 @ 1959 
Sedans—Sunroofs—Ghias 


HAVE CREW, WILL TRAVEL! Convertibles 


Specially trained ALLIED men give you . . Fully Americanized © Colors 


© Certified phy sical Seventertes of parte, | 'Viny! Trim @ Bumpers @ Overrides 
accessories and equipment. Immediate Delivery 


Phone, Wire, Write 
Best Prices @ We Deliver 


® Model year reports for obsolescence 
and return parts plan. 

@ Bin space for new model parts. 

@ Reports for dealer terminations, MANN OLDS 

° = ports fer tax, is one 925 Jesup Belair Drive 


, Silver Spring, Maryland 
The Service That Counts JUniper 5-8010 JUniper 5-6186 


ALLIED INVENTORY CO., INC. 


7508 Se. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








1960 VOLKSWAGENS 


Late Serial numbers—2-doors, Sunroofs 
mm Americanized 


lors—I to 100 
immediately from 


ne | 





Buying, selling, trading miscellaneous auto- | {ygilble stock in the 
motive items? Get quick results through 


‘Automotive News’ Want Ads. 


JERRY LEEDS MOTORS 
Evansville, Ind. 


<. CARS FOR SALE 


VOLKSWAGENS 


1960 


IMMEDIATE DELIVERY 
FOR BEST PRICES CALL: 
New York New Orleans 
ESsex 1-2880 JAckson 5-8881, Room 430 


Wire, write, phone 


U. N. COMMERCIAL CORP. 
277 Clinton Ave. Newark, New Jersey 


GR 6-6900 











sharp used cars! 


HERTZ 





has ’em! 


1958 and ’59 models are now available at Hertz offices 
across the country. All cars in top shape, clean and sharp! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts — you name it, 
we've got it! 


Good colors — power steering, R & H, automatic trans- 
mission, many with power brakes —the works! 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 


125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 






OARS FOR SALE 


1960 
VOLKSWAGEN 


SEDANS AND SUNROOFS 


$1,375 


FULL PRICE DELIVERED 
Any East or Gulf Coast port. Add 
$50 for West Coast deliveries. 


EQUIPPED AS FOLLOWS 

Leatherette interior . . . tool kits 

- « « mile speedometers ... ASI 

windshields, heaters and defrosters 

- - » turn signals . . . bumper rails 
+ « . outside mirrors. 


Wired for Sealed Beam Headlights 
ALSO COMMERCIALS 
GHIAS—CONVERTIBLES 


Write, Phone or Wire 
CIRCLE DISCOUNT 
CORPORATION 


2401 Pennsylvania Avenue N. W. 
WASHINGTON, D. C. FEderal 7-3900 


U. S. A. AGENTS FOR 
RUDI-ARONS International 
Agencies GMBH 
HAMBURG, GERMANY 








WHOLESALE 
100 1959 MODELS 


RAMBLERS-FORDS-CHEVROLETS 
CONVERTIBLES-SEDANS-HARDTOPS 


Driven only 6,000 to 9,000 miles. 
Fully equipped. Delivery arranged. 
MORSE AUTO RENTALS, INC. 


7726 N. E. 2nd Avenue, Miami 38, Florida 
Plaza 7-2425 





1960 


Volkswagens 


IMMEDIATE DELIVERY 





call, wire or write ED HOGAN 


CURRY CHEVROLET 


3300 Broadway New York City 
ADirondack 4-6000 


gama ea eee eee e ee 


CARS WANTED 


1960 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 
Fleet Sales and Service, Contact: 


National Purchasing Department 
Rollins Leasing Corp. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth-Dart 
Especially Invited 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and '58s. Franz Ridgway, BEl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon, 

WANTED: Larks. 
ville, Michigan, 

PARTS FOR SALE 

BERKELEY PARTS: Largest selection of 
Berkeley parts — immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

LLOYD PARTS—complete stock, Prompt 
shipment, Importers and distributors for 
Lioyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

TRUCK EQUIPMENT FOR SALE 


Hugh Salway, Jones- 





Car Transport Trailer 


Elyria model #10, completely overhauled 
eleven months ago; including new wiring, 
lights, reflectors, air lines, rustoleumized 
paint and new tires. 35° bottom and top 
ramp with 5' whoopee extension on top, mak- 
ing a total of 75' of loading ramps. Ramps 
have been widened and extra rachets instalied 
to haul all foreign and domestic cars, Trailer 
used about 10, miles since overhaul. WILL 
SELL WITH OR WITHOUT TRACTOR. Con- 
tact: Mr. O. S. Harrison, General Sales Mar., 
J. C. Lewis Motor Co. (Ford), Phone: AD 
4-4421,. Savannah, Georgia. 























MISCELLANEOUS 


the NEW and 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 


TRUCKS WANTED 


WANTED: New GMC pickups, Hugh Sal- 
way, Jonesville, Michigan, 


TRUCK EQUIPMENT WANTED 


DISTRIBUTOR NEEDS four used auto 
transport trailers in good _= condition. 
State price and include picture, Delta 
Imports, Inc., 3201 France Road, New 
Orleans 26, Louisiana, 


SHOP EQUIPMENT FOR SALE 
DKW TOOLS—Complete set special tools 
for DKW cars and trucks, Most items 
new, List on request, Cost $500, Make 
offer! Liberty Motors, Inc., Spokane 63, 
Washington. 


CHRYSLER-PLYMOUTH service tools. 
Hugh Salway, Jonesville, Michigan, 


HEAVY DUTY BAER truck frame ma- 
chine, a Baer rim press and a truck 
balancer—All in good condition, Cheap. 
Write: The Ohio Weight Co., 1285 Pad- 
dock Hills, Cincinnati, Ohio. 


SHOP EQUIPMENT WANTED 



















WANTED: Ten good used Burger Parts PERFORMANCE 
Ferrell, Parts Manager, Bendall Motor|§ Dealers’ List Price............ $69.80 
Sales, Inc., 1625 Prince St., P. O, Box Dealers’ Special Discount 25%. 17.45 






429, Alexandria, Virginia, 


WANTED: Forney arc welder, Hugh Sal- 
way, Jonesville, Michigan. 


WANTED: Brake drum lathe, used wreck- 
er. W. D. Coen Pontiac Co., 500 So. 
Washington St., 





Dealers’ Net with 4 Standard 


lus ei Large Adapter Clamps. $52.35 
" oa Geelee’ tan included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 
Dealers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 







Owosso, Michigan, 


MAILING LISTS 
DEALERS MAILING LIST—Ford, Chev- 







rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list. Jan., 1960 checked, On 
addressed labels, 35M; $14 per M, Box 
1045, c/o Automotive News, Detroit 7. 


AUCTION SCHOOLS 
BE AN AUCTIONEER—World’s largest 
school, Internationally recognized di- 
ploma, Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa, 


LEARN AUCTIONEERING, Nationally 
recognized, diploma, Free catalog! Mis- 
Box 9252P3, Kan- 








Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 






souri Auction School, 
sas City, Missouri, 





IDEAS 
SEE YOURSELF AS OTHERS SEE YOU. 





Unusual idea invaluable to dealers. Mail a 
letterhead for details. Edward Fiske Co., 
2 Depot Plaza, White Plains, N.Y. Write for Illustrated Catalog 






(Salesmen wanted.) 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 








MISCELLANEOUS 












WANTED 


20-inch Used Power 
Hole Digger 


Write Box 281, 
St. Cloud, Minnesota 






Bins, preferably the new type, H. Glenn 








CONVERTIBLE TOPS—$21.25, Jeep tops, 
$72.20. Headlinings, $12.50. Free cata- 
log. BIG BUCK, 12 Elliott, 
Mass. 


Beverly, 





1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyc eae < of 
dealer cost prices of all large and 

small American made cars, three trucks, "Ss 
foreign cars— plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly subscription Be rong =, 5% discount 
for cash with all orders received before Nov. 
15. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to give 
you the best of service. — YOURS NOW 
—TODAY—DON'T DELAY. B. SALES CO., 
INC., DEPT. 3A, 924-lIth sen “Rock Island, ii: 





The "ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WWnisT action $5145 
$45 


Incldg. BRAKE HOOK-UP 
TRAIL-KING $37.50 










TowKinG 4.22’ 












Fast Pickup and Delivery 
ALL Foreign ced = Fits 2" Ball || 1.000 ©MBossED BUSINESS CAR D8. 
ican Cars $3.49. Free delivery anywhere in U. 8. 







(within one week). Latest emblems ae 
able. Samples sent upon request, L-D 
Press, 534 State St., Hammond, Indiana. 


SEE PAGE 39 
for the nation's 
TOP AUTO AUCTIONS 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 
Protecto Covers (Tailor Made 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 













95 
50 
2.95 
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New Subscription Order: 


| 

| 

| 

| 

: Send Automotive News to Address Below 

| U. S., Canada and U. S. crore 

| One Year $9 [] or Two Years $16 [] 

All Other Countries — One Year $13 [] or Two Years $22 [] 
! 
! 
| 
| 
| 
| 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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“Mr. INTERNATIONAL” 


helps you set up your dealership 


He’s the District Manager, discussing the expansion 
of your facilities to handle increased truck sales and 
“blueprinting” your market and profit potential. 


He’s the Zone Manager, assisting you in hiring and 
training additional salesmen to put extra strength be- 
hind your stepped-up marketing activities. 


He’s the District Credit Manager, helping you 
with financial arrangements, from actual acquisition 
of physical facilities to parts stock purchases and 
showroom model floor planning. 


‘Best deal in the truck business...” 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS HH. 








